Three Dollars a Year 


dware Age 


Founded 1855 
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Leading Jobbers stock BOSS OVENS. 
Send for Catalog showing today’s most 
complete line. 











QUALITY Boeee se, | prorit 


| Thousands of Dealers, 








For more than a quar- 
ter century, BOSS 
OVENS have been the 
favorite of Dealers and 
Users everywhere. 


BOSS was the pioneer 
in glass door construc- 
tion. Year after year 
leadership has been 
maintained through un- 
varying, high quality. 


More than 2,600,000 
BOSS OVENS have 
been sold. 








BOSS OILAIR STOVES 


who sell BOSS 


| OVENS, make profits 
| that are denied those 
| selling unknown prod- 
} ucts. 


| Year after year Na- 


| tional advertising has 


| popularized the BOSS 


name and trade mark 
to the extent that 
| BOSS is the fastest 
| selling line of ovens on 
| the market. 

} 
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A GittleGiant Screw Plate is 
truly insurance. In the factory 
it makes possible rapid emer- 
gency repairs thus insuring full 
time operation. 


In automobile repair work it 
speeds up the difficult job. With 
the QgeGeat you can make 
any standard threaded 
part or repair any stripped 
thread with speed, low | 
cost and profit. 


Mechanics find G#@Gint 
Screw Plates indispensable for 
all kinds of construction and 
repair work calling for threaded 
parts. 


Modern farms, mills, mines 
and power plants have frequent 





and profitable use for one or 
more GHeGiant Screw Plates. 


SIZES AND STYLES 


You can select from fifty-eight 


different GweGint Screw 
Plates, USS and SAE threads, 


fractional or machine screw 
SIZES. ° 


0 GitteGiant Screw Plates 

are sold by leading hard- 
ware dealers and mill 
supply houses in every com- 
munity. They are also com- 
pletely described in @PD 
Catalog No. 49 and supplemen- 
tary literature which we will 
gladly mail to interested per- 
sons upon request. 





























: SS SSS SSS SSS SS SSS SS SSS SSS eee i 
i 
e ® 
J é 
. . # 
GT D Publications for 1 
{ ‘ 1 
tool buyers. ' 
g ‘Gentlemen: i 
' You may send me without obligation (Check & 
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1] Catalog No. 49 listing 20,000 small tools. i 
GREENE] ELD “TAP AND DIE § © The Profit Angle of Small Tool Buying. 4 
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Here’s the ad featuring ae 
Padlocks — on a much 

scale than actual size — which will 
appear in the Sept. 3rd issue of 
the Saturday Evening Post. 


Watch for this advertising regularly! 
Tie-up with it by featuring the Master. 











PADLOCKS 


Built ike 





A ‘Bank 
Vault 







~and Still locked] 


We've put new strength in pad- 
locks — put it into the case where 
strength belongs but is seldom found. 
Fifty crushing blows with a heavy 
hammer on its patented case, with 
padiock resting on an anvil, fails to 
open a Master. This, and other 
startling tests are so conclusive that 
in only three years Master Pad- 
locks are featured and recommend- 
ed by dealers everywhere and sales 
have run into the millions. 

The secret is laminated construction. 
Twenty cold rolled steel plates are 
compressed and riveted under 50 tons 
pressure into practically a solid block 
of steel. Rust-proofed by the new Cad- 
mium-Electro Process — a silver-like 
finish, the most rust-! resisting known, 

CaS 

Masten Lock CO., Milwaukee, Wis., U.S.A. 


No. 300—Illustrated above, Case hard- 
ened shackle resists file or fi 

saw. <a $1.25. Sli ainiy 

higher in West & Canada, 








PADLOCK 





Reaching About 
| cen Million 


Consumers/ 


oe /| 





More Sales for you! hs 
eon. Y 
THE MASTER LOCK CO. has LAMINATED 
launched an intensive, Nation wide, 


consumer advertising campaign through 
the Saturday Evening Post and other 
publications. 


Every Month millions will see Master 
Laminated Padlocks! 


You'll sell more than you ever sold before! 
You'll sell: them quicker — easier if you 
combine your selling with this powerful 
advertising and feature Master Laminated 


Padlocks! 


The fast selling No. 300 Master Padlock 
will be featured in the Sept. 3rd issue 
of the Saturday Evening Post. 


Increase your profits by ordering 
your supply now! 


No. 300 has case hard shackle, top and bottom 
plates, three embossed corrugated keys — 75 key 
changes. Retails fast at $1.25. Dealers price only 
$9.67 per dozen. 


No. 30 Board is 3 ply veneer beautifully finished 
in mahogany with 6 No. 300 Padlocks, mounted 
—most convenient shape—hangs any place — no 
charge for board. Dealers price only $4.84. 





Order from your jobber 
— he HAS them for you. 


MASTER LOCK COMPANY 


MILWAUKEE oe WISCONSIN 
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WORTH WHILE 





the PEERLESS No.600 Plier 
cuts LAOOOLb.Guy Wire 


A SUPER PLIER 





The Pexto Peerless No. 600 Plier is a tool ont sey Nine N 
for the real mechanic. It is made to stand Side cuttin 
the hardest use and do the toughest job. Lap joint 


Beveled head 


As fine a Plier as -~ be made. —— Special Analysis 
larly adapted to the lineman who requires Ste el 


a plier of unusual merit. 


A trial would be convincing. Order an 
assortment consisting of two No. 600— 
8 inch Pliers and one display card. The 
three-color card is included without extra 
charge. It makes an attractive counter or 
window display. 


Write for Catalog No. 26T. 


The Peck, Stow & Wilcox Co. 
Southington, Conn., U. S. A. 








ey 
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Sell the Strongest Pipe Wrench Made 


ARMSTRONG 


ALL-STEEL 


PIPE WRENCH 


Recognized Quality Is 
Your Best Guarantee! 











Get this 
Sales-Making 
Counter Display! 


This attractive Counter Display Seller will 
catch the eye of every possible pipe wrench 
buyer and instantly show the many advan- 
tages of the ARMSTRONG All-Steel Pipe Wrench. Makes 
buyers out of curiosity seekers. Furnished free to you. Write 
for our hardware dealers’ proposition. 











Points of Advantage 
Skilled Mechanics and Home Workmen _ |. =. % “F:sme” or nut Housing. 


2. Nut is retained securely in 


Alike All Prefer a Pipe Wrench place with Jaw removed. 


' 3. pn | Pp ry lugs rein- 
orce y recess nut. 
That Lasts! 4. Ball and Socket Nut with 


extra large bearing Socket. 


Sell your customers a pipe wrench that will stand up under the I ey 
hardest conditions and make real satisfied customers. Users of the ©. Handle te wien a polet 
ARMSTRONG All Steel Pipe Wrench are quick to tell others of of greatest strain. 
its exceptional qualities—good will advertising on which you can +e ae 
reap benefits. Make more and better profits by handling the 8. It is self-cleaning, cannot 


Line of Recognized Quality—the Line that is backed by over a te 


thirty-four years of fine tool making. 9. Replaceable lower jaw. 











~ 


Write for your free copy of Catalog P-10, which shows the complete line of 
ARMSTRONG BROS. Pipe Tools, Stocks and Dies, Pipe Cutters, Pipe Vises and 
Chain Tongs—with sizes, prices, full descriptions, etc. 


ARMSTRONG BROS. TOOL CO. 


314.N. Francisco Ave. Chicago, U.S. A. 
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Cam action of bolt draws 
the warped door tight. 


Closes Warped Doors / 


For tall doors—small doors -— 
warped doors-— doors that open in 
— doors that open out.... 

The Stanley Garage Bolt No. 
Pelowe B71 i mel a-ha cel-me ce) ode lalemelelacelan 
Tabcem s)F-let-me-lale Mi lele) am cal-eam al Cimelal= 
operation. 





Selling points of the Stanley Garage Bolt No. 1053 


1. Excellent for doors in garages, warehouses and 
industrial buildings. 

Draws door into place and locks it with one motion. 

3. Can be used on doors opening in or out, with con- 
crete or wood floors. 

4. Made in standard size for doors 8’ high with 
vertical adjustment of 3” either way in 75” 
intervals. Made with §” rods. 

5. Can be furnished for doors of any height if desired. 

6. Supplied in sherardized (non-rusting) finish when 
requested. 

7. Packed one in a box with top and bottom strike 
plates for doors opening in or out. Packed with 


screws. 
THE STANLEY WORKS, NEW BRITAIN, CONN. 


New York Chicago San Francisco Los Angeles Seattle 














Stanley Garage Door Bolt 














No. 1053 
[STANLEY ] etd ert sage 
ee is locked. 
(: W) the door is 
a 





STANLEY HARDWARE 


MADE OF STANLEY STEEL 
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DEXTE Re ueceric washer 


A Distinguished Leader of a Complete Line 


Ay siz itcoants demonstration of Dexter Double Tub in the home quickly clinches the 








sale. It doesn’t take the housewife long to see that it washes twice as fast as any single tub 
machine—gets the clothes cleaner, quicker and with less work—eliminates soaking, boiling 
or hand rubbing. Dexter Double Tub actually does an average family washing in an hour. 
You are sure to greatly increase your washer sales and profits with the complete Dexter line — 
with Dexter’s forceful advertising and selling cooperation. The big Spring season is just ahead. Now 
is the best time to get all the facts about the Dexter franchise. It is certainly the shortest route to 
quick, sure washer profits. Write or wire us at once please—while the subject is before you. 
DISTRIBUTED FROM 


Rochester Peoria Omaha Los Angeles 
Harrisburg Madison St. Louis San Francisco 
Columbns Minneapolis Kansas City Spokane 


THE DEXTER COMPANY - Fairfield, Iowa 
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Quicker Sales — Better Saws 
and More Profit to You 


Customer satisfaction means 
more saw sales to you. This 
is strongly shown by the de- 
mand, steadily increasing, for 
Simonds Crescent-Ground 
Cross-Cut Saws. These Saws 
‘are the best selling Cross- 
Cuts, because they have for 
years proved up to require- 
ments for better saws that . 


ee hold their edge longer and 


cut faster without binding in 
Tae, fly 

guaranteed by the makers. 
Your next order should call for Simonds Cross-Cut Saws— > 
not only because they are more satisfactory to use, but also | 


because they are more satisfactory to sell. Our selling 
proposition and dealers’ discounts will interest you. 





Ask your Jobber about it. 


Simonds Saw and Steel Company 


Hardware Dept. Fitchburg, Mass. 


Crescent- 
Ground 


CROSS-CUT SAWS 
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More Business from Electricians— 





By Stocking Up With 














No. 109B Drill 














How much of the electri- 
cians’ business do you get? 
—is one question. 


How much can you get P— 
is still another. 


You know how often un- 
expected needs arise dur- 
ing electrical jobs. And 
you know how often the 
electrician must quickly 
make his purchases. 


There is no reason why you 
can’t get the business as 
well as the next fellow. 


it all depends upon how 
well he knows you. Let 
him know that you can be 
depended upon for all his 
necessities and nine times 
out of ten you will get his 
trade. 

















Our No. 109B Bit Stock 
Drill is the kind of drill 
that stays friends with elec- 
tricians. 


It has behind it over 46 
years of manufacturing ex- 
perience. It has durability 
and strength. It will give a 
service long and efficient. 


It will not be injured by 
plaster, metal lath, and 
fireproofing. 


It is a drill that is creating 
a consistent demand on 
quality—and quality alone. 


ORDER NOW 

















THE STANDARD TOOL (0. 


New York: 94 Reade St. 


CLEVELAND 
Chicago: 552 W. Washington Blvd. 


Fredk. Pollard & Co., Ltd., London and Leicester, England Paris, France—Burton Fils 
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The Pipe makes 
a few remarks 


to TRIMO: 


The Dealer 
puts in a word: 











TRIMO 


“Hello, grandpa, are you still 
around? You ought to leave us 
hard-boiled pipes alone and go on 
a milk toast diet. Those old teeth 
of yours won’t make me budge.” 


“Don’t make me laugh, sonny. 
I may be old, but my teeth are 
new. I guess you haven’t heard 
that TRIMO teeth are replace- 
able. Ill prove it to you.” 


“Nobody ever heard of a TRIMO’s 
dying of old age. Replaceable 
jaws are the answer. And the 
boys who know tools usually 
specify TRIMO when they want 
a Pipe Wrench with good teeth.” 










MEMO: 

When a man asks for a 
pipe wrench, 

he means a TRIMO 


TRIMONT MANUFACTURING COMPANY 
ROXBURY (BOSTON), MASS. 
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He says, 
Science to keep me 


require.” 








Mr. LaVoy making a 
conan piorea conan 


he ad- 


vertising i lacdiears 
manufacturers in Popular 


in- 


on the special tools 
and wneotiale tl that I 















—and here’s the reason! 


All hardware dealers are interested 
in profits. 


This house produced a lot of extra 
profits by making. additional sales 
of tools, hardware and paint, for a 
hardware dealer—and thereby 
hangs a tale. 


Mr. LaVoy, who built the house, 
is not a carpenter by trade—nor is 
he a mechanic. He is a typical 
reader of Popular Science. Like 
most readers of this interesting 
magazine, he is stimulated to build 
things which require tools from 
his hardware dealer. 


“1 buile this gh with magic and inspiration,”’ 
says Mr. 
and the ieabtenion nad Populur Science.” 


ere’s a House 


that’s Food for Thought 
for Hardware Dealers 


The magic of good tools 


First, Mr. LaVoy did repairing about 
his apartment; next he made furni- 
ture; finally he built the attractive 
little home shown above. Now he 
has a collection of tools larger than 
many a carpenter and is looking 
for something bigger to. use them 
on that will require further hard- 
ware supplies. 


y vy yy 


Mr. Hardware Dealer, this is an 
example of how the reading of 
Popular Science increases retailers’ 
profits. Readers are interested in 


the 22 pages of the “Home Work-’ 


shop” section, in the “Shipshape 
Home”, “Better Shop Methods” 
sections, etc. They live all around 





Mr. LaVoy working from 
Popular Science blueprints. 
More than 115,000 blueprints 
have been sold to readers of 
Popular Scienceand_ every 
blueprint creates profits for 
the hardware trade. 



















every hardware 
storein the land. 


Those who live 
i our neigh- ofSepr issue, writeon 
-— d lik your business letterhead to 
borhood, like Popular Science Monthly, 
242 ‘ourt venue, 
Mr. LaVoy, after Now York Chan 
reading the in- 
structive articles, are influenced to 
buy increasing quantities of hard- 
ware supplies at your store and 
greatly enlarge your profits. 


FREE to 
Hardware Dealers 
For a complimentary copy 


Thus, Popular Science, constantly 
is making more business for manu- 
facturers, jobbers and retailers. It is 
not surprising that leading hard- 
ware manufacturers advertise ex- 
tensively in this Monthly. 


Let us send you a copy. 


An investigation shows that the average purchase of household tools is $1.00 per famtly per year, and 
that the expenditure of the average reader of Popular Science Monthly for this purpose is $32.00 per year. 


Manufacturers Who are Giving You Sales Aid by Advertising Their Products in POPULAR SCIENCE MONTHLY 


David Maydole HammerCo. . . . Norwich, N.Y. 
Clemson Bros., Inc. . ++ «+. Middletown, N.Y. 
The Shaler Company....... Waupun, Wis. 
Smooth-On Mfg. Co. ...... Jersey City, N. J. 
Silver Lake Company .... Newtonville, Mass. 
The Stanley Works . .... New Britain, Conn. 
Fayette R. Plumb, Inc. .... . Philadelphia, Pa. 
North Bros. Mfg. Co... . .. Philadelphia, Pa. 
Yale & Towne Mfg. Co... . . Stamford, Conn. 
Brown & Sharpe Mfg. Co. . . Providence, R. I. 
H. Gerstner & Sons ........ Dayton, Ohio 
Goodell Pratt Co......... Greenfield, Mass. 
E. C. Atkins & Co., Inc. . . . Indianapolis, Ind. 


Boston Varnish Co, (KYANIZE). - Boston, Mass. 
W.B. & J. E. Boice. . ....... Toledo, Ohio 
Electro Magnetic Tool Co. .. . .~ ~. Cicero, Ill. 
Twinplex Sales Co. ......... St. Louis, Mo. 
Estwing Mfg. Co... ........+ + Rockford, Ill. 
Detroit White Lead Works. . . . Detroit, Mich. 
Parks Ball Bearing Machine Co., Cincinnati, Ohio 
South Bend Lathe Works. . . South Bend, Ind. 
Chisel-Edge Claw Hammer Co. . Hoboken, N.J. 
L. S. Starrett Company .....- -« Athol, Mass. 
New Jersey Wire Cloth Tsien Foam N. J. 
Addison Leslie Co., Plastic Wood, Canton, Mass. 
Rutland Fire Clay Co., Patching Plaster and 
No-tar-in Roof Coating ...... Rutland, Vt. 


U. S. Gypsum Co. .... + «++ Chicago, Illinois 
Waco Tool Works. . .... «.« Chicago, Illinois 
Nicholson File Company. . . . Providence, R. I. 
Sargent & Company..... New Haven, Conn. 
Peck, Stow & Wilcox Co., Southington, Conn. 
Millers Falls Company .... Millers Falls, Mass. 
The Carborundum Co. . . . Niagara Falls, N. Y. 
Simonds Saw & Steel Co... . Fitchburg, Mass, 
Prentiss Vise Company ..... New York, N.Y. 
Chicago Solder Company ..... - Chicago, Ill. 
Trimont Mfg. Company .... . Roxbury, Mass. 
H. K. Poster, Ince ccc cc ccc ce Everett, Mass. 
Remington Arms Co., Inc. . . . New York,N.Y. 


Every tool product advertised in Poputar Science is guaranteed after test 
and approval by the Poputar Science Institute of Standards. 


Popular 


cience. 


MONTHLY 
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Again, Wheeling Hardened Steel Cut Nails 
emphasize their superiority for hardwood 
flooring application. This unretouched photo- 
graph shows Wheeling Cut Nails driven 
through heavy cold metal plate without 
bending. 


Say to Your Trade: 
“You Can Drive Them Home 


Every Time!” 


Wheeling Hardened Steel Cut Flooring Nails have 
made good with the carpenter because the carpenter 
makes good with nails that go straight to their 
mark and hold—nails that can stand the hard 
blows without bending; no waste, no delays. 

“From Mine to Market,” Wheeling Cut Nails 
are the product of one organization which is in 
complete control of the quality at every stage of 
manufacture. There are styles and sizes for every 
purpose. , 

Your jobber will supply them,—also Bright Wire 
Nails, Cement Coated and Galvanized Wire Nails. 


WHEELING STEEL CORPORATION, WHEELING, W. VA. 


WHEELING 
CUT NAILS 
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A Whale of a Market 
Awaits This New 










INTERIOR—TUBULAR 


LATCH 


With 
LOCKING 
ROSETTE 


As the result of our recent announcement of this wonderfully advantageous 
locking latch in the American Builder Magazine, builders from all parts 
of the country have written to us expressing a keen interest and desire to 
inspect it. 

It’s an ideal latch for bathroom, bedroom or any other interior door with 
a host of advantages that are bound to win the builder’s favor instantly. 
Saves 4/5 of Installation Costs 

Just one unit to install, requiring no mortising. Just bore two holes, slip in the parts 
and the job is done perfectly at 1/5 the ordinary installation cost. 

Locking Rosette Offers Perfect Security and Convenience 


Just a finger touch and the slide locks the door securely. There are no keys to lose. 
Trouble Proof 


Like all Dexter tubular latches, this latch is simple in construction, positive in action 
and trouble proof. Working parts are practically indestructible. 


Beautifully Harmonious 


Procurable in any finish of brass, with plain glass, cut glass or brass shied in any 
combination, these latches will grace any interior. 


Advantageously Priced 


Put this item in stock at once and capitalize to the full extent on the unprecedented 


sales it is sure to enjoy. ac abla chien 
NATIONAL BRASS COMPANY : 
1611-19 Madison Ave. Grand Rapids, Mich. 


No. 9034 Below 


No. 9036 No. 9030 





H 


— SS 
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No. 940 
Assortment 


Consists of 14 padlocks 
on a Swinging Steel 
Panel. The padlocks 
range in size from 144 
to 2\% inches. All have 
cast brass cases and 
nickel plated steel 
shackles. A good as- 
sortment from which to 
serve the needs of the 
automobilist. 














MILLER 
Padlock Assortments 
for Easy Display 


Miller has designed display stands 





i 


| 
\ 


maximum display in minimum space. 


Your advantage! 


Easy for the customer to see—easy to keep bright 
and snappy—and almost self-service. 








No. 664 
Assortment 


Consists of 12 padlocks 
on a Metal Display 
Stand with easel back. 
The padlocks range in 
size from 1 5-8 to 2 1-8 
inches. Some have 
black enameled cases 
and others have brass 
plated. All numbers 
have ornamental brass 
escutcheon plates. A 
good display of popular 
priced padlocks. 


Here is the ideal way to sell 
—letthe customer buy through 
the eye—let him choose the 
lock he wants — handle it— try 
it—get sold on it. 


Miller makes these stands for 
quick sales—and supplies re-fill 
assortments when they are all or 
partly empty. Send for details. 


Miller Lock Works 
of 
The Yale & Towne Mfg. Co. 
Frankford, Philadelphia, Pa. 











to obtain the 





No. 660 
Assortment 


Consists of 12 padlocks 
on a Metal Display 
Stand with easel back. 
The padlocks range in 
size from 1 5-16 to 1 5-8 
inches. Some have 
black enameled cases 
and others are brass 
plated. A good assort- 
ment of inexpensive 
padlocks. 
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“My men can apply 
three Sargent door closers to 
one of other makes” 


YOUR own customers will be as 
enthusiastic about Sargent door 
closers as the carpenter was who 
made the statement quoted above. 
Because of the clear diagram packed 
with each Sargent closer it is up and 
working in a third of the usual time. 

In equipping the many doors df an 
office or public building, time itself 
would be a very important item. But 
where only one door closer is being 
applied the important thing is not 
so much that the diagram saves time, 
but that it eliminates all necessity 
for experimenting and every possi- 
bility of mistake. Following the 
diagram, the Sargent closer must 
work just as it should—right from 
the start. 


SARGENT & COMPANY, 


Easy installation is something to 
be able to talk about, as you know if 
you’ve ever tried to apply some 
door closers. But it is not the only 
Sargent selling point. There’s the 
rugged, expertly constructed mecha- 
nism that has operated doors in all 
kinds of buildings smoothly, quickly, 
quietly year after year. Sargent 
closers are as mechanically perfect 
as it is possible to make them. They 
may be applied to either right or 
left hand doors without changing 
any of the parts. They are guaran- 
teed. Feature them together with 
the small “520” which is increasingly 
bought for the light doors of homes. 
There’s profit in the Sargent line 
of door closers. Write for details. 


nf 
Hardware Manufacturers 


NEW HAVEN, CONN. 


New York: 92-98 Centre Street 


Chicago: 150 N. Wacker Drive 
(At Randolph) 


SARGENT HARDWARE IS PRICED AND PACKED BY THE DECIMAL SYSTEM 
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Aocks & Hardware 
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GRAY Flexible ENAMEL 
GAS FLUE FITTINGS 


ERE, for the first time, is a line of 

durable, inexpensive Gray Flexible 
Enamel Flue Fittings to harmonize with 
your gray enamel ranges. 


And these handsome Gray Enamel fittings 
will not discolor in use. The enamel will 
not chip or crack or peel—not even when 
fittings are cut with tin snips or “ovaled.” 
For months, in a number of kitchens—as 
well as in the laboratory of a well-known 
engineer—Howes Gray Flexible Enamel 
Flue Fittings have been proving the truth 
of every claim we make for them. 


Now they are ready to help you make 


more money on your Range Department. 
You'll find them ready sellers, because 
they meet the particular woman’s demand 
for fittings that will increase the attractive- 
ness of her gray enamel range—and help 
to keep her kitchen walls clean. You can 
sell them at a moderate price, and make a 
good profit on each sale. And the quality 
of this wonderful new Flexible Enamel 
insures the customer’s lasting satisfaction. 


Be the first in your town to offer Howes 
handsome new Gray Flexible Enamel Flue 
Fittings. Write us—NOW—for illus 
trated price list and sample. 


Manufactured by 


THE S. M. HOWES CO. 


OFFICE & FACTORY 505 MEDFORD ST. 


CHARLESTOWN DISTRICT, BOSTON, MASS. 


Limited territory open for high-grade commission men 


SSS NRSSSNSSNASSNLLNL LSA NNN 
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<i 69% More Sales! 


HE Pierce Hardware Company’s ex- body knows Ruberoid! It is a brand that 
perience in selling Ruberoid Coatings makes friends and keeps them —repeat 
is typical of the success of many pro- _ business is assured. 
gressive hardware dealers. Let us help you increase your roof 
They have cashed in on the quality of coating sales. Write us for the dealer 
Ruberoid Products — which needs no profit plan behind Ruberoid Roof Coat- 
introduction to the buying public. Every-  ings—or use the coupon below. 


The RUBEROID Co. ~ 


Chicago New York Boston 
In Canada: RUBEROID (division of Building Products, Ltd.) Montreal 


The RUBEROID Co., Hdware Age 
95 Madison Avenue, New York City. 
eet Pe Gentlemen: Please send your dealer profit plan be- 
hind Ruberoid Roof Coatings, also descriptive litera- 
ture regarding the Ruberoid Products checked below: 
OC Ruberoid Roof Coatings © Black O Red 0 Green 


ROOF COATINGS = 


0) Ruberoid Liquid Fibre-cement O Black () Maroon 
0 Ruberoid Utility Paint 


Name 
cAddress 
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Sell More at BetterProfits 
‘from this B — 





























This is your ever- 
ready show case of the 
Guaranteed Myers Line 
of staple every-day sell- 
ers at liberal, known 
profits. It fully covers 
all your customers’ re- 
quirements in: Pumps 
for every purpose, Water 
Systems, Hay Tools, 
Door Hangers, Store 
















and the sale is made. 
You and your staff are 


never in donbt about 





how much you will make 
a on the sale of a Myers 
ie product. Our harmon- 
ized price list shows al- 
most at a glance the un- 


aan: re 
over—just say “Myers” 


usual difference between 





Ladders, etc. 


Profitable merchandis- 
ing practice suggests that you carry 
in stock as impressive an assortment 
as your capacity will accommodate. 
Sell the rest direct from the book. 
Myers quality is recognized the world 





Hay and 
Barnand 


Garage D 
Store 


WATERS SYSTEMS-TAT HAY 
GARAGE 





PUMPS-WATER SYSTEMS -HAY TOOLS -DOOR HANGERS 


Pumps for Every Purpose 
Hand and Power Water 
Grain Unloading Tools 


and Accessories 
THE FF, me FE. MYERS & BRO,¢o. ASHLAND, OHIO. 


‘Years of MYERS "HONOR-BILT PUMPS for Every Purpose, 
GRAIN UNLOADING TOOLS ~ BARN, FACTORY and 
E DOOR HANGERS: STORE LADDERS, Etc. 






what you pay and what 

you get, our discount 
always being such as to 

you a satisfactory margin of 
If you have not already re- 





afford 
profit. 





ceived your copy of this the new 





Myers complete Catalog, write us 








immediately for it. 












ystems 





oor Hangers 
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W. C. KEeLLy “PERFECT” 


DITCH-BANK BLADE 


A fast cutting tool for Under-brush and Weeds 
For clearing Ditch banks and Railroad Right-of-way; trimming Trees, cutting 
Hedges, etc. 





_ Full polished, surface etched 
No. 35—314 lb. blade. Length of blade 21 in. Cutting edge 19 in. Length over all 70 in. 
Weight, handled, approx. 414 Ibs. 
Packed 1 doz. in a crate; weight, approx. 70 lbs. 








W. C. KELLY “PERFECT” LONG HANDLED GRASS HOOK 





Scythe Pattern, 12 inch ribbed blade; 44 inch handle. Blade bolted to goose-neck, 
malleable shank, at proper angle for EASY CUTTING from NATURAL UPRIGHT 


POSITION. Blade polished, blue enamel finish. Packed one doz. in a fibre shipping 
container. Shipping weight, about 26 lbs. 


KELLY AXE & TOOL CO. CHARLESTON, W. VA., U. S. A. 














HARDWARE AGE for SEPTEMBER I, 1927 














Sell More at BetterProfits 
‘from —— 











This is your  ever- 
ready show case of the 
Guaranteed Myers Line 
of staple every-day sell- 
ers at liberal, known 
profits. It fully covers 
all your customers’ re- 
quirements in: Pumps 
for every purpose, Water 
Systems, Hay Tools, 
Door Hangers, Store 


Ladders, etc. 








over—just say “Myers” 
and the sale is made. 


You and your staff are 
never in donbt about 
how much you will make 
on the sale of a Myers 
product. Our harmon- 
ized price list shows al- 
most at a glance the un- 
usual difference between 
what you pay and what 
you get, our discount 














Profitable merchandis- always being such as to 
ing practice suggests that you carry afford you a satisfactory margin of 
in stock as impressive an assortment profit. If you have not already re- 


as your capacity will accommodate. 


ceived your copy of this the new 


Sell the rest direct from the book. Myers complete Catalog, write us 


Myers quality is recognized the world 


immediately for it. 








PUMPS-WATER SYSTEMS -HAY TOOLS DOOR nei 


Pumps for Every Purpose 


Hand and Power Water Systems 
Hay — — Unloading Tools 


Barnand 


Garage Door Hangers 


Store Ladders and Accessories 
THE |, mnt FE. MYERS & E BIRO,¢co. ASHLAND, OHIO. 





ears of MYERS HONOR: OR-BILT’PUMPS for Every 


Manufacturers for pein sf Purpose, 
WATER sit GRAIN UNLOADING TOOLS ~ BARN,FACTORY and 


DOOR HANGERS- STORE LADDERS, Etc. 
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W. C. KELLY “PERFECT” 


DITCH-BANK_ BLADE 


A fast cutting tool for Under-brush and Weeds 
For clearing Ditch banks and Railroad Right-of-way; trimming Trees, cutting 


Hedges, etc. 





Full polished, surface etched 
No. 35—3% lb. blade. Length of blade 21 in. Cutting edge 19 in. Length over all 70 in. 
Weight, handled, approx. 414 lbs. 
Packed 1 doz. in a crate; weight, approx. 70 lbs. 








W. C. KELLY “PERFECT” LONG HANDLED GRASS HOOK 





~ 


Scythe Pattern, 12 inch ribbed blade; 44 inch handle. Blade bolted to goose-neck, 
malleable shank, at proper angle for EASY CUTTING from NATURAL UPRIGHT 
POSITION. Blade polished, blue enamel finish. Packed one doz. in a fibre shipping 
container. Shipping weight, about 26 lbs. 


KELLY AXE & TOOL CO. CHARLESTON, W. VA., U. S. A. 
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Flawless, special analysis steel han- 
dles—wrapped with cork to give a 
comfortable glove-like grip — fitted 
with the finest forged tools—that’s 
CORKSTEEL—the first handle im- 
provement in the history of the in- 
dustry! 
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Dealers and Distributors everywhere have “explored” 
CORKSTEEL farm and garden tools. They have 
discovered even more than the tough, unyielding dura- 
bility of the tools, the quality of the cork-covered steel 
handle—they have discovered a source of quicker sales 
and better profits! 


Before this great discovery dealers spent a lot of 
time selling forks, hoes and rakes, due to the several 
grades of handles offered. Customers looked over the 
stock carefully trying to find a nearly perfect handle 
—one that would stand the gaff of hard work. 


CORKSTEEL Tools save selling time! Pick and 
choose all day and you'll find every one of them the 
same—perfect, first-grade tools. No seconds, thirds or 
fourths—but all the best! Every CORKSTEEL tool 
will give outstanding service in the work for which it 
was intended. They are stronger—last longer—but 
cost no more than good wood-handled tools. 


Do a little “exploring” for yourself! Discover the 
profit possibilities to be found in CORKSTEEL forks, 
hooks, rakes and hoes. 


THE CONNORS HOE & TOOL CO. 
Columbus, Ohio 
We Stand Squarely Back of Every Tool We Manufacture 
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Prices for the 1928 season, dated July 15, are now in the hands 
of our Distributors—also special terms for prepayment on orders 


received before October 1, to be shipped on or before December 1. 


If your Jobber is not prepared to quote, write us and we will 
advise you who will—supplying you at the same time with a 


copy of our latest catalog. 


PENNSYLVANIA LAWN MOWER WORKS 
1615-35 North 23rd Street Philadelphia, Pa. 
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Always Made From Open Hearth Steel 
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The long service that poultry owners get from 
WICKWIRE BROTHERS Poultry Netting is due 
largely to the materials used in making it. 


eeeee 


In all of our Poultry Netting, as well as all of our 
wire products, we use Open Hearth Steel Exclu- 
sively. This steel is far more rust resisting than 
Bessemer. The good galvanizing adds to this pro- 
tection. 


WICKWIRE BROTHERS 
Hexagon Poultry Netting 


a 


Ly 





oy 
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LookinG INTO 
THE FuTURE 
The wire used in this netting is drawn right here in 
our own mills at Cortland. All processing through 
the Steel Plant, Rod Mill and Wire Mill is done 
under our personal supervision. For more than 50 
years WICKWIRE BROTHERS products have 
been known for their unvarying quality. 


baa: 
NN 


All three styles of Poultry Netting, Hexagon, 
Graduated and “W. W.” are furnished either gal- 
vanized before or galvanized after weaving. 


YN) 


Our Galvanized Poultry Staples are also a quality 


&, 
product. e 
Your Jobber will supply you. Pe 


atl 


% in. 
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CANNON BALL 


Beats ’Em All 


Every pair of Cannon Ball Hangers you sell 
makes a friend for you. They just can’t stick or 
bind. After years of use they run just as easy as 
the day you put them up. 

















“One man” track. 
Easiest to put up. 


Hardest to wear 
out. 








No. 1068 Hanger illustrated here has pressed 


steel ball wheels, enclosed in a round track 

shielded from weather. The slot is at the very CANNON 
bottom of the track so that condensed moisture BALL 
runs out and does not mingle with rust, scale HANGERS 


and dirt to freeze and stop the hangers. Adjust- 
able three ways—for thin or thick doors—for 
movement up or down—to or away from 
building. 


have steel 
ball wheels 
that always 
Bear Even 
Wear Even 
Run Even 


no matter how 
the building sags 
or warps. 






They last for 
years and years. 
Work in Cannon 
Ball track 
installed in 
straight runs or 
parallel runs at- 
tached to side 


Actual Size 
wall or ceiting. 


Note the wide 
tread and even 


bearing no matter : 
how track tips or sags Track With 
Ask for 225-page book showing all about Cannon S 
Ball and find out how we help you sell it. torm 
Cover If 
J 
Hunt-Helm-Ferris & Co., Inc. Wanted 
Albany HARVARD San Francisco , 
New York ILLINOIS California ae. - 


Cannon Ball Garage Door Sets embody 
all the good Cannon Ball features. For 
one to six doors—rolling, folding or around 
the corner. Complete sets in boxes—or 
separate parts just as you want them. 





Equipment 
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‘jhe SMITH 
BANNER 


COMPRESSED AIR SPRAYER 


























A Supreme Achievement 


F major importance among the obligations 

that leadership imposes is unceasing effort, 

to the end that leadership be maintained. 

The 1928 Banner Compressed Air Sprayer—the 

newest model of the sprayer that for forty years 

has kept faith with the trade and with the pub- 

lic, whose recognition of honest effort has made 

leadership a fact—is a supreme achievement—a 

e sprayer that is possessed of so many manifest 
and demonstrable points of superiority that it 
All-Steel Mow. =r cannot fail to do its full share in creating and 
e maintaining good wijl for the dealer who recom- 


mends it. 


& 


[MAGINE selling a mower that is un- 

breakable, and always 100% effi- 
cient. That’s what the new F. & N. All- 
Steel Mower is. Built up—not stamped 
out—of solid steel throughout, the 


toughest and hardest known. Besides, 
the new patented principle of driving 
mechanism sets a new standard for easy 
running. 


ROLLER BEARINGS 
THROUGHOUT 


In addition, every bearing is a roller 
bearing. Hyatts in the drive wheels. 
Timkens in the revolving reel—equipped 
with the famous F. & N. Self-Adjusting 
Device. Every part is precision ma- 
chined and fitted as accurately as those Feets ne Mae 
in the finest automobiles. Nothing has Convinclag Than Werds— 
been ? ared to make this the most aaa It will be well worth while for every dealer, who sets a high 


value on the service he is rendering to his trade, to get a 

fect mower ever produced, and free from sample of the Banner now, and check its specifications against 

° ° all sprayers of similar type, before committing himself for his 
mechanical attention. Get all the facts spring stock. 

TANK—Heavy solid brass or galvanized steel, 25 in. high by 

7% in.; double seamed and riveted; double bottom; ca- 


now. ; : 
pacity 4 gallons. 
Order from Your Jobber PUMP—Heavy seamless brass, 2 in. diameter; cast brass pump 


head, carefully machined. 

—or Write Us EARLY Hose Section—2 ft., % in. best grade 5 ply spray hose; 
brass screw connection to tank; coil spring protection; 2 ft. 
brass extension with ang’e end, fitted with automatic cut-off, 
and the well known ‘‘Golden’’ brass non-clog, adjustable nozzie. 


% ; LAWN MOWER CO. SHOULDER STRAP—Heavy, adjustable with snap ends. 


RICHMOND, IND. U. S.A. HANDLE-—-Spade type, malleable. 


Send for illustrated circular. 


D. B. SMITH & COMPANY, Inc. 


Established 1888 


Utica, New York 
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Whether 
artisan or 
apprentice 


he 





knows 
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Sending Them 
to the DEALER 


The dominant note all through the 
Armstrong Advertising is to establish 
Dealer Contact. To get mechanics to 
YOUR store—to influence them to 
“Buy from you instead of us”’—to 
show them that the DEALER can and 
will help them select the right Pipe 
Tools for certain jobs. 


Why not make your store headquarters 
for Genuine Armstrong Pipe Tools? 
“He profits best who sells the best 
tools.” 


Please order from your Jobber. 











uses 
and buys 
them! 





* 
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Sell Starrett Tools ‘Fst keke Maer 





Our Only Addresses 
Main Office and Factory 
BRIDGEPORT, CONN. 


New York Office: 181 Lafayette St 


M¢TRONG’ 


ER,GAS "> STEAM FITTERS’ 
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——pby the keenest 


buying wee Aer in the country 


In buying Tubular and Clinch Rivets these 
three points should be carefully considered: 
1. The metal form from which they are made. This 


is mighty important because of its direct bearing 
on the driving and setting qualities of the rivets. 


. How are they made—that is, are the details of man- 
ufacture such as to ensure the best results? 


. Who makes them? Tubular and Clinch Rivets 
were originated by us. For over fifty years we 
have been making them of metal which we know 
is “right,” and under the most efficient manufac- 
turing conditions. You may be sure, therefore, that 
our prices are based on honest values. 


WHAT TTT 


TUBULAR RIVET & STUD 
cat tree COMPANY 


J. T. MeDEVITT 


age Brew cong he ere BOSTON 


R&S 
O 
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Coldwell Model “L”’ 
Motor Lawn Mower and 
Roller 


A general utility mower. Used with 
unvarying satisfaction on thousands 
of estates, parks, cemeteries, golf 
links, college grounds, etc. Mows and 
rolls simultaneously. One-man with 
Model “‘L” can complete 10 acres 
of mowing a day on one gallon of 
gasoline. 


Coldwell Electric Lawn 
Mower 


The ONLY Electric lawn mower and 
an outstanding success. Easy to run 
as a vacuum cleaner. Therefore, 
saves the time, effort and monotony 
of pushing a hand mower. Cuts a 
21 inch swath—% acre per hour, 
and does a perfect grass-cutting job. 
Plugs in on any electric outlet. 
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Tie up with the leader. 
It pays! 


Profit-wise merchants will insure for 
themselves the volume sales and greater 
prestige that go with leadership by ty- 
ing up with the complete Coldwell 
Dependable line—a style and size of 


mower to fit every requirement. 


Our dealer proposition for 1928 carries 


conviction. Send for it. 





HAND GASOLINE 
HORSE . OLD EL ELECTRIC 
DEPENDABLE LAWN MOWERS 


COLDWELL LAWN MOWER COMPANY, NEWBURGH, N. Y., U.S.A. 
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~( CHICAGO) 
SPRING HINGES 


(A Type for Every Requirement ) 


Architects 


and 


Builders 


Those who want the 
best, when building, 
specify and use Chicago 























“Seeing Is Buying” 


ORRRRURREEES 


Littl 


It is hard for a dealer to buy 
Fly Screen Cloth from a 
photograph or illustration—a 
litle retouching works 
wonders, 





We prefer to send you sam- 
ples cut from regular stock 


—then you can see and judge fi be 2242 “Triplex? Lavatory 
for yourself why SPARGO ie — Spring Hinges. 

orders keep us busy the entire 

year. Dealers who sell these hinges may expect 


satisfied customers and repeat orders. 


SPARGO WIRE CO. Send for Catalogue No. H-42 
Rome N. Y. 


Chicago Spring Hinge Company. 


CHICAGO NEW YORK 
U.S.A. 


























GRAND RAPIDS p * N 
SASH PULLEYS .. O l ] V e r 


Quality and 
Service 


Gw9 


Bolts of All Styles—Nuts— 
Rivets — Washers — Wagon 
Hardware—Pole Line Ma- 
terial—Track Bolts—Track 
Tools—Car Forgings. 


GALVANIZED or PLAIN 


G9 


OLIVER IRON AND STEEL CORP. 
Pittsburgh, Pa. 
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SHARK BRAND CHISELS 


BEAR THIS TRADE MARK 


Trade LY ARR RAF ian Mark 


Manufactured by 
E. A. Berg Manufacturing Co., Ltd. 
ESKILSTUNA, SWEDEN 















SHARK BRAND 
CHISELS are 
sturdy and well 
made and crafts- 
men and lovers 


Butt Bev- of good tools 
eled ways appreciate 
Regular Bev- ba eal 

eled Edge. their q ty 


Socket Chisels. 


Because of their rep- 
utation as dependable 
tools, they sell with little 
effort, which means sure 
profits to you. 


Order from your jobber today, or write. 


We carry a full line of Swedish Made Tools 
and Hardware. 


SCANDINAVIAN WESTERN IMPORTING CO., Ltd. 
107-109 Lafayette St., New York, N. Y. 


Minneapolis, Minn. Seattle, Wash. Montreal, Can. 











Price $1.50 
Complete 





| How’s This 
for a Handy Hack Saw? 


Instead of banging away with a hammer and cold chisel 
in a tight place, drop into the nearest supply house and 
get yourself a 


K CONVERTIBLE 
‘ SAW FRAME 


| 

| . , It’s a complete tool. The 3” 
| blade gets around obstructions, 
and even the 12” blade can 
be used in very narrow space. 
Nickel-plated steel frame takes 
3, 6, 8, 10, 12-inch blades. 
Pressed steel pistol grip handle 
for comfort. If not at your 
supply house, write direct to 














K-D MANUFACTURING Co. 
Lancaster, Pa. 
Export Department: 


Woolworth Building, 
New York City. 
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FORSTNER 
Labor Saving 


AUGER BIT 










Bores Any Arc 
of a Circle 







The Forstner Auger Bit, un- 
like other bits, is guided by its 
circular rim instead of its center, 
consequently it will bore any arc 
a circle, and can be guided in any 
direction regardless of grain or knots, 
leaving a true lished surface. Takes 
&, the place of a chisel, gouge, scroll-saw, or 
lathe tool combined. or core boxes, fine 
eg |) and delicate patterns, veneers, screen work, 
2 scalloping, fancy scroll twist columns, newels, 
y/ cibbon molding and mortising. 

























Send for Catalogue. 


The PROGRESSIVE MFG. CO. 


TORRINGTON, CONN. 















Does the word PROGRESS— 


mean more 
business— 
more profits— 






to you? 





The new improved Okeh Tape spells progress 
with its welded leatherite covered steel case, 
friction brake controlled drum and famous end 
fastener of proven value. 


This article has a buying appeal a tape user 
can seldom resist, and opens a new field for sales 
where a tape was formerly a nuisance. 


Send for prices and particulars of sales plan. 


KEUFFEL & ESSER CO. 


WEW YORK, 127 Fulton Street General Office and Factories, HOBOKEN, N. 8, 
CHICAGO ST. Louis SAN FRANCISCO MONTREAL 
86-20 S. Dearborn St. 817 Locust St. 30-34 Second St 6 Metre Dame % &. 
Drawing Materials, Mathematical and Surveying Instruments, Measuring Tapes 








| 
| 
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First 
On the 
List 












Coes are the first screw wrenches listed in a catalog of 
more than 2,000 pages, issued by one of the largest 
general supply houses in the United States. 


Coes Knife-Handle, Steel-Handle and Key-Model pat- 
terns are carried in all standard sizes by this company 
who handles only first quality merchandise which they 
know to be absolutely reliable and salable. 


Another large, representative general supply house also 


ne Worcester 


ita 
BuyelS 
(atalo 





Selling Agents 





lists Coes Screw Wrenches first in a catalog of over 
1,000 pages and pays a high tribute to Coes quality. 
They carry large stocks of all patterns in the standard 
sizes. ; 


If Coes Wrenches are profitable for the leaders to sell 
—they are sure to be profitable for you. 


All leading jobbers carry the Coes. 


COES WRENCH COMPANY 


“In Business Since 1841” 


Mass. 
jJ. C. McCarty & Co......... 253 Broadway, New York 
John H. Graham & Co. .113 Chambers Street, New York 
Fenwick Freres ....... 8 Rue de Rocroy, Paris, France 








Speeial Automatic Screw 
Machine Products 
Steve Bolts 
Tire Belts 
Agricultural Belts 
Sink Bolts 
Banger Bolts 
Machine Screw Nuts 
Steve and Tire Bolt Nuts 
Semi-Finished Nuts 
Castellated Nuts 
$.A.E. Nuts 
Jack Chain 
Plumber’s Chain 
Register Chain 
Safety Chain 
Furnace Chain 
Ladder Chain 
Sash Chain 
Escutcheon Pins 
Speedometers 


CORBIN 





YAVVLV 






















UNIFORM QUALITY and ADEQUATE STOCh 
The CORBIN SCREW CORPORATION 
merican Hardware Corp., Successor 
si ‘NEW BRITAIN, CONN. 
Warchouses—New York, Chicago, Philadelphia 
Western Factory—Dayton, Ohie 


| 
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Yhe GIREEN Line 
Cases equipped with Tools 


The GREEN Line armored tool cases equipped with 
tools from your stock, displayed as a unit, increase tool 
and tool case sales. 











em nrc 















These armored tool cases, built of selected cypress, j 
covered with olive green baked enamel metal, finished 
with brassed hardware, through their attractive color 
scheme, make exceptional Christmas displays. 















Sa fi : 





— 









No. 70-25 Size 8 x 8 x 25—List $6.00 No. 70-25 equipped with saw bracket in lid, ac- 
commodating a 20” saw, with partitioned tray, is ad- 
mirably suited for equipping with various combina- | : 
tions of tools for the Householders’ needs. 


No. 95-32 Suit case type, with brackets for three 
26” saws, level bracket and partitioned tray, mukes an 
ideal case to equip with more elaborate sets. 













oi ont sa 


Attractive envelope stuffers, counter cards, and 
newspaper cuts furnished free. Write for a supply 
and a copy of our illustrated catalog. 
































wots : eS - ice i 
an seceee and arehouse ] 
1550 a GREEN- CASE, Inc. 89-91 Warren St. 
. 95-32 Size 12 x 6% x 32—List $9.50 Racine, Wis New York, N. Y. ] 
nae TET | ' 




















Spri Hinges Garage Door Hardware Fire Door Hardware 
Soestend ‘Canes Rolling Ladders Door Hangers avail themselves of this service. 








Accordion 


DOORS 


The country-wide patronage of experienced architects, 
contractors and hotel owners has put Allith first among 
accordion door hardware. These men know the re- 
quirements of real good accordion door fittings— 
know that doors like these must match, in quick, 
quiet action the speedy, silent service that characterizes 
the country’s finest hotels. Must equal in quality and 
appearance the appointments in the country’s finest 
clubs. Must be as unobtrusive as the head waiter f 
but, in efficiency, on a par with the manager. ‘ 




















We have been told that none but Allith can measure | 
up to demands like these. And to meet these demands ; 
it is imperative that we build the best. No other i 
ry would be good enough to bear the name of $ 























Allith Accordion Door Hardware is built to operate 
os successfully any number of partition doors. As the 
rou om an requirements for each installation are not exactly like 
those of any other, our Engineering Department cheer- 
© . . fully furnishes Ts details and — — 
charge, upon receipt of data covering thickness, width, 
Danville, Illinois height and number of doors to be used. 
Architects, contractors, builders, hotel owners, boards 
of club governors and home owners are invited to 
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The Osborn Brush Holder is made of 

pressed steel, attractively finished in 

white enamel, and includes screws for 
attaching to wall. 
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Free 


To Hardware Dealers 


100 


Osborn Brush Holders 


As long as our supply lasts, we will send, 
postpaid, to every hardware dealer who asks 
for them, one hundred Osborn Brush Holders 
as illustrated at left. 


There is no obligation of any kind attached 
to this offer. You may give them away—or 
sell them—just as you see fit. 


The advantage of giving them away is, of 


course, obvious. To include such a free offer 


_ in your advertising, or display them in your 


window with an appropriate card, will create 
many opportunities for you to sell Osborn 


Brushes to customers who ask for the brush; 


holder. 


If you want them, write us at once. It will 
be a case of “first come, first served” until 
our supply is exhausted. 


ThE OSBORN MANUFACTURING LOMPANY 


5401 Hamilton Avenue Cleveland, Ohio 
Branch Offices: 
New York Detroit Chicago 
San Francisco Los Angeles 


ines 


Know Them by the Blue Handle 
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“The BEST COOKS use 


Aluminum 





CMTRRO 


The Finest Aluminum 











This will win the consumer's. dollar! 


SS > | pene Mirro’s bigoffer to your 


customers :— 


The Mirro spring-form cake pan 


MD and cake decorator as illustrated on | 


gaya gy “he left—complete, $7. The cake pan 

has the split side and separate bot- 
tom preferred by expert cake makers. The 
decorator has eight interchangeable tips for making 
all sorts of attractive designs. 


This unusual $1 value is being advertised mow to 
your customers—in the Ladies’ Home Journal, Good 
Housekeeping, Delineator, and Woman’s Home 
Companion. Now is your chance to sell it. 


We are pricing the set to you so it is well worth 
selling. We provide a fine display poster, tying up 
with the national advertising, to help you sell it. 


Every woman will want one of these sets. Be sure 
to have them on hand whea your customers come 
asking. The coupon below will tell you all about this 
genuine opportunity to make profitable sales. 





MAIL THIS COUPON 





Aluminum Goods Manufacturing Company, Manitowoc, Wis. 


Please send information about prices, terms, packing, etc., on the 
Mirro spring-form cake pan and cake decorator combination special. 


Name..... 
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MORE EVIDENCE OF THE 


POPULARITY OF ATKINS SILVER STEEL SAWS 


CAN YOU AFFORD TO 
OVERLOOK IT? 


— 










An 


Atkins : 
Row Prospective 
Demonstration Customers 
7 : for 
se Your 
Store Store— 
Write 
for 
Complete 
Plan. 


ATKINS 
ALWAYS 
AHEAD! 


T PAYS TO SELL THE FAMOUS 
ATKINS Size SAWS! 


You cannot overlook the fact that tying up with Atkins 
will help you to increase your sales of Saws, Saw Tools and 
Saw Specialties. The success of the Saw Sales of the Nelson 
Hardware Company was made possible by advantages of Atkins 
Sales Plan. It will mean more customers for you! 

There is a good margin of profit selling Atkins Saws—the 
kind with superior quality and broad guarantee. If you are will- 
ing to be convinced, write us TODAY. 

SELL ATKINS SAWS 
and to tad Suter set FOR QUICK PROFITS 
Saws cut, ecomes a 


real source of pleasure and 
profit to sell them and its 


















easy too.”’ 
AOl- 17 
E. C. ATKINS & COMPANY 
ESTABLISHED 1857 The Silver Steel Saw People 
Machine Knife Factory: Home Office and Factory: Canadian Factory: 
Lancaster, N. Y. Indianapolis, Ind. Hamilton, Ont. 
Atlanta Minneapolis Portland 
Chicago Paris, France New Orleans Vancouver, B, C. San Franeisco 


Memphis New York Seattle 
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cannot afford not to tear out of 
his trade papers and out of his 
newspapers clippings of what 
others are doting, ideas which 
can be of possible service to 
him. He should add the ideas 
which come to him from time to 
time, segregating all under ap- 
propriate subject-headings, in 
order to make them more avail- 
able when needed. Oftentimes 
the ideas in the files will them* 
selves not prove just right for 
the occasion, when the latter 
presents itself, but they will sug- 
gest other ideas which will be 
exactly right. 


What They Say About Us: 


Have not received issue of Au- 
gust 18 as yet. Kindly mail same 
to me as I read every page of tt. 

(Signed) John W’. Metzger, 

Ramsey, N. J. 


The writer has been a subscriber 
to Harpware AGE for 27 years and 
would not be without it. Any hard- 
ware dealer who does not subscribe 
is not a real merchant. 

E. E. Schoening, 
+ St. Louis, Mo. 


I do miss the paper and am en- 
closing check for a two-year sub- 
scription. 

(Signed) H. E. Lynch, 

Clarendon, Ark. 








Member of the Associated Business Papers 
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More 


of the Home Builders Dollar fer 
HARDWARE 


Cor YOURSELF 
A BIGGER SLICE 


The new business era doesn’t pin a 
hero medal on the retailer just because 
he got the order. The question asked 
is, how much did he lose to other in- 
dustries. Did the home builder buy 
cheap hardware and expensive plumb- 
ing fixtures? Did he buy half as much 
hardware as he needed and twice as 
much tiling? 

The responsibility for getting a greater 
share of the home builder’s dollar for 
hardware is divided between the manu- 
facturer and the builder’s hardware 
store. 

Long ago McKinney took the lead in 
the manufacturers’ field to give dis- 
tributors better products and better 
merchandising possibilities—products 
that made hardware more important. 
One of the most recent instances is 
McKinney Forged Iron Hardware. 


Tue McKINNEY MER- 
chandising plan that startled the 
whole industry and started a new 
business for retailers. 


The story of this successful plan is 
probably known to every hardware ex- 
ecutive and proprietor who has been 
active in business during the past year. 
The feat is recognized as one of the 
romances of business. How forged 
iron hardware was lifted out of the 
specialty class and made a business for 
hardware stores! How the designs 
were the result of long architectural 
research! How each piece was de- 
signed to fit modern construction! 
How the application problem was 
worked out to a certainty! Here wasa 
major contribution to the work of ob- 
taining more of the home builder’s 
dollar for hardware. 


AutHENTICITY OF DESIGN 


sells this fine hardware to consumers. 


All imitators of genuine McKinney 
Forged Iron have missed this impor- 
tant pointof design. McKinney’s board 


Mc KINNEY FORGED 


ATTRACTS 


of research found the basis of true 
forged iron hardware, and all pieces 
have been produced in strict accord- 
ance with the best tradition. The 
small reproduction shows in miniature 
the Warwick design. This Elizabethan 











motif is the most recent creation pre- 
sented to the trade. Authentic design 
is vitally important. It has an appeal 
to even the untrained eye that makes 
the desire to own the piece irresist- 
ible. The entire plan made it possible 
for McKinney advertising to revive 
general interest in Forged Iron trim. 


Tue COMPLETENESS OF 
the line is a typical McKinney trait. 


Despite the heavy production cost, 
McKinney makes available every 
piece essential to outfitting the entire 
home in each and every design. No 
dealer, handling McKinney products, 
is ever put in the embarrassing posi- 
tion of admitting his inability to obtain 
pieces a trifle unusual. McKinney 
Hinges and kindred products have 
always represented the most complete 
line in their field. Usually when a 
buyer switches to McKinney he finds, 
in addition to all standard items, 
special hinges which are not carried 
by the ordinary manufacturers. 


Arcuitects AND FAMOUS 
decorators applaud the McKinney 
texture and finish. 


Many magazine pages appearing, 


IRON 
28a SEST 


show rooms designed by prominent 
men wherein McKinney Forged Iron 
Hardware has been used throughout. 
The McKinney texture and Relieved 
Iron finish especially have caught the 
eye of connoisseurs. It is often re- 
ferred to as the closest approximation 
of the finish on famous museum pieces. 


SAMPLES ARE WORTH 
their weight in gold and windows 


have a new value. 


To cash in on this most recent oppor- 
tunity which McKinney has made 
possible, representative samples are 
most helpful. The next important step 
is to make it known among your pos- 
sible customers that you are prepared 
to furnish this hardware now very 
much in demand. 


To this end make use of your win- 
dows. A.real. McKinney Forged Iron 
display will bring in more real pros- 
pects than anything else you can put 
in the window. 


Remember that one sale of McKinney 
Forged Iron Hardware is worth two, 
three or four sales of ordinary hard- 
ware. If you have not taken advantage 
of this new opportunity by all means 
write. Just say you want to know 
more about McKinney Forged Iron. 
Address Forge Division, McKinney 
Manufacturing Co., Pittsburgh, Pa. 





An interesting window display by Snyder & 
Robbins of Asbury Park, N.J., which stir- 


red up business 
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By Llew S. Soule 











More Intelligent Selling 











S the average merchant giving too much 

of his time and effort to buying and too 

little to selling and collecting P 

The monthly general letter of the Execu- 
tive Manager, National Association of Credit 
Men, has this to say on the subject: 


“In a careful survey of the problems pertaining to 
the retailing of merchandise, it is not difficult to 
realize that just a little more intelligent attention 
is directed as a-rule to the buying than the selling 
of goods. 

“The retailer may drive a hard bargain in his 
purchases; he may impose severe terms on _ his 
supply houses, and then, to resell the merchandise, 
he will accept unwise credits and indulge in other 
loose methods in order to get his merchandise into 
circulation. This is why we find in some sections 
that collections are slower as a rule than sales. The 
retailer will sit by and see the customers who owe 
him, buy commodities on the installment plan and 
incur other credit obligations that must be taken 
care of in advance of his. This is a real psycho- 
logical situation, which credit managers must take 
notice of and do their best to shape in the right 
direction. 

“Buying goods well is in my opinion not more than 
one-fourth of the real merchandising problem. Sell- 
ing them is about three-fourths, for in the proper 
selling will rest the retailer’s income, from which his 
obligations must be met. We must therefore abso- 
lutely insist that the retailer's skill be more evenly 
divided than at present, between the buying and 
selling ends of his business. Many credit depart- 
ments are languishing over slow collections and re- 
ceiving for their past due accounts. mot checks but 
apologies. This is merely because the debtors have 
not looked to their fences in a wise way, and have 
permitted ythe income of the people owing them, 
to go in directions that should not have first place. 
An orderliness in this problem should be worked 
out, by credit managers cooperating closely with 
their customers and pointing out to them the skill 
and wisdom needed in the wise selling of goods and 
the collection of their accounts.” 


The National Association of Credit Men 
is a well informed organization. It has to be. 
Its proper functioning depends upon always 
having its finger on the pulse of business. 
It recognizes and analyzes business symp- 
toms which are not always evident to the 
merchants themselves. 


This close observer of conditions sees a 
tendency of merchants to concentrate too 
strongly on the buying end of their busi- 
ness. Not that merchants buy too well, but 
that they sell too poorly; that they do not 
give as much intelligent attention to their 
selling as they do to their buying. And yet 
only through proper selling can profits be 
made and obligations met. 


The executive manager’s letter also points 
out another dangerous merchandising ten- 
dency,—that of substituting /oose methods 
for selling, in the effort to move merchan- 
dise. It suggests that many merchants are 
perhaps selling credit rather. than commod- 
ities, and then neglecting to collect when 
payment is due. 


Proper collecting is a part of intelligent 
selling. The time to insure collections is 
when the goods are sold. When the hard- 
ware merchants of this country give to sell- 
ing the attention which its.importance justi- 
fies, and include collections as part of all 
sales campaigns, there will be fewer com- 
plaints as to retail profits. 


The customer who pays your bill has less 
cash to turn over to those competitors of 
yours who sell only for cash. 
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This Store Kept Pace With City’s Growth 


Fort Lauderdale Mercantile Company ex- 
periences hurried growth in Florida 


LAUDERDALE 


Was incorporated as a 


ORT 
village in 1910, on the East Coast of Florida, about 
The population 


350 miles south of Jacksonville. 
at that time, was 143, 
earnest, hard-working, 
pioneers. The year 1910, 
also saw the organization 
of the Fort Lauderdale 
Mercantile Co., destined in 
years to come to be one 
of the most successful 
organizations of its kind 
in that part of the coun- 
try. The company did a 
supply business to local 
farmers, shipping by boat, 
up the canals to the Ever- 
glades and Lake Okee- 
chobee region. 

The organizers of the 
company identified them- 
selves with the commun- 
ity. They kept pace with 
the town in its local im- 
provements and _ because 
they worked with the 
town, they prospered and 
grew as did Fort Lauder- 
dale. Rapid growth and 
hurried modernization 
came to Florida in 1924. 
The owners of the Mer- 
cantile company realized 
that country store methods 
could no longer be used 


if their store was to keep pace with the city and its 


rapid improvements. 


Leland H. Hudson, trained by Frank Mappes and for 


~ 

































six years a Winchester 
store engineer, was en- 
gaged as manager. Mr. 
Hudson was instructed to 
reorganize and rearrange 
the Fort Lauderdale Mer- 
cantile Co. He first made 
a complete survey of the 
business and its status to 
the city. Plans were 
drawn for the rearrange- 
ment and remodeling of 
the store. New wall fix- 
tures were installed where 
needed and the old ones 
remodeled. The open dis- 
play table idea was in- 
augurated. Samples of 
all the small items were 
placed on the paneled 
doors. Mr. Hudson took 
complete- charge of the 
store, training the em- 
ployees, and controlling 


Fort Lauderdale Mercan- 
tile Company’s _ store, 
showing the two horse- 
shoe counters on the 
main floor. Above: The 
company’s large build- 
ing, which at present is 
used exclusively for the 
sale of hardware 
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the buying and selling. 

It was largely due 
to his foresight and 
energy that by the 
summer of 1925 the 
business had grown to 
such extent that the 
building did not 
afford adequate space 
for the proper con- 
ducting of a growing 
business. 

A four-story, rein- 
forced concrete build- 
ing was then erected 
in the rear, but facing 
on another street. It is 
modern in every 
respect and is at present used exclusively for hardware, 
while the original building is used for the sale of 
furniture. 

The retail salesroom:is on the ground floor, entered 
from the street by central doors. It is immediately 
noticeable, upon entering this room, that great care has 
been exercised in arranging and designing. The show 
cases and wall panels were built by the Duluth Show 
Case Co. of Duluth, Minn. 

Two horseshoe counters are at the front of the store. 
The one on the left displaying silverware and fancy 
goods, on the right, displaying cutlery, cameras and fish- 
ing tackle. The wall panels on the left have electrical 
goods in the front section and a large section of paints 
toward the rear. The panels on the right contain tools 
and builders hardware. In the center of the room is 
the manager’s office, adjoining the stairs. Special display 


< 





Three views of the interior of the Fort Lauderdale Mercantile Company’s 
store, showing part of the paint department, the cutlery counter and some 
of the special open displays for household hardware items 





tables, screen wire 
racks and nail bins are 
conveniently located 
in the rear. At the 
back of the room 
a large section 
has been given over 
to marine hardware 
and various kinds of 
bolts and fittings. 

A partition has been 
built across the show 
room, making a rear 
wall for this room, 
with swinging doors 
which lead _ directly 
to a driveway. This 
driveway is in the 
building and separates two large rooms which are directly 
in the rear of the retail show room. In these rooms the 
surplus stock is kept. the heavy hardware is stored in 
bins and all packing and shipping is confined here. 

One interesting feature of this organization’s success 
is the fact that in the year 1926, in a city of 13,000 
people, the total volume of business exceeded $500,000, 
the volume coming from the sale of small items. 

In line with the policy of the officers of the company to 
participate in city affairs, C. D. Kitteredge, president of 
the company, is also a city commissioner and vice-mayor. 
Ihe secretary-treasurer, S. W. Hall, has charge of the 
financing, credit and office work. Leland H. Hudson 
manages and directs the physical operation of the store. 


Mr. Hudson is also a member of the executive commit- 
tee of the Florida Retail Hardware & Implement 
Association. ; 

92 teer ———_____ - + 





THIS PART or BUILDING TWO STORIES 
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Behind the Scenes in the 


Automobile Industry 


By Saunders Norvell 


The Benton-Bailey Co., Inc., of Richmond, Va., 

jobbers of automobile supplies, was formerly in 
the hardware business with The Simmons Hardware Co. 
He was a successful salesman. One day he dropped in 
to see me at 31 Union Square. Then, from time to time, 
he sent me their catalogs and price lists. I was sur- 
prised to note the number of hardware items sold by an 
automobile equipment concern. I noticed that each of 
these items had full and complete selling descriptions— 
a catalog got up to sell goods. 

x x * 


Mi HOWELL M. BAKER, vice-president of 


Then, one day, came a letter from Mr. Baker asking 
if I would not come down to Asheville, N. C., for the 
next meeting of The Southern Automotive Jobbers and 
give them a talk. This meeting was to be at Asheville the 
week of Aug. 17, 1927. For years I have heard of the 
attractions of Asheville—pure mountain air, good water, 
beautiful scenery, excellent hotels and some of the best 
and most sporty golf links in the country. Northern 
people go to Asheville for the winter season. Southern 
people go there on their vacations in the summer time. 

* * * 

I accepted Mr. Baker’s invitation, so one afternoon, 
at the Pennsylvania Station here in New York, with my 
golf clubs, I boarded the through express train to Ashe- 
ville. The forum of a train is always held in the smok- 
ing room of the Pullman car. I therefore adjourned 
there to hear the oratory and to pick up crumbs of in- 
formation. 

* * * 

When I crowded in the discussion was about Florida. 
‘Dr. B. A. Chapman of Jacksonville, Fla., was in Miami 
at the time of the great storm. The roof of his house 
was blown off while he and his family were inside. He 
described the several storms and how pleasant it was to 
have ships blown out of the harbor into one’s front yard. 
When the roof blew off, he and his family huddled in 
one corner of the building. He instructed his family, 
if the walls blew in, to rush out doors, lie down on the 
ground behind a palm tree, wrap their arms around the 
palm and then trust to Providence! Fortunately for 
them the rest of their home stood the strain. Of corse. 
all of their household goods were destroyed by water. 

* * * 

The consensus of opinion of this meeting was that 
while Florida has been hard hit, she will came back. 
Now is the time for anyone wishing bargains in Florida 
real estate to go there and buy. It is strange, however, 
how people will buy at the top of a boom when it is next 
to impossible to persuade them to buy at the depth of a 
depression. 

eo ee 

A jobber from Florida stated that losses from bad 
debts had been pretty heavy. Many retail merchants, after 
the disaster, sold all of their inventory they could, 
packed up and departed in their automobiles for parts 
unknown. 


Dr. Chapman also has an office, and practises, in Ashe- 
ville, N. C. His specialty is obstetrics. He told me how 
our train was running a race with the stork. He hoped 
to arrive in Asheville in time to officiate at the happy 
occasion! Our train arrived on the minute, so I hope 
the good doctor was in time. 

* * * 

Opposite my section was a rather stout lady whose 
baggage, I observed, was covered with pasters of all 
countries between here and India. When we arrived in 
Washington she was trying to see the Capitol from the 
station platform. We fell into conversation. Her accent 
was one of the most peculiar I have ever heard. She 
would use English expressions and speak some words 
with an English accent but, at the same time, she also had 
the unmistakable accent of a Southerner. I was curious 
as to her origin. It finally developed that she was a 
missionary returning from India on a vacation to her 
home town near Asheville after an absence of five years. 

* * * 

As the express train rushed and roared from one State 
into another, she told me a most interesting story of con- 
ditions in India. She stated that Christian missionaries 
were very much handicapped in their work by the fear 
of the natives to confess Christianity. She told of one 
woman convert who had her two children stolen from 
her. Afterward, this woman and one of her children 
were poisoned by her former relatives. The child died, 
but the woman miraculously recovered. She was afraid 
to return to her home village and so she was cut off from 
all of her former associations. 

* * * 

I asked this missionary whether she had read certain 
books on religious subjects. She squelched me by saying 
that she had not; that the Bible was good enough for 
her ; that she never could read enough of it and that she 
devoted all of her spare time to the study of the Bible. 
I recommended as excellent reading “The Life of Jesus” 
by Ernest Renan. She countered by suggesting that I 
read Matthew, Mark, Luke, John, Timothy, Acts and 
Revelations! The dear lady was certainly a Fundamen- 


talist ! 
x * x 


As you approach Asheville the country becomes quite 
mountainous and the railroad, with the train pulled by 
two engines, winds upward through the hills. I was told 
not to miss the geyser at a certain station. The geyser 
was there all right, and the water was thrown up to a 
height of about 25 feet. One of my cynical friends in 
the smoking room suggested that the railroad company 
turned on the geyser every time a train passed and 
turned it off immediately afterward! 

* * * 

The soil of North Carolina is a light red in color. 
The only crop I saw growing was corn. I saw corn- 
stalks in many places that looked 15 feet high. At the 
hotel we had corn-on-the-cob, and I speak feelingly and 
appreciatively of the quality of North Carolina corn. 
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From the station I was driven about two miles in an 
open automobile to the Kenilworth Inn. This inn is 
high up on one of the small mountains and, standing in 
front as far as one can see, are the ridges of the Blue 
Mountains. It is a very beautiful location. 

* cs * 


As I gazed from the train windows I was particularly 
struck by the splendid concrete roads of North Carolina. 
Happening to speak of these roads I was told that North 
Carolina has possibly the best system of concrete high- 
ways in the South. It seems that a Mr. Page, a North 
Carolinian, a brother of Walter Page, who was our war 
ambassador to England, became interested in the roads 
of North Carolina. The legislature first made an ap 
propriation of fifty million dollars. This, so I was in- 
formed, was spent entirely under the direction of Mr. 
Page. In connection with the Highway Commission he 
not only planned the roads but he afterward watched 
their construction, checked up on the materials used, 
insisted upon their being built according to specifications, 
etc. He did all of this work as a public service, without 
one cent of compensation for himself. Afterward, when 
further appropriations were made for road building, he 
was given a salary of $5,000 per annum. A larger 
salary was later voted but he declined to take any more 
than this amount. While there has been great extrava- 
gance, not to say graft, in road building in some other 
States, it is to the credit of Mr. Page, also to the good 
judgment of North Carolina in retaining his services, 
that in this State they have received full value in their 
roads for every dollar expended. 

* * * 

At the Kenilworth Inn I was soon in the meeting of 
The Southern Automotive Jobbers. First of all to 
greet me was my friend, Howell M. Baker, president of 
The Southern Automotive Jobbers. Then there was 
Mr. Strathmore J. Owens, vice-president, of Danville, 
Va.; Mr. Wilfred Ellis, secretary and treasurer, of 
Raleigh, N. C.; Mr. W. D. Alexander, director, of At- 
lanta, Ga., and Mr. Edgar H. Rogers, director, of Jack- 
sonville, Fla. The friendly greetings of these officials 
of the association and of many of the members made 
me feel at home immediately. 

* * * 

So I sat on the sidelines and listened to the discus- 
sions—the same old problems, viz., manufacturers of au- 
tomobile equipment selling direct to retail dealers, man- 
ufacturers of automobile equipment selling to chain 
stores, mail-order houses and cut-rate concerns. How- 
ever, The Southern Automotive Jobbers have a problem 
that our good friends in the hardware trade do not 
have. - Just as soon as any automobile equipment becomes 
popular and in universal use, a number of the automobile 
manufacturers sell their cars with this equipment at- 
tached, thus cutting the dealer entirely out of the 
business. 

* * * 

As usual, at this convention nothing was heard but 
tales of trouble. * It, was surprising to see so many pros- 
perous, healthy, cheerful-looking dealers telling about 
conditions that made an outsider wonder how the indus- 
try could possibly survive! When we adjourned for 
luncheon I inquired of one of the largest automobile 
accessory jobbers if the jobbers had been making money. 
“Yes,” he replied, “this business is a comparatively new 
one. It is only a few years old. Up until this year the 
jobbers, as a rule, have been doing very well. -They have 
made very satisfactory profits, but this year, for a number 
of reasons, has not been as good as other years, one of 
the main troubles being that collections from retail auto- 


mobile supply dealers have been so very bad. There have 
been many losses of accounts from bad debts. Besides, 
competition, such as you heard discussed, has been keener 
than ever.” 

* * * 

As my talk was in the executive session and as I do 
not think it was especially interesting, you may be re- 
lieved to know I will not say anything further on that 
subject! In other words, as an Englishman once said 
to me, in referring to Queen Victoria, “Well, the less we 
have to say on that subject the better!” 

* * *K 

There was one address, however, that was well worth 
hearing. As this was in an open session, composed of 
both jobbers and manufacturers and as a part of this 
address has already been printed in a local Asheville 
paper, I am going to repeat some of the interesting 
things that were said. Now, to understand the situation, 
I will have to explain that The Southern Automotive 
Jobbers are members of a larger national organization 
called “The Automobile Equipment Association.” 
(A. E. A.) This latter association is composed of both 
manufacturers and jobbers. They have raised a large 
fund of money to which not only the manufacturers, but 
the jobbers, have also subscribed, in order to develop 
the market for automobile equipment. This money is 
being spent this year. 

1K * ok 

The Automobile Equipment Association have there- 
fore created a department called “Greater Market De- 
velopment.” They sought one of the best men in the 
United States to place at the head of this department 
and they found him in Mr. Harry G. Moock of Chicago, 
who was formerly vice-president and general sales 
manager of The Hudson Automobile Co. They pay Mr. 
Moock a very handsome salary. Mr. Moock, so I was 
told, has been very active in the automobile business for 
a number of years and has one of the widest acquain- 
tances of any single man in the automobile field. 

* * x 


Mr. Moock is a very direct and forceful speaker. A 
shorthand report of his address will be well worth 
reading. He spoke for more than an hour. Dictating 
this article from memory, I can only touch upon a few 
of the things he had to say. One of them was that 
there are twenty-two million automobiles in daily use in 
the United States. There are more automobiles in this 
country than bathtubs. Most of these automobiles are 
driven by their owners. A yery large percentage of 
them have been bought on the installment plan. 

* * x 


Mr. Moock did not mince matters when it came to 
talking about conditions this year in the automobile busi- 
ness. He stated that this had been one of the worst years 
for jobbers and retailers that the automobile business 
had ever known. He then made this astonishing state- 
ment: Of the retail dealers‘in automobiles in the United 
States, so far this year only 2 per cent had made a profit ; 
23 per cent. had just about proken even and 75 per cent 
had not only lost money” but were on the verge oft 
bankruptcy. 3 

* * * 

He then went into the reasons for this condition. He 
did not hesitate to blame the automobile manufacturers 
for this situation. He said they were manufacturing 
automobiles and forcing them in enormous quantities on 
their agents. These were shipped with sight draft at- 
tached. The agents were forced to take them or lose 

(Continued on page 85) 
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Demonstrations Help Sheehan Sell 
Tools in Jamaica, N. Y. 


Saturday afternoon and evening crowds respond to 
methods adopted to attract them to tool department. 
Saw music starts the cash register singing. 


ever since he entered the hardware business in 1903. 

The firm name is W. F. Sheehan and the store is 
located in Jamaica, N. Y. One of the two windows 
will always display tools and frequently both of them 
feature this basic line. Billy calls his tool department 
the backbone of the business. Selling a large volume of 
all kinds of hand tools to mechanics this store has never 
found it necessary to cut prices. 

Guarantees are handled individually. Billy doesn’t 
believe in an arbitrary rule for such matters. Often a 
tool has been abused but sometimes an immediate re- 
placement without charge helps sell a bigger bill of goods 
which offsets the loss 
of the _ replacement. 
Sometimes a tool 
handle or the tool itself 
may have a flaw. There 
are not many cases of 
this kind but at that, 
this merchant believes 
his customers’ good will 
is the store’s greatest 
asset and in his tool de- 
partment he always re- 
members this thought. 

Whenever practical 
and convenient tool 
salesmen are invited to 
trim the Sheehan win- 
dows with their own 
lines. They are. invited 
to set up interior dis- 
plays for demonstration 
purposes. These 
demonstrations are 
usually held Saturday 
afternoons. This is the 
most convenient time 
for the salesmen and is 
also the best time to 
catch the men, particu- 
larly the local me- 
chanics. The evening 
crowds are better than 
those in the afternoon. 


Recently Sheehans 


at tools has been a hobby with Billy Sheehan 





tured inside at the demonstration. A saw salesman was 
assisted by a saw musician who played old time and rag 
time melodies on a steel saw. This feature always pleases 
and adds entertainment to the demonstration. The saw 
player sat in the doorway part time and attracted con- 
siderable attention to those who might have passed by 
and not noticed the window cards heralding the demon- 
stration and inviting all of Jamaica to come in and visit. 
Souvenirs advertising the tool lines and the Sheehan 
store were distributed literally and fairly active crowds 
were gathered from three in the afternoon until closing 
time which was about 11.15 p. m. 

Mechanics are particularly interested in these Satur- 
day afternoon parties. 
It gives them a chance 
to rub elbows with the 
factory experts who al- 
ways have a few tool 
kinks to offer the real 
mechanic. 

Sheehan finds his tool 
trade divided into two 
definite groups. The 
more profitable group 
is composed largely of 
garage and machine 
shop mechanics, and 
carpenters, who want 
real quality goods. 
Many amateur mechan- 
ics of course appreciate 
good tools and _ insist 
upon the best grade 
available. The other 
group of course in- 
cludes the houseowner, 
apartment dweller and 
others who want a few 
tools of second quality. 
Sheehan takes care of 
both but specializes on 
good tools. 

Though he has no 
particular trade Billy is 
fond of tools. He 
knows how they are 


made, adjusted, shar- 


had a Saturday after- Novel axe window display used by Waite Hardware Co., Worcester, Mass., which pened, used, repaired 


noon and evening  inereased sales. 


The logs are rough chestnut, about five inches in diameter, vary- ond can give even the 


* ing in length from twelve to twenty-eight inches. The different rows vary four fs h ° 
tool demonstration. The inches. Back panels were covered with crepe paper streamers, orange, red, yellow experienced mecnanic a 


store windows were and brown. Cornstalks form a background and autumn leaves were scattered 

: d . 1 about the floor. This novel idea was conceived by and carried out under the 
trimme appropriate Y direction of A. A. Parker, vice-president and general manager of Waite Hardware 
Co., with which company he first served as errand boy 


with lines being fea- 





few pointers. This 
ability has been a great 
‘asset in building good 
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Showing Goods in the 
Way They Are Used 


At the demonstration held at 
the store of W. F. Sheehan spe- 
cial representatives of the man- 
ufacturers were present to 
demonstrate the use of the 
merchandise that was being 
offered. In the foreground may 
be seen the demonstration of 
a well known tool grinder, 
while to the right of the photo 
a carpenter’s saw is being 
shown. Many other items in 
the line of mechanics’ needs 
are arranged on sample panels 
where the visitor to the store 
may examine them at _ his 
leisure. 





At intervals 


will for the store and has of course been the main factor 
in building up the company’s large volume on tools. 

The demonstration idea has proved to be a success as 
an attraction in many instances, among them Ted Lyford 
of Torrington, Conn., the story of whose success with 
various hardware lines has been told in previous issues 
of HarpwareE Ace. Ted’s method was to invite several 
manufacturers to send representatives and special car- 
penters’ equipment to the Lyford store. A special win- 
dow display of these lines was made up in advance of 
the demonstration week. Newspaper advertisements, 
mailing cards, store show cards were combined to invite 
carpenters, mechanics and others to attend. 

The saw manufacturer’s representative played music 
on the saw and explained the proper method of selecting 
a saw, using it and keeping it in good condition. The 
same man entestained 5000 school children by playing 
the saw music, resulting in good publicity for the Lyford 
store. 

It is a good idea to keep in mind that it is easier to 
sell goods if they are shown in the way they are used. 
Perhaps the success of the demonstration is due in a 
great measure to this principle. People may not be as 
greatly interested in merchandise as merchandise, but 
they are interested in the use of that merchandise. To 
display goods in the atmosphere in which they are used 


Coupled with the demonstra- 
tion was a good pair of 
window displays, entirely de- 
voted to the selling of tools. 
the doorway 
became an improvised stage 
and a representative of the 
saw manufacturer delighted 
the customers with musical 
numbers played on the saw. 
This is becoming a popular 
means of attracting people 
to the hardware store at 
such times as this. 


THITTTT 21) 


ii) TPITITA TE 77 
1 Tirersty SPP 


























Pm 





quickens the interest and stimulates the desire for posses- 
sion. Keep that bit of information in mind, no matter 
what the item may be that you are displaying for sale. 
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EVERYBODY’S BUSINESS 


By Floyd W. Parsons 


The Black 


HE invention of the steam engine ushered in a 
“black age.” All other considerations were quickly 
subordinated to the utilfzation of heat and power. 
Almost everywhere smoking chimneys were looked upon 
as evidence of progress and enterprise. 

Decades passed without there 
being any material change in the ' 
situation. Recently science 
came to the rescue of a long- 
suffering humanity. The chem- 
ist called attention to the 
astounding waste of precious 
values entailed in the burning 
of raw coal. The doctor came 
forward with irrefutable figures 
proving how severe was the 
damage done human health by 
the acids pouring forth from 
the nation’s chimneys. The 
housewife awakened to the 
drudgery caused by sooty air, 
and property owners as well as 
merchants finally became con- 
scious of the enormous losses 
they were compelled to sustain 
as a result of barbaric heating 
practices, 

Now we enter a new age in 
which human aspects are com- 
mencing to decide vital issues. 
The intelligent citizen no longer 
has any sympathy for the nation 
that the earth’s atmosphere is 
a proper dumping ground for 
the refuse cast off by crude 
furnaces. The government is 
supporting the proposal that 
there shall be an end to prac- 
tices which largely reduce the 
hours of sunlight and cut off a 
substantial percentage of the 
valuable ultra-violet rays con- 
tained in unskimmed solar 
radiations. 

A new philosophy of sunlight 
has swept over the world. It 
has been disclosed that plants 
live because of the light of the sun and not its heat; 
that solar radiations are bactericidal; that natural sun- 
light enriches human blood in calcium, phosphorus, iron 
and probably iodine; that it is absorbed by the blood 
increasing the number of white cells and the number of 
plateletes, thereby rendering the individual more or less 
immune to disease; that the radiations we get from the 
sun are most potent in the early morning hours, and 
that their value to the body is due to chemical reactions 
which take place and not merely to warming the blood. 
If this were not true it would be equally beneficial for 





An Industrial City on Sunday 





The Same City on Monday 


Age Passes 


us to warm our blood by taking hot baths or remaining in 
warm rooms. 

People everywhere are turning their homes and offices 
as far as possible into solariums. They have dismissed 
the idea that the efficacy of sunlight is principally con- 
fined to such ailments as rickets 
and tuberculosis. The 
dermatologist uses sunlight ex- 
tensively in the treatment of 
cutaneous affections, and no less 
successful results have been 
obtained through the use of this 
same great agency as a remedy 
for digestive disorders and 
rheumatic conditions. The 
annual curves of both the phos- 
phorus and the calcium con- 
tent of the blood of infants in 
New York City follow the 
monthly height of the sun. 

Cellar-grown children, like 
cellar-grown plants, will not 
continue for long in normal 
health. There will be a defi- 
ciency of chlorophyll in the 
plant and of haemoglobin in the 
child. The great Rollier found 
in his many clinics in Switzer- 
land that when the sunlight 
failed to appear for days at a 
time, his patients were injured, 
and they would not start again 
on their rapid advance to health 
until the sun’s rays returned. 

People who live largely in 
sunlight do not require so much 
food as those who spend their 
time. in the shade. When 
radiant energy passes directly 
into the body by way of the 
skin, there is less need to burn 
up fats or carbohydrates in 
order to keep the blood warm. 
Light is a food substitute that 
can be made to afford material 
relief to our digestive mechan- 
isms. 

The light of the sun is our benefactor—its heat our 
enemy. We must try to use the hours of the day that 
give us the light rather than the heat. Each individual 
must take his solar radiations in doses, the amount being 
determined by careful experiments. Some respond to 
light more easily than others. People who tan quickly 
are the best subjects. Those who freckle instead of 
turning brown must move carefully. Red-haired folks 
are usually refractory to sun treatments, and in such 
cases time and patience must be exercised. An over- 

(Continued on page 82) 
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Every 
Display Man 
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An old and reliable method lends itself admirably Ms f | / AL ie 
: : S VT 
to modern requirements of the display man. Ex- ( |_| Z |_| 
tends the field of advertising tremendously. Simple q a / | | 
for anyone to accomplish, and a sure attraction. : / | ] 
| 
OU don’t have to spend years in an art school to _ fully the prelimi- 
be able to make your own “billboard” pictures and nary sketch. 
background illustrations. Here is a simple method The reproduc- 
by which any intelligent person may, in spare time, make tions are self- 
some “knock-’em-dead” displays of the “giant” variety. explanatory, and = 
Take from any magazine or newspaper such illustra- with a little prac- Y 
tions as appear in the advertisements featuring the items tice this work rT] a 


that are carried in your store, as, for instance, the well- 
known safety razor pictured on this page. Place it on 
the drawing board, squaring it with the aid of the T- 
square and tacking it down securely. The illustration 
here used was lined off in half-inch squares. This done, 
a large sheet of paper was lined off in exactly the same 
number of one-inch squares and the drawing made. Of 
course, these are both reduced on this page. The method 
makes it very easy and simple for anyone to copy a pic- 
ture accurately, because the copyist has only to observe 
where the various lines dissect the corresponding square. 
One may even start the picture at the bottom and work 
to the top just as easily as from the top down. This 
demonstrates the sureness of the method. Having in 
mind only the mapping of one square at a time undoubt- 
edly makes the work very easy. 

This method need not be despised, for many profes- 
sional artists use it to block in 
their work so as to follow faith- 





will prove fasci- 
nating as well as profitable to the window trimmer and 
display man. 

Advertisements can be used to great advantage by 
bringing them up several times their size and filling in 
such parts as are shown by the black panel behind the 
head of the man shaving, in red. The picture of the 
golfer should have a background of sky blue and the 
sweater should be a flaming red. Imagine such a cartoon 
made about 5 ft. high in the sporting goods department 
or window. 

There is a fertile field for the man with imagination 
here. There is literally no end to the possibilities of this 
method of providing delightful and powerful attention- 
tompelling pictures and cutouts. 

This is the method used by the outdoor advertising 
painters, who do those advertisements along the high- 
ways that are familiar to everyone. The small copy is 

done very often by a famous artist, and then 


4 J 





pS 





ae 


the picture is squared off in the manner here 
described and the big billboard reproduction 
is painted with a fidelity that surprises even 

the artist who made the original. Of course, 
12 in the case of the billboard painter, it is nec- 
essary to know something about blending of 
the colors and of light and shade. We do 









































ERE are two. ex- 

amples of the method 
outlined in this article. 
Both were small line 
cuts taken from the reg- 
ular advertisements of a 
popular magazine. The 





not maintain that, the amateur will be able to 

» reproduce pictures such as these, and, in fact, 
it - we caution against attempting them, for it 
\! would discourage him from the work he 
really can do well. Stick to the line cuts; 











A that is, the pictures where no gradation of 
/ light and shade is used—just lines and solid 





advertisements in Harp- 
WARE AGE have many 
cuts that will lend them- 


colors, such as we show in the reproductions 


here. 
HarpwarE AGE will be pleased to receive 








selves to this treatment. 
Be on the lookout for 
cuts of this kind. 




















photos of your efforts along this line of 
profitable endeavor. 
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A Complete Instruction Course 


in Show Card Writing 





By Joseph Bertram Jowitt 


Chapter [V—The Laying Out of Show Cards 


HE old saying, “A thing well begun is one-half 

done” is an excellent motto for a beginner at show- 

card writing. First plan your work then work your 
plan. The first thing to consider is the dimension of 
the show card, for example say the size selected is one- 
half sheet, or 14 x 22 inches “upright” (The word up- 
right means 14 in. across the top and 22 in. down). The 
next move is to rule off the border or margin, this should 
always be as liberal as the amount of reading matter 
will permit two inches at least should be allowed from 
the outside edge of card all the way around. Next, 
draw a light pencil line directly through center of card 
this will act as a guide to the eye and help to space and 
divide letters accurately. 

The show cards illustrated herewith marked No. 1 
and No. 2, are specimens of correct and incorrect lay- 
out and lettering. It is a mistake to try and feature in 
large type every word on a show card, small lettering 
proportionally grouped and laid out allowing plenty of 
open space and margin will he much more effective and 
carry a stronger sales punch than would a card crowded 
with large type like No. 2. 

The Roman letters V. W. X. Y. Z, illustrated here- 
with are classified as the angle letters each letter being 
composed of right and left angle strokes. The letter V, 
being just one-half of the letter W. The top strokes 
of the letter X being the same as the letter Y. The 


lower-case letters with the exception of y are the same 
as the capitals. 

When making small letters up to about two inches 
the hand may be steadied by placing the first joint of 
the little finger on the surface to be lettered. This will 
give the other fingers the necessary support and permit 
the worker to place each stroke where he wishes to. 

Another important thing to remember. Do not stop 
short in the middle of a single stroke, but go at it 
boldly. Remember the old saying, “Those who hesitate 
are lost.” 

One of the best ways to practise the different strokes 
is to draw with a rule and compass a series of say six 
or more, right and left oblique strokes, the same amount 
of horizontal, perpendicular and semi-circle strokes. 
Proceed to re-trace over these pencil lines with a brush 
and ink. Then try the same strokes without the guides. 

This week completes the show card Roman alphabet 
heretofore published in installments or groups. 

This standard modern alphabet is without a doubt the 
most practical type for all beginners on account of its 
plain and legible character being free from all fancy 
spurs, nibs, scrolls, etc. Each letter is composed of a 
thick and thin part, the thickness of which is not laid 
down by any mathematical rule like the Gothic or Full 
block alphabets. 

The theatrical or motion picture style of title plate 
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Night Latch 
Allin ne... 


When the dooris 
unlocked) both knobs 
operate the latch 
in ordinary 

fashio 
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If you make a mistake 
do not throw the card 
away, but proceed care- 
fully to rectify in the fol- 
lowing manner: If the 
surface is of white card- 
board start to erase the 
“mistake” with the point 
of a sharp pen knife or 
safety razor blade. When 
finished smooth down 
the surface by burnish- 
ing with the back of the 
thumb nail. If the card 
is of tinted or colored 
stock mix up a color as 
near the background as 
possible and paint out 
the mistake, then shade 
the letters in a color 
lighter than the back- 
ground and the mistake 
will not be noticed. 











‘NOB-LOC 
A KNOB AND 
NIGHT LATCH 
ALL IN ONE. 


When the door is — 
unlocked, both knobs 


operate the latch in 
Ordinary fashion. 
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lettering should never be attempted by the beginner until 
he has a general idea of the most important orthodox 
types of letters. All extremes in lettering should be 
avoided the best business pulling show cards are those 
which are lettered in the plainest style. If the show 
card borders on the “Ginger bread”’ type or is too ornate 
it will surely detract from the merchandise, the sale of 
which it was originally intended to exploit. The show 
card unmistakably localizes a window, and may be the 
means of giving it absolute personality and distinctive- 
ness. Some progressive merchants adopt an individual 
stvle of lithography for their show cards and carry out 
this idea for a period of six months or more, and then 
change to another style. 

Shading is used to cause letters, borders, scrolls and 
ornaments to appear in relief, or as if projected or 
raised from the background, and is the most important 
auxiliary of lettering. All letters should be shaded at 
the left and to the bottom, using one size smaller brush 
than used for the lettering maintaining an angle of 
about 45 de- 


“cept the round 


widest portion of shade occurring at “B” midway be- 
tween the points A, and gradually diminishing in width 
terminating in a fine point at the bottom A. The gradu- 
ating width being accomplished by a very slight pres- 
sure on the brush. (See circular Fig. 5, this is the 
correct position of holding brush while shading all round 
letters) No. 2, the letter “F” illustrates the correct way 
to shade all square letters, at the left and at the bottom 
of each portion of letter. All letters should be shaded 
on the same angle and every part of shade should be of 
equal width on 
all letters ex- 


letters whereon 
the shade 
reaches the ex- 
treme width at 
center ‘‘B” as 
before _ stated. 

This method 
(C’t’'d on p. 84) 





grees, it being 
assumed that 
light falls on a 
letter at this 
angle. The 
black circle » 
No: 1, illus- 
trated on the 
alphabet plate 
shows the cor- 
rect way to 
shade all round 
letters such as, 
CD By Gee Fs 
Oo. BQ. “Ss; 
and U. The 
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She Knows Her Women! 


Mrs. Brosge’s Tact and Intelligence in Catering to Her 
Customers Clearly Demonstrates the Importance of 
Women in the Hardware Business 


** ¥ ET’S go to Brosge’s first; we may not have to go 
’way downtown. Mrs. Brosge will surely be able 
to help us out.” 

That’s what the housewives of Mount Vernon, N. Y., 
say when Mrs. Smith is looking for one of those little 
thingum-ma-jigs for hulling berries or Mrs. Jones wants 
one of those steam boilers like Mrs. Wilson has. For 
not only will they feel 
free to look around the 
store undisturbed at the 
various household articles 
exposed to view, but they 
know they will find Mrs. 

srosge, in charge of this 
department, ready with 
advice and_ suggestions 
even if she doesn’t make 

a sale. 

“Sometimes,” Mrs. 

srosge told us on a recent 
visit, “a woman comes in 
for a certain article and if 
we don’t have exactly 
what she wants, I never 
urge her to buy something 
else. My idea is to ‘sat- 
isfy’ the customer. Then 
again, when a young bride 
comes in and asks me to 

* help her select a complete 

housekeeping outfit, I am 

only too glad to advise 
and assist her to the very 
best of my ability.” 

Knowing when to ad- Mrs. Brosge, of Mount Vernon, 
vise and when to conserve 3, ,7ocse sperectation of the 
her suggestions! There 


— the — she Ang hus- 
, Willi ight), 
we put our finger on the ""™” Wheiea in taaee” "ve 
secret of Mrs. Brosge’s 


succeeded in building 
success in the management of the household department 
of the hardware business conducted by herself and her 
husband, William Brosge at 413 West Lincoln: Avenue, 
Mount Vernon. Who, better than a woman, could un- 
derstand the woman and appreciate the problems and 
needs of the housewife? 

Young and charming in manner, womanly and tact- 
ful, Mrs. Brosge easily inspires the confidence of the 
eager young bride, suggesting the purchase of this article, 
discouraging the selection of another as useless and 
wasteful and arousing her enthusiasm in the goods which 
are to become part of her new home and life. Thus, 
this wise business woman makes a friend and a perma- 
nent customer. 

Again, Mrs. Brosge has the appearance of “knowing,” 
so her advice is frequently sought by the veteran house- 





wife when looking for some different or new fangled 
utensil. 

She believes in letting the customer look around the 
store without annoying her with attentions. How wel- 
come this must be to the housewife—to be permitted to 
mosey around leisurely among the varied array of house- 
hold goods, all of which is displayed on the counters and 

cases, shelves and racks, each article plainly marked 

with prices. Here the housewife may “counter shop” 

to her heart’s content, very often finding “just what 

she has been wanting,” and purchasing it right on the 

spot. 
Mrs. Brosge’s belief in the power of suggestion 
goes still further. “Do you see that counter over 
there,” she said to us, indicating a counter on which 
was a neat display includ- 
ing pyrex ware, percolat- 
ors, toasters, ice tea sets 
and smaller articles. “All 
the goods on that counter 
are adaptable for showers 
for the bride-to-be. Young 
girls often come in here, 
with no idea what they 
want and only a limited 
amount of money to 
spend. If I showed them 
something for $5 or more, 
they’d probably look at it 
and, not having that 
amount of money, walk 
out, too embarrassed to 
ask for something cheap- 
er. That counter contains 
suggestions for gifts and 
the girls are free to take 
their time about making 
their selections.” 

The Brosge establishment is located on the corner of 
West Lincoln and Twelfth Avenues, Mount Vernon, 
several blocks from the regular shopping district of the 
city. So they cater to the family rather than the tran- 
sient trade as they would be obliged to do if they were 
nearer the center of the town. 

An entire half of the store is devoted to the household 
goods department. On the right hand side of the store 
is the heavy hardware, tools, etc., in the rear is the paint 
department where a full line of Benjamin Moore & 
Company’s paints is carried, and the left side, including 
the show window, contains the household goods. 

The show windows play a very important part in the 
sales scheme of the Brosge business. . Mr. Brosge’s win- 
dow carries a fine display of hardware, tools, plumbing 
supplies and the like, and Mrs. Brosge’s window dis- 
plays various articles of household goods, attractively 
arranged. All goods in the windows, as well as in the 
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store, bear plainly marked price tags. The windows 
are rearranged frequently, as the selling power of the 
goods displayed is noted. 

“Do the women prefer to have you wait on them?” we 
asked, as we watched Mrs. Brosge efficiently serve a 
man from behind the heavy hardware counter. 

She nodded her pretty blonde bobbed head and an- 
swered modestly, “Yes, they do. If I am not here, they 
sometimes ask for me. But that is natural; they have 
more confidence in my judgment about household fur- 
nishings, just as the man whom I am serving will refer 
to my husband when I really know as much about the 
goods as he does.” 

Mr. Brosge stopped his work for a moment and cast 
an admiring glance at his wife. “She certainly does 
know as much about this business as I do. I’m never 
afraid to leave her to run things alone.” 

“But there are so many million articles in the hard- 
ware store—how do you know them all,” we marveled. 

“Well, you see,” she laughed, “I started in business 
here with Mr. Brosge three years ago and I am here 
all day from 8 o'clock in the morning until closing time. 
So I really should know the stock.” 

“Anything you need in my line?” asked a voice behind 
us. Mrs. Brosge looked speculatively over her stock and 
gave her order promptly, in a businesslike manner. 

“You do the buying, too,” we queried. 

“Of the house furnishing department, yes. In fact, 
this is a fifty-fifty business and we both do our share.” 

Speaking of going after business, Mrs. Brosge said 
they never send out circular letters or anything of that 
sort ; in fact, they never “urge” people to buy. Her idea 
is rather to “suggest.” 

“We always have lots of these little folders,” she ex- 
plained, picking up a small piece of manufacturer’s trade 
literature from the counter. “And when wrapping up a 
package for a woman customer, I put in one or two of 
them, using my own judgment as to what she’ll be most 
interested in. \Ve have found that we get real results. 


> 


“Some of these folders,” she continued, “carry reci- 
pes or household hints, and they are kept by the house- 
wife for reference. And of course, all of them bear our 
card, imprinted in the place reserved for it, so our name 
is ever before the women.” 

As we wandered around the store, noting the thou- 
sand and one articles of household ware, we watched 
admiringly Mrs. Brosge’s system of dealing with her 
women customers. When she saw her customer had her 
mind “set,” she approached with a cheery smile which 
seemed to say “It will be a real pleasure to serve you, 
madam.” And when the customer was a little in doubt 
as to the size of kettle she needed, Mrs. Brosge’s advice 
was in the form of a suggestion and the customer went 
away with her package under her arm, feeling she had. 
made a wise purchase and determined she would go 
back to that store when she needed something else along 
that line. 

Things seem to move along very easily in this estab- 
lishment. When Mr. Brosge is busy filling an order 
to be delivered by their motor truck or doing some repair 
work on lawn mowers or adjusting locks, as he is also a 
locksmith, in his shop in the rear of the store, Mrs. 
Brosge just goes ahead and takes care of the customers. 
And if the job seems to be getting too heavy for her, 
Mr. Brosge gives a helping hand. There appears to be 
no lost motion, no unnecessary words. Perfect team- 
work, we would call it. 

This young genial couple have certainly learned the 
advantage of working harmoniously together, each with 
an equal interest in the business, each with a special de- 
partment in charge, but with full knowledge and capable 
of handling the entire business. 

Here indeed the results have shown the importance of 
the woman in the hardware business, where her intui- 
tion, intelligence, tact and knowledge of her own sex are 
employed to inspire the women customers with confidence 
in her ability to efficiently serve and understand their 
needs. 


Editor’s Note—This story was written by a woman contributor. 





Japanese Hardware Men Visit New York 


Kiichi Harada and Hisao Watanabe are homeward 
bound somewhere on the Pacific Ocean, between San 
Francisco and Tokyo, Japan. They are probably dis- 
cussing the methods of American hardware merchants 
and studying the reports of the Hardware Council and 
of the N. R. H. A., and its affiliated State associations. 
Mr. Harada represents in Japan the Yale & Towne Mfg. 
Co., Stamford, Conn., with headquarters at 240 Kamio- 
saki, Tokyo, Japan. Mr. Watanabe is a hardware mer- 
chant operating at Odenmashiocho, Nihonbashi-Ku, 
Tokyo, under the firm name Watanabe Builders’ Hard- 
ware Co. 

These two hardware men were commissioned by the 
Japanese Government to visit this country and to study 
association orgafiization, formation and operation, so 
that on their return they can form a Japanese associa- 
tion. While in the United States they visited R. J. 
Atkinson, Brooklyn, N. Y., president, National Retail 
Hardware Association, and H. P. Sheets, secretary- 
treasurer of that association. 

HarpwareE AGE had the pleasure of a visit from 
Messrs. Harada and Watanabe and learned that there is 
plenty of price cutting in Japan although there are no 
government restrictions which would prevent price con- 
trol agreements. Mr. Harada has a full set of issues of 
HarpWARE AGE containing association activities and 


plans to present his*story and these copies to the gov- 
ernment officials who are fostering the formation of 
hardware associations in Japan. He has promised to 
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be 


Kiichi Harada 


Hisao Watanabe 


keep Harpware AGE informed of the progress of the 
proposed Japanese association and will also report his 
reactions to his study of American hardware merchan- 
dising methods. 
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Inter-State Merchants Council Hears Discussion 


of “Hand to Mouth” Buying 


One of the outstanding addresses given | a position to secure any real value from 
at the 12th semi-annual convention of the | 


Inter-State Merchants Council, held in 
Chicago, Aug. 17, 18 and 19, was that of 
E. M. Skinner of Wilson Bros., who spoke 
on “Hand To Mouth Buying.” 

hand-to-mouth buying as simply 
until merchandise was actually 
before ordering in an effort to 
turn-over, Mr. Skinner offered to 
merchants assembled a plan of concen- 


waiting 
wanted 


Defining | 


increase | 
the | 


trating purchases and obtaining a similar | 
| wholesaler or manufacturer to know what 


increase in turn-over. He said in part, 


“Most merchants are oyer-stocked because | 


they buy from too many people. 


The con- | 


cerns sending out salesmen on the road | 


endeavor to have the strongest sales force 
that they can possibly have. It is quite 


natural merchants have to combat the so- | 


licitation of these men, and many mer- 
chants have got into business without a 
great knowledge of how to conduct that 
business, although they may be well quali- 
fied in the selling end and they get over 
stocked.” 

“The first situation that the retailer has 
to meet is in realizing the fact that he has 
a much better chance of success if he con- 
centrates his business with the smallest 
possible number of houses. The fact that 
a concentration of buying with a few 
houses which enables you to give them a 
larger advance business has nothing de- 
teriorating or nothing unfavorable to do 
with your turnover.” 


“On the contrary the very first thing | 


that a manufacturer or wholesaler to whom 
a retailer had said, ‘I have decided to con- 
centrate my buying in this line with you,’ 
would do is to see that that retailer’s stock 
in that particular line is reduced to where 
it belongs, is reduced to the numbers that 
are selling and moving and to have as few 
of the goods that are not moving as pos- 
sible. When that is done and not until 
then, is the wholesaler or manufacturer in 


this retail distribution.” 

“The next question that he will ask 
then of this retailer is not, ‘How many 
goods do you want?’ but ‘What do you sell 
in this particular line and when do you 
sell it?’ That is a question, by the way, 
75 per cent of the merchants can not 
answer because they have not the records.” 

“He must cooperate with that merchant 
to secure such simple, satisfactory records 
as will enable both the retailer and the 


his normal distribution of this product is. 
Then, and then only, is the manufacturer 
or wholesale distributor in a position to 
sell and sell intelligently to the retailer 
what he should have.” 

“The retail merchant who gives a whole- 
saler a reasonable amount of advance busi- 
ness, based on deliveries when he will 


want the goods, has the selection of the | 


complete lines of that house. He selects 
them when the lines are complete and when 
they are the best, he selects them for the 
deliveries that he wants. On the other 
hand, the hand-to-mouth buyer waits until 
he wants the goods and then must take 
what the market affords. If the season is 
unfavorable, such as we have had this past 
season, he is likely to get pretty near what 
he wants. If the season is normal, he will 
not get what he wants, and if the season is 
tavorable, he certainly will not get what 
he wants. With this policy there is no 
loss of turnover and there is a decided gain 
in an intelligent cooperation.” 

Other speakers at the three-day meeting 
were Louis A. LeClaire, Jr. of the Le- 
Claire Co., Davenport, “Advertising By 
Direct Mail”; Arthur H. Brayton, Des 
Moines, “Sales Helps’; Tom Leslie, 
Chicago, “Window Display”; William H. 
Weintraub, Chicago, “Educating the Sales- 
people,” and F. J. Nichols, Dayton, “Light 
on Store Problems.” 





National Chromium Corp. 
Opens New York City Plant 


The National Chromium Corporation 
recently opened its plant at 200 Varick 
Street, New York City. This company, 
newly organized, is entering the chromium 
plating field in a large way. The plant 
at the present time is ready for quantity 
production. 

While chromium is not a new discovery, 
it has only been used for commercial plat- 
ing in the last few years. Many advan- 
tages over nickel plating are claimed. 
Chromium plating produces a blue-white 
finish, somewhat resembling platinum and 
retains this finish without polishing. It 
presents a very hard surface, making it 
difficult to scratch. Most acids have no 
effect on this kind of plating. It will not 
corrode, stain, tarnish or discolor. Tre- 
mendous heat can be brought upon an arti- 
cle so plated and no damage will be done. 
The process is said to be very little higher 
in cost than nickel plating. 





Weisberg & Greenwald, consulting en- | 


gineers of 71 W. Forty-fifth Street, New 
York City, installed the National Chromi- 
um Company’s plant and are controlling 
its operation. The officers of the company 
are: Sydney Satenstein, president; Louis 
Satenstein, vice-president; Fred Hoppe, 
secretary, and Walter Weinstein, treasurer. 


Court Denies Use of “Yale” by 
Flashlight Manufacturer 


The Yale Electric Corp., Brooklyn, N. 
Y., manufacturers of the Yale flashlights 
and batteries has been denied the use of 
the trade name or mark “Yale” for these 
products. The Patent Office refused to 
grant the patent due to opposition offered 
by Yale & Towne Mfg. Co., Stamford, 
Conn., manufacturers of locks, hardware 
and hardware specialties. The Yale Electric 
Corp. then brought suit in the District 
Court, District of Connecticut, to compel 
the granting of the patent for this pur- 
pose. The verdict of the court dismissed 
the plea of the flashlight concern. 


Coffeen Now Chicago Manager 
Wickwire Spencer Steel Co. 


| Carl R. Coffeen, for about four years a 
| member of the sales staff at the Chicago 
office of Wickwire Spencer Steel Company 
and its subsidiary, the American Wire 
Fabrics Corporation has recently received 
a well deserved promotion and has been 
advanced to manager of the Chicago office 
with the title of sales manager of the 
Chicago district. 

Mr. Coffeen has a background that well 
fits him for his new duties. Previous to 
taking up sales work in the Chicago office, 





Carl R. Coffeen 


he spent several years in the operating de- 
partments of the various plants—including 
the Palmer Works, at Palmer, Mass., 
where Wickwire Spencer wire rope and 
cables are manufactured. From Palmer, 
he went to Clinton Works at Clinton, 
Mass. and obtained a thorough knowledge 
cf the manufacturing process of such 
specialties as wire screen cloth, card 
clothing, various grades and tempers of 
wire, and the many other specialties man- 
ufactured in this largest of Wickwire 
Spencer fabricating plants. Later at the 
Goddard and Morgan plants at Worcester, 
he received a thorough education in the 
manufacture of wire, wire products, struc- 
tural products and springs. 

The entire Middle West and Southwest 
from Denver east to the Ohio line is un- 
der the sales jurisdiction of the Chicago 
office. Mr. Coffeen plans to give his many 
friends the benefit of his practical knowl- 
edge and the very best of service in the 
handling of the business of Wickwire 
Spencer Steel Company and American 
Wire Fabrics Corp. 





Surpless, Dunn to Represent 
the Green Case Co. 


Surpless, Dunn & Co., New York City 
and Chicago, Ill., have been appointed di- 
rect sales representatives for the Green 
Case Co., Racine, Wis., manufacturers of 
Il kinds of tool cases. 
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Grand Rapids Hardware Club 
Enjoys Its Annual Picnic 


The annual picnic of the Grand Rapids 
Hardware Club, Grand Rapids, Mich., 
took place on Thursday, Aug. 4, at White- 
fish Lake. 

In the morning a baseball game was 
played between the dealers and the sales- 
men. Mr. Wilson, local manager of Mor- 
ley Bros., was the star of the game. The 
dealers defeated the salesmen. There was 
keen competition between the ladies in 
the nail driving contest. Henry Schantz, 
of the Schantz Implement Co., nearly won 
the boat race, but he fell a victim to the 
high seas of the lake. 

In the evening a wonderful chicken 
dinner was served at the club house, fol- 
lowing which there was community sing- 
ing. Karl Judson, secretary of the local 
club and his committee, were responsible 
for the great success of the picnic. Job- 
bers of various lines donated many prizes. 
About 200 members, guests and friends 
enjoyed this annual affair. 


Henry A. Taylor Dies 


Henry A. Taylor, who until January of 
this year was a director of the American 
Screw Co., Providence, R. I., died Aug. 26 
at his home, 137 South Scoville Avenue, 
Oak Park, Ill., at the age of 71. He 
started work as a boy in 1875 in the treas- 
urer’s office of the American Screw Co., 
Providence, R. I. In 1885 he moved to 
Chicago to open the company’s store, of 
which he was manager from that date until 
his retirement early this year. He also 
represented his company as western sales 
agent. He was president of the Park 
Board of Oak Park and Taylor Park, in 
that city, which was recently named for 
him. He was a trustee of the First Con- 
gregational Church, Oak Park, and a life 
member of the Chicago Athletic Club. He 
is survived by his widow, Mrs. Jesse Mc- 
Arthur French Taylor, and three daugh- 
ters, Mrs. A. H. Yates, of Parma, Idaho; 
Dorothy Earl and Josephine Gordon Tay- 
lor, both of Oak Park. Funeral services 
were held Aug. 29 at the First Congrega- 
tional Church and burial was at Forest 
Home Cemetery. 





W. J. Henry Buys Controlling 
Interest of Oswego Tool Co. 
William J. Henry, owner of the Henry 

Forge & Tool Co. Auburn, N. Y. and 

president of the Crouse & Pope Foundry 

Corp. of that city, has recently purchased 

the controlling interest of The Oswego 

Tool Co. of Oswegqg, N. Y. Mr. Henry 

has been in the manufacturing business for 

manly years. 

The Oswego Tool Co. has been in busi- 
ness for nearly 40 years and its products 
are well known throughout the world. 
Several new lines of manufacture have 
recently been added, with a view to adding 
Several more in the near future. 

The grouping of these three plants, con- 
trolled by Mr. Henry, enables the com- 





pany to enjoy the best service in securing 
grey iron castings, forgings, and other ma- 
terials at the lowest possible price. 

The new officers of the company are, 
William J. Henry, president and treas- 
urer; William M. Henry, vice-president ; 
George H. Cleaver, secretary and P. A. 
Henry, assistant secretary. E. W. Fulton 
who has been acting as works manager for 
several years has been made sales man- 
ager. 


Whitman Barnes-Detroit Corp. 
Announces New Officials 


Several changes in personnel have been 
announced by the Whitman Barnes-De- 
troit Corp., manufacturers of twist drills, 
reamers and cutters, in Detroit, Mich. 





Thomas S. Poole 


Thomas S. Poole has been appointed 
direct factory representative for the 
Southern States territory, effective Sept. 
1. Mr. Poole, prior to the merger of the 
Whitman-Barnes Mfg. Co. and the De- 
troit Twist Drill Co., was for several 
years associated with the Detroit Co. He 
succeeds Fred A. *Hardin. 

M. B. Snow, vice-president and director 
has resigned and is succeeded by Karl 
Kendig, who is now vice-president and 
treasurer. 

H. Z. Callander, sales manager of the 
company, has been made secretary and 
sales manager. 


Wilder D. Stevens Dies 


Wilder D. Stevens, president of Foster- 
Stevens Co., wholesalg, hardware dealers 
cf Grand Rapids, Mich., died at his home 
on Aug. 17, 1927. Mr. Stevens was for 
more than 60 years a Grand Rapids mer- 
chant. He was 83 years of age. 


Atwood Brass Wks. Acquires 
Wolverine Metal Specialties 


The Atwood Brass Works of Grand 
Rapids, Mich., purchased recently the 
patent rights, stocks, and dies of the 
Loxrite Corp., Grand Rapids, Mich. and 
the Wolverine Metal Specialties Co. from 
the Michigan Trust Co. 





Gates Rubber Co. Operating 
at Full Capacity 


A new factory, devoted exclusively to 
the manufacture of garden hose, has re- 
cently been opened by The Gates Rubber 
Co. in Denver, Colo. It is now operating 
at full capacity. The company is manu- 
facturing more than 30 different kinds of 
hose in this plant. Large railroad con- 
tracts for air, steam and air brake hose, 
increased volume in original equipment 
orders for radiator hose and rapidly in- 
creasing demand for braided garden hose 
has forced hose production to a new high 
point. 


Cussins & Fearn Hardware Co. 
Opens Two Branch Stores 


The Cussins & Fearn Hardware Co. 
of Columbus, Ohio, recentiy opened three 
new stores. These stores are located at 
2647 N. High Street, 2489 Cleveland Ave- 
nue, both in Columbus, and the third at 
Chillicothe, Ohio. 

For more than 25 years the company has 
maintained two stores in Columbus. It 
was organized in a small storeroom at 655 
West Broad Street. A large mail-order 
business, built up by the founders, forced 
the removal of the main store and ware- 
house to Spring and Front Streets, but 
the West Side store has remained in the 
same location. 

The increasing difficulty of fnding park- 
ing space in the business section prompted 
the company to adopt a new policy of es- 
tablishing branch stores in various stra- 
tegic residential centers. 


Rocca Seeks Western Agency 
for Small Hardware Item 


M. J. Rocca, 310 Sansome St., San 
Francisco, Cal., has been spending the 
last few weeks in New York City, obtain- 
sing the Western agency for small hard- 
ware items. Mr. Rocca has office and 
warehouse facilities in San Francisco. 
Manufacturers can get in touch with him 
at the Ritz-Carlton in New York City, 
until Sept. 8. 


Past President Indiana Assn. 
Leaves Hardware Business 


Lloyd W. Slayter, Argos, Ind., for sev- 
eral years active in hardware association 
affairs and last year president of the In- 
diana Retail Hardware Association, has 
withdrawn from activity in the hardware 
business. 

Mr. Slater became owner of the store at 
the death of his father, Alonzo T. Slayter, 
eight years ago. He will retain his owner- 
ship but the entire management will be 
turned over to Floyd Mitchell who has 
been connected with the store for several 
years. 

Mr. Slayter has already moved to Chi- 
cago, Ill., where he has become associated 
with his brother as secretary and treasurer 
of the Kalkite Co., manufacturers of a new 
building insulating material. 
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Lucas County Hardware Club 
Holds Successful Outing 


On Wednesday, Aug. 17, the Lucas 
County Retail Hardware Club, Ohio, 
held its annual picnic at the Heather 
Downs Golf Club. The Toledo hardware 
dealers were well represented and there 
was a big turnout of the other county 
members. 

Among the many games that held the 
interest of the gathering were the ladies’ 
nail driving contest, ladies’ balloon race, 
boys’ sack race, volley ball throwing and 
the 100-yd. running race for men. The 
wholesalers played a great game against 
the retailers in the yearly ball game. The 
prize was a box of cigars, donated by 
President Hoffman. The prizes for the 
various contests were donated by Win- 
chester-Simmons Co., The M. I. Wilcox 
Co., Pitsburgh Plate Glass Co., Lake Erie 
Hardware Co., Ohio Plate & Window 
Glass Co. and Buhl Sons Co. of Detroit, 
Mich. 


Electric Refrigerator Firm Now 
Located in Canton, Ohio 


Superior Iceless Refrigerator, Inc., for- 
merly of Cleveland, Ohio, moved recently 
to Canton, Ohio, where it is now located 
in a large modern plant. This company 
is controlled by a group of prominent busi- 
ness men of Canton. It manufactures the 
“Superior” Electric Refrigerator. 

Among the many reasons why this com- 
pany came to Canton was the fact that it 
was strategically located, both as to Ohio 
and to the United States in general, and 
it was possible to acquire the additional 
skilled labor which was continually needed. 


Farm Horseshoeing Information 
Presented in New Bulletin 


With passing of the blacksmith shop 
from every crossroad, hamlet, and village, 
the farmer is experiencing considerable 
difficulty in getting his horses shod. The 
solution of the problem in a large measure 
devolves upon the farmer himself in learn- 
ing to do the work on his own farm. To 
assist the farmer in learning to care for 
the feet of his work stock properly and 
to shoe his horses, if necessary, the United 
States Department of Agriculture has pre- 
pared an illustrated bulletin on Farm 
Horseshoeing, known as Farmers’ Bulle- 
tin 1535-F. 

Using unshod horses and mules for pull- 
ing heavy farm machinery wears off the 
horny wall of the foot at the ground sur- 
face more rapidly than growth is sup- 
plied from above and will result in tender 
feet, says a recent bulletin from this de- 
partment. A well-shod horse not only is 
kept in service but he is a more efficient 
worker in that he can better apply his 
strength because he has a better footing. 
It is important, however, that shod horses 
have regular attention—that about every 
four to six weeks the shoes be removed 
the hoofs trimmed, and the shoes re-fitted. 

Ready-to-wear shoes of various sizes 





tor horses and mules can now be obtained 
and greatly simplify the shoeing problem 
for farmers. A copy of the bulletin may 
be obtained by writing to the United States 
Department of Agriculture, Washington, 
ie 


William Frank Pagel Dies 


William Frank Pagel, president and 
general manager of the Turner Brass 
Works, Sycamore, IIL, died Aug. 5, at his 
home in that city after an illness of over 
a year. Mr. Pagel, who was 60 years of 
age, was born in Minnesota. As a young 
man he entered the grain elevator business 
at Atwater, Minn. 





William Frank Pagel 


Later on he enagaged in the coffee and 
sugar business in Minneapolis, Minn., still 
later going into the automobile business. 
In this last connection he became inter- 
ested in the combustion qualities of gaso- 
line, particularly in the design and manu- 
facture of carburetors for automotive use. 
He became active in the development of 
the gasoline and kerosene blow torches and 
fire pots. 

Mr. Pagel joined the Turner organiza- 
tion in 1913 as general manager and in 
i920 he and his son, Herbert F. Pagel, 
purchased the business. His son will suc- 
ceed him as president and general man- 
ager. 


Associated Hardware Stores Has 
Seven Stores in Seattle, Wash. 


In the Aug. 11, issue of Harpware AGE, 
appeared an interesting story about “The 
Associated Hardwaré Stores” a group of 
retail hardware stores in Seattle, Wash. 
Each week the proprietors of these stores 
get together to discuss what features will 
be offered and what cooperative advertis- 
ing will be placed. Only four stores were 
listed. The seven members of this as- 
sociation are: Buchmann Hardware Co., 
425 Cedar; Columbia Hardware Co., 5000 
Rainier; McPherson Furn. & Hardware 
Co., Renton, Wis.; Paysse Hardware Co., 
4557 University Way; Peterson Hardware 
Co., 5311 Ballard; Poineer Hardware Co., 
4723 California, and Woodlawn Hardware 
Co., Greenlake Station. 





D. B. Manning Now with the 
American Fire Fabrics Corp. 


D. B. Manning, who for the past six 
years has been associated with the U. T. 
Hungerford Brass and Copper Co., New 
York City, has recently joined the sales 
staff of the American Wire Fabrics Corp. 
of New York City. This company is a 
subsidiary of Wickwire Spencer Steel Co., 
Ine., New York City. 

Mr. Manning is recognized by the trade 
and the wire cloth industry as an expert on 
wire cloth matters. He will soon start 
upon a trip through Pennsylvania, West 
Virginia, Delaware, Maryland, Virginia 
and North Carolina. 


Motor and Accessory Mfrs. Assn. 
Meets September 14, 15, 16 


Credit and industrial subjects of im- 
portance will be discussed at the Credit 
Conference of Members of the Motor and 
Accessory Manufacturers Association to 
be held at the Book-Cadillac Hotel, De- 
troit, Mich., Sept. 14, 15 and 16. Speakers 
will include J. H. Tregoe, executive man- 
ager of the National Association of Credit 
Men; W. B. Stout, president of the Stout 
Metal Aircraft Corp., which is a division 
of the Ford Motor Co., and others yet to 
be named. 

The conference will be held simultane- 
ously with the regular monthly group 
meetings of member credit executives or- 
dinarily held in different cities, 





Henry C. Wernecke Dies 


Henry C. Wernecke, prominent business 
man and hardware merchant of Man- 
itowoc, Wis., died at Sault Ste. Marie, 
Mich., recently while on a motor trip with 
his wife and friends. Mr. Wernecke 
started in the hardware business at the 
corner of Eighth and Washington Streets, 
Manitowoc in 1894. He was 65 years of 
age at the time of his death. 





Manufacturers’ Catalogs Needed 
by Ray Hardware Co. 


A recent fire destroyed a large part of 
the stock and building of the Ray Hard- 
ware Co., Jobbers of mill supplies and 
hardware in Pensacola, Fla. Many cata- 
logs and price lists were damaged and 
destroyed. The company is rapidly re- 
constructing the building and filling all 
orders, but they are in need of manufac- 
iurers catalogs and jobbers price lists. The 
loss was fully covered by insurance. 


Catalog No. 28 Recently 
Issued by Oswego Tool Co. 


Catalog No. 28 has been published by 
The Oswego Tool Co. of Oswego, N. Y. 
This catalog supersedes all previous issues 
and contains added lines of manufacture, 
and some changes and corrections in cer- 
tain lists. 

Among the many tools listed and illus- 
trated are tube expanders, pipe cutters, 
pipe vises, machinists’ vises, angle wrenches 
and pipe wrenches. 
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A Reminder 
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Cabinet is 23% ins. long 
by 18% ins. deep in- 
chading drawer pulls, and 
16% ins. high. Each 
drawer is 21 ins. long, 
16% ins. deep and 1% 
ins. high. 


To help you sell more Cleveland Twist Drills 
and provide customers with an habitual reminder, 
we have designed this striking Metal Display Drill 
Cabinet. 


Reports are that it is doubling drill sales for 
many hardware merchants. Lacquered in olive- 
green with compelling black, red and silver letter- 
ing, it is an effectual twist drill reminder. 


Six handy drawers, with numerous compart- 
ments, hold a complete stock of the proven best 
sellers for the average retail hardware stock. 


You don’t have to buy an “assortment” of Cleve- 
land Twist Drills to secure this Cabinet. It is 
sold separately. Made by one of the leading 
American makers of fine steel vertical filing cabi- 
nets. . 


Retailers can secure cabinets through our near- 
est distributor at /ess than large quantity produc- 
tion cost to us— 


$20.00 net, f.o.b. Cleveland. 


Made to order, it would cost you $40.00 or more. 
Send coupon for complete information. 


TWIST DRILL 
COMPANY 
CLEVELAND 
NEW YORK-CHICAGO- LONDOS 





TRADE MARK REG. U S PAT OFF AND FOREIGN COUNTRIES 
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The Cleveland Twist Drill Co., 
Cleveland, Ohio. 
Gentlemen: _ ta ees 
Please send complete information about your 
Cleveland Metal Display Drill Cabinet. 


cg Ree, 
Sr ce a a ea, Oe ean 
nn Se eee ee ee ea ee ee ee ee oe 














HARDWARE AGE 


for SEPTEMBER I, 1927 





All Steel Lawn Mower Has 

Many Advantageous Features 

An all steel lawn mower is now being 
manufactured by The F. & N. Lawn 
Mower Co., of Richmond, Ind. 

It is constructed throughout of solid steel. 
Side plates, drive wheels, bed plate and 
gears are cut solid steel and heat treated. 
The manufacturer lays emphasis on the 
fact that the parts are cut out and not 


stamped, which provides strength at the 
corners and elsewhere when bent. 

In addition, this new mower has a pat- 
ented principle of driving mechanism 
to reduce friction to a minimum. 


are Hyatt Parallel Bearings in the drive 


There 


wheels and Timken Tapered Roller Bear- 


ings in the revolving reel. 


Tisit, a New Cold Solder, Mends 
China, Wood and Aluminum 


Letellier Laboratories, Inc., of Roches- 


ter, N. Y., is manufacturing Tisit, a 
liquid cold solder for mending and stop- 


ping all leaks in all kinds of household 


articles, including those made of agate, 
iron, china, wood and aluminum. The article 
to be mended should be first thoroughly 
cleaned, the contents of the bottle stirred 
and then a sufficient amount of Tisit is 
applied to the break. It will harden in 20 
to 30 minutes and is heat resisting. 


Crowe Air Driven Saw Used 
When Air Is Available 

The Crowe Manufacturing Corp., 225 

East Third Street, Cincinnati, Ohio, is 
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manufacturing a saw which they claim 
will save from 75 per cent to 90 per cent 
in sawing costs. The Crowe Safety Saw 
is air driven. The manufacturer realized 
that many times a power saw was needed 
where there was no electricity available. 


It is operated by an I-R, three cylinder 


type of air motor, and equipped with a saw 


guard that has been approved by the 


Underwriters’ Laboratory, Pennsylvania 
Department of Labor and Industry, and 
the Ohio Industrial Commission. Cross- 
cut or rip blades can be used, or a com- 
bination of the two. The saw uses blades 


in three sizes, 6, 8 and 12 in. Special 
blades are also provided for sawing soap- 
stone, bakelite, cable, copper, wall board 


and other resistant materials. 


Duplex Hat Holder Prevents 

Losing Hat When Driving 
A novel device to hold a hat while 
driving an automobile is manufactured by 
the Flower City Specialty Co., Rochester, 


N. Y. The Duplex Hat Holder will hold 


two hats and other items, such as um- 
brellas, books, packages, and coats, 


also be carried if they do not weigh over 


may 


three pounds. 

It consists of two loops of wire, held 
together with a plate which is fastened to 
the top of the car. 

The Duplex Hat Holder is packed six 
in a counter display, 12 display boxes to 
a carton. 








Table-Top Wonder Ironer Is 
Made for Gas or Electricity 


The table-top Wonder Ironer, manufac- 
tured by the Wonder Ironer Sales, ‘Inc., 
18222 Oakview Road, Cleveland, Ohio, 
combines many new and useful features. 

The top will fold back out of the way 
or slide back to be used as a shelf for 


articles. When the ironer is not in use 
the top will slide forward, creating a table 
top. This top is enamel. The manufac- 
turer states that the shoe contacts equally 
well. along its entire length and weighs 
only 56 lb. The roll is deep-padded, to 
provide ample pressure. ; 

To set the ironer roll in motion, touch 
the lever that runs the length of the ma- 
chine at the height of the knee. The roll 
starts. To stop the roll, again touch the 
lever, which causes the roll to stop. 

The entire ironer has a white finish, 
full-baked enamel with white 
Duco paint. The Wonder Ironer is made 
in two sizes, 26 and 46 in. Both sizes are 
also made for either electricity or gas heat. 


combining 


Porter Bolt Clipper Used As a 
Rivet Squeezer 


An interesting use for the Porter Bolt 
Clipper, manufactured by the H. K. Porter 
Co. of Everett, Mass., is illustrated. The 
Edo Aircraft Co. of Long Island, N. Y., 
used this tool as a rivet squeezer in the 
fabrication of flying boat bodies. 
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Wind cant blow 
these doors shut / 


They slide inside the garage where they 
are forever free from the elements 


Ho’ many times last winter did the garage door blow 

shut just when you were ready to drive in? Thinkof [fF 
having garage doors that can’t blow shut; doors that won't : 
stick, sag, swell, or shrink. Garage doors that. work as easily 
as the front door of your home. Slidetite garage doors do. 


Slidetite equipped doors have all the hardware inside the 
garage where it will work better and last longer. By slid- 
ing the doors inside you have an unobstructed, full width 
opening. Slidetite is the most practical equipment for gar- 
ages with 2 to 10 doors, providing openings up to 30 feet. 
The dangerous center posts are done away with. 














































































Slidaside doors (above) are most practical 


when the garage is not deep enough to fold 
the doors inside. They slide around the cor- 
@ ner... inside. 
, we Hanever forany Door that Slides. : 


New York: - - AURORA, ILLINOIS, U.S.A. - + - Chicago 
Boston Philadelphia Cleveland Cinci i lis St. Louis New Orleans Des Moines 
Minneapolis Kansas City Los Angeles ‘in Francisco Omaha Seattle Detroit 
Montreal - RICHARDS -WILCOX CANADIAN CO., LTD., LONDON, ONT. - Winnipeg 




















Slidetite equipped doors (below) 
slide and fold inside . . . away from 
ice and snow ... free from the wind. 
In addition, they save 
the expense of an ex- 
tra entrance. 
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All Steel Lawn Mower Has 

Many Advantageous Features 

An all steel lawn mower is now being 
manufactured by The F. & N. 
Mower Co., of Richmond, Ind. 

It is constructed throughout of solid steel. 
Side plates, drive wheels, bed plate and 


Lawn 


gears are cut solid steel and heat treated. 
The manufacturer lays emphasis on the 
fact that the parts are cut out and not 





stamped, which provides strength at the 
corners and elsewhere when bent. 

In addition, this new mower has a pat- 
mechanism 


ented principle of driving 


to reduce friction to a minimum. There 
are Hyatt Parallel Bearings in the drive 
wheels and Timken Tapered Roller Bear- 
ings in the revolving reel. 


Tisit, a New Cold Solder, Mends 
China, Wood and Aluminum 
Letellier Laboratories, Inc., of Roches- 

ter, N.Y, 2 

liquid cold solder for mending and stop- 


manufacturing Tisit, a 


ping all leaks in all kinds of household 





articles, including those made of agate, 
iron, china, wood and aluminum. The article 
to be mended should be first thoroughly 
cleaned, the contents of the bottle stirred 
and then a sufficient amount of Tisit is 
applied to the break. It will harden in 20 
to 30 minutes and is heat resisting. 


Crowe Air Driven Saw Used 
When Air Is Available 

The Crowe Manufacturing Corp., 225 

East Third Street, Cincinnati, Ohio, is 
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manufacturing a saw which they claim 
will save from 75 per cent to 90 per cent 
in sawing costs. The Crowe Safety Saw 
is air driven. The manufacturer realized 
that many times a power saw was needed 
where there was no electricity available. 


It is operated by an I-R, three cylinder 





type of air motor, and equipped with a saw 
that the 
Pennsylvania 


guard has been approved by 


Underwriters’ Laboratory, 
Department of Labor and Industry, and 
the Ohio Industrial Commission. Cross- 
cut or rip blades can be used, or a com- 
bination of the two. The saw uses blades 
8 and 12 in. 
blades are also provided for sawing soap- 
stone, bakelite, cable, copper, wall board 
and other resistant materials. 


in three sizes, 6, Special 


Duplex Hat Holder Prevents 
Losing Hat When Driving 


A novel device to hold a hat while 


driving an automobile is manufactured by 
the Flower City Specialty Co., Rochester, 
N. Y. The Duplex Hat Holder will hold 
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two hats and other items, such as um- 
brellas, books, packages, and coats, may 
also be carried if they do not weigh over 
three pounds. 

It consists of two loops of wire, held 
together with a plate which is fastened to 
the top of the car. 

The Duplex Hat Holder is packed six 
in a counter display, 12 display boxes to 


a carton. 











Table-Top Wonder Ironer Is 
Made for Gas or Electricity 


The table-top Wonder Ironer, manufac- 
tured by the Wonder Ironer Sales, :Inc., 
18222 Oakview Road, Cleveland, Ohio, 
combines many new and useful features. 

The top will fold back out of the way 
or slide back to be used as a shelf for 





articles. When the ironer is not in use 
the top will slide forward, creating a table 
top. This top is enamel. The manufac- 
turer states that the shoe contacts equally 
well. along its entire length and weighs 
only 56 lb. The roll is deep-padded, to 
provide ample pressure. 

To set the ironer roll in motion, touch 
the lever that runs the length of the ma- 
chine at the height of the knee. The roll 
starts. To stop the roll, again touch the 
lever, which causes the roll to stop. 

The entire ironer has a white finish, 
combining full-baked enamel with white 
Duco paint. The Wonder Ironer is made 
in two sizes, 26 and 46 in. Both sizes are 
also made for either electricity or gas heat. 


Porter Bolt Clipper Used As a 
Rivet Squeezer 





An interesting use for the Porter Bolt 
Clipper, manufactured by the H. K. Porter 
Co. of Everett, Mass., is illustrated. The 
Edo Aircraft Co. of Long Island, N. Y., 
used this tool as a rivet squeezer in the 
fabrication of flying boat bodies. 
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Wind cant blow 


hese doors shut / 


They slide inside the garage where they 
are forever free from the elements 


OW many times last winter did the garage door blow 
shut just when you were ready to drive in? Think of 
having garage doors that can’t blow shut; doors that won't 
stick, sag, swell, or shrink. Garage doors that work as easily 
as the front door of your home. Slidetite garage doors do. 
Slidetite equipped doors have all the hardware inside the 
garage where it will work better and last longer. By slid- 
ing the doors inside you have an unobstructed, full width 
opening. Slidetite is the most practical equipment for gar- 
ages with 2 to 10 doors, providing openings up to 30 feet. 
The dangerous center posts are done away with. 













































































Slidaside doors (above) are most practical 
when the garage is not deep enough to fold 
the doors inside. They slide around the cor- 
ner... inside. 
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Slidetite equipped doors (below) 
slide and fold inside . . . away from 
ice and snow ... free from the wind. 
In addition, they save 
the expense of an ex- 
tra entrance. 
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(Washington Bureau of HARDWARE AGE) 

WASHINGTON, Aug. 29—Evidently the 
inquiry of the Federal Trade Commission 
into the supposed merger plans of duPont, 
General Motors and the United States 
Steel Corporation grows out of the be- 
lief of Abram F. Myers, a member of 
the Commission, that Federal control of 
such large interstate business as is rep- 
resented by these interests is essential. At 
least he is credited with saying their busi- 
ness amounts to $25,000,000,000 annually, 
and that governmental regulation is nec- 
essary for adequate protection of the pub- 
lic and investors. Whether the inquiry 
gets anywhere or not, its justification or 
lack of justification disregarded, the fact 
remains that the statement which Mr. 
Myers is credited lends color to the be- 
lief that it looks to proposed legislation. 
Mr. Myers, author of the resolution which 
instituted the investigation, formerly was 
in charge of the anti-trust bureau of the 
Department of Justice. Mr. Myers thinks 
there sholud be indirect control of cor- 
porations by publicity of their accounts 
and affairs. He contends this could be 
accomplished by a system of Federal li- 
censes. He is of the opinion that, while 
the Government can unscramble a cor- 
poration that has been held to violate the 
anti-trust laws, it would be preferable from 
an economic standpoint if the Govern- 
ment would advise in advance what should 
be the nature of a corporation permitted 
to engage in interstate commerce. There 
are many who contend that the supposed 
merger, even if contemplated, would not 
be in violation of the anti-trust laws, in- 
asmuch as it would not mean the absorption 
of competitive units, but rather would be 
the setting up of a large vertical corpo- 
ration operating sources of production as 
well as of consumption, which would lower 
costs and give benefit to the ultimate users 
—the public at large. 

‘Se 


The Sacco-Vanzetti case, which brought 
about demonstrations in all parts of the 
world, certainly has also brought about 
an intensified movement opposite to that 
desired by the noisy reds. They have not 
as yet been given charge of running the 
United States Government against which 
they have railed, with some native assis- 
tance, with great vehemence. The very 
Uncle Sam whose “tyranny” has been at- 
tacked so bitterly has been remarkably 
lenient in permitting “free speech.” The 


Government has been the target of un- 
bridled verbal terrorism, and it has been 
permitted to a degree that gives the lie 
to those who prate about the denial of 





By L. W. Moffett 


“liberty.” The upshot is that strengthen- 
ing of the immigration laws at the next 
session of Congress is in prospect. More- 
over, Secretary of Labor Davis has or- 
dered a round-up of the reds and other un- 
desirables, with a view to deporting those 
who have entered the country illegally. It 
is a strange thing that these reds should 
want to remain in a country which they 
charge is tyrannical. One would imagine 
they would be only too glad to return to 
the lands whence they came. Instead they 
are being forced back. The Secretary of 
Labor has asked big employers of labor 
to cooperate with the Department and re- 
port those who have been found to have 
sneaked into the United States in violation 
of the immigration laws. Mr. Davis favors 
the plan adopted by Henry Ford, which 
requires that employees show papers of 
citizenship or of legal entrance to the 
United States. Some vears ago he advo- 
cated registration of alien immigrants, 
but Congress turned the plan down. 
It is not proposed to revive this plan at 
present. But tighter immigration laws are 


in prospect. 
* * 


Distribution of merchandise to consum- 
ers as indicated by sales of department 
stores, mail-order houses and chain stores 
operating in all sections of the country 
was slightly larger in the first half of 1927 
than in the first six months of 1926, ac- 
cording to the Federal Reserve Bulletin. 
Wholesale trade, on the other hand, was 
smaller in value than in the corersponding 
period of last year, but this’ decrease in 
dollar values of sales is declared to have 
been influenced by the reduction in whole- 
sale prices. Analysis of department store 
sales by Federal Reserve districts for the 
first half of the year shows that in Bos- 
ton, New York, Cleveland and Chicago 
Federal Reserve districts, which are ba- 
sically industrial and commercial, and in 
the San Francisco and Kansas City dis- 
tricts, sales were larger than in the first 
half of 1926, while in several southern 
and middle western districts, which are 
principally agricultural, and in the Phila- 
delphia district, sales were below those 
of last year. Inventories of merchandise 
of department stores average slightly less 
in the first half of the present year for 
the country as a whole than in the first 
six months of 1926. Total sales of ap- 
proximately 1250 wholesale firms in 10 
lines of trade—hardware, groceries, meats, 
dry goods, men’s clothing, women’s cloth- 
ing, boots and shoes, drugs, furniture and 
agricultural machinery—average 5 per 
cent smaller in the first half of the year 
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Inquiry into Supposed Merger Plans of duPont, General Motors and U. S. Steel— 
Sacco-Vanzetti Demonstrations React for Tightening of Immigration Laws— 
Distribution Analysis for First. Half of 1927—Tax Cuts Likely to Be Smaller 


than in the corresponding period of 1926. 
Declines in sales were reported in all lines 
except boots and shoes, the largest being 
in sales of dry goods, women’s clothing and 
hardware. A factor in reducing the dollar 
volume of wholesale trade, as compared 
with 1926, has been the decline in whole- 
sale commodity prices. The percentage de- 
crease in the value of the wholesale hard- 
ware trade during the first six months of 
the present year, as against the corre- 
sponding period of last year, is given as 7.4. 
* *k * 

Keen competition in business and indus- 
try today reflects the changes that have 
come about in the commercial world. New 
methods of distribution, elimination of 
waste, increased productive power through 
improved machinery, etc., all are coming 
to the fore. Ray M. Hudson, chief of 
the Division of Simplified Practice, De- 
partment of Commerce, recently declared 
that “there can be no question that profits 
of the future must come out of today’s 
wastes.” The study of distribution meth- 
ods also is an outstanding development in 
modern-day merchandising. It has been 
particularly noted that chain stores are in- 
creasing delivery service, or adding it, 
where no such service previously prevailed. 
The consumer is being given a service 
such as never before. Study of statistical 
information for wholesalers.and retailers 
is more intense at present than heretofore. 
Mail order houses are setting up retail 
stores, and the new competition otherwise 
manifests growing keenness. Yet the re- 
tail merchant of established reputation for 
quality goods at reasonable profits finds 
he has built well and is not being crowded 
to the extent that may have been imagined. 
But he has to be alert, progressive and 
of sound business judgment. 

x * * 


Remarks of Under Secretary of the 
Treasury Mills, supported by Secretary of 
Labor Davis and others indicate, with in- 
creased force, that the Administration is 
not going to permit, 1f it can help it, any- 
thing like as great a slash in Federal taxes 
as at one time was thought to be in pros- 
pect. But a cut in the corporation in- 
come tax nevertheless seems to be alto- 
gether probable. Its size is another mat- 
ter. The surplus in the Treasury now 
seems to be something under $400,000,000, 
at least according to the Administration 
view. According to the opposition, it runs 
anywhere from $500,000,000 to $600,000,- 
000. The holding down of tax cuts is be- 
ing advocated more or less strenuously. 
Some think this presages large sums 
for flood control, naval construction, etc. 
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for Economical Transportation 
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World's 





Ton-Mile Cost 


Lowest 





for Hardware Dealers 


Whether you need a truck for fast, economical 
delivery over city streets— 

—whether your problem is the transportation 
of ton loads over all types of highways— 

—or whether you need a truck for any sort of 
special purpose— 

—you can secure a Chevrolet Truck, with a 
type of body to meet your particular needs, that 
will give you the world’s lowest ton-mile cost.* 
Go to the salesroom of the nearest Chevrolet 
dealer and see for yourself how the sturdy, 
powerful Chevrolet chassis is designed and 
built to reduce operating and maintenance 
costs. Observe the deep channel steel frame, 


~at these 


low prices! 
Gants 9395 
Chasis °495 
ChassiswithCabO LO 


a 
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heavy banjo-type rear axle, and long extra- 
leaved, semi-elliptic springs—all constructed to 
operate under the severest usage. Note the 
powerful valve-in-head motor — dependable, 
efficient and long-lived. 


Here, in every feature, is a type of construction 
once undreamed-of in a low-priced commercial 
car— 


—ruggedness, strength and modern design 
which assure you the long-time, over-all oper- 
ating efficiency that has made Chevrolet the 
world’s most popular gear-shift truck! 


CHEVROLET MOTOR COMPANY, DETROIT, MICHIGAN 
Division of General Motors Corporation 


*Ton-mile cost is the cost of transporting a 
ton of material one mile—or its equivalent. 
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General Market News 











Light Retail Stocks Should Help 
Sale of Fall Merchandise 


Now Becoming More Active 


NEW YorK, Aug. 30.—Average retail hardware stocks are abnormally 
light for this time of the year, say jobbers, which leads them to believe 
that fall trade should be very active, barring a long stretch of unsea- 


sonal weather. 
fair quantities. 


Fall and winter items are already beginning to move in 
Wholesalers are taking good orders for snow goods, 


ice skates, sleds, and furnace items have been fairly active for two 


weeks. 


There are a few price adjustments noted in the several important 


market centers. 


Shelf goods are generally active, with mechanics’ tools 
improving the last week in August. 


Collections appear improved in most sections. 





Auto Accessories Show Gain 
August Had Upward Trend 


Automotive parts and accessory busi- 
ness, which declined to a low level with 
the rest of the industry in July, has been 
on a steady upward trend in August, ac- 
cording to the Motor and Accessory 
Manufacturers Association. Reports from 
production centers indicated that August 
would be one of the best months of the 
year and that September would not be 
far behind. 

Manufacturers’ shipments in July were 
Jower than in any month since January, 
according to the association. This was 
due to reduced operating schedules of car 
and truck manufacturers and to the dull 
wholesale and retail sales period while the 
rublic was waiting to see the new car 
models. 

A large group of manufacturers re- 
porting to the association shipped in July 
143 per cent of their January, 1925 ship- 
ments as compared with 167 per cent in 
June and 172 per cent in May. The July 
level was higher than in 1926, however, 
when shipments aggregated 133 per cent. 

Parts and accessory manufacturers do- 
ing original equipment business shipped in 
July 148 per cent of their January, 1925, 
business to car and truck manufacturers. 
This compared with 176 per cent in June, 
184 per cent in May and 135 per cent in 
july a year ago. 

Trade sales of replacement parts were 
strong in July. Shipments of reporting 
companies aggregated 142 per cent of the 
January, 1925, level as compared with 130 
fer cent in June, 123 per cent in May and 
117 per cent in July a year ago. 

Trade sales of accessories declined in 
July to the lowest point since February, 





reaching an index of 97 per cent of Jan- 
uary, 1925, as compared with 132 per cent 
in June, 131 per cent in May and 127 per 
cent in July last year. 

Sales of garage machinery and tools, 
which had established new records for 
every one of the first six months, declined 
in July. The aggregate of reported ship- 
ments was 136 per cent in July, 171 per 
cent in June, 192 per cent in May and 142 
per cent in July, 1926. 

Parts factories, particularly those en- 
gaged in supplying the vehicle makers, 
were operating at a seasonally high level 
throughout August and in many cases had 
substantial orders for September. Gen- 
erally, the outlook for early fall business 
is excellent. 


Freight Car Loadings Up Week 
Ended August 13 


Loading of revenue freight for the week 
ended on Aug. 13 totaled 1,049,280 cars, 
according to reports filed Aug. 23 by the 
carriers with the Car Service Division of 
the American’ Raitway Association. 

This was an increase of 25,062 cars 
above the preceding week this year, in- 
creases being reported in the total loading 
of all commodities except ore and mer- 
chandise and less than carload lot freight. 
Compared with the corresponding week 
last year the total for the week of Aug. 
13 was a decrease of 53,380 cars as well as 
a decrease of 15,196 cars under the cor- 
responding week in 1925. 

Miscellaneous freight loading for the 
week of August 13 totaled 400,148 cars, a 
decrease of 1511 cars under the corre- 
sponding week last year. 











Northwest Harvest Yield Good 
Betters 10 Year Average 

Harvesting is nearly completed, and 
threshing is well under way. Yields are 
somewhat less than first estimates, but are 
averaging, over the entire Northwest 
tributary to the Twin Cities, above the 
yields for the past 10 years. 

County fairs are in full swing, and the 
minnesota State Fair is now engaging at- 
tention from the entire Northwest. Deal- 
ers are stocking up for the fall season, 
with the expectation that they will have a 
better trade than for several years. 


Dollar at 72.2 Cents Last Week, 
Says Fisher 

Prof. Irving Fisher of Yale Univer- 
sity announced Aug. 21 that last week’s 
prices, based on Dun’s quotations, av- 
eraged 138.6 per cent of the pre-war 
level. The purchasing power of the 
dollar was 72.2 pre-war cents, says the 
Journal of Commerce. 

Crump’s index for the week was 
134.4 and the July average 136.1. 

The Italian index for the week ended 
Aug. 13 was 484.3 and the July aver- 
age 514.8. 








Complete Retail Trade Survey 
Made in Baltimore, Md. 

Two-thirds of all the money spent by 
the inhabitants of large cities in retail pur- 
chases goes for food, clothing, automobiles 
and gasoline, furniture and house furnish- 
ings, it is indicated by a report issued 
Aug. 17 by the Chamber of Commerce of 
the United States, summarizing the recent 
trade census of Baltimore taken by the 
Department of Commerce. 

Seventy per cent of retail purchases are 
concentrated upon four classes of com- 
modities, the investigation showed. Nearly 
one-third of a city’s business is done in 
the food group, one-fifth in clothing, one- 
tenth in the automotive group and one- 
twelfth in furniture and house furnishings, 
leather goods and kitchen utensils. 

The’ Baltimore figures show that sal- 
aries and wages to employees of retail 
stores represent twelve per cent of their 
sales. In wholesale establishments this 
item represents but six per cent. Chain 
stores, numbering 1308, did a total busi- 
ness of $81,767,500 while 9819 independent 
stores had sales totaling $287,259,800. 
Sales per capita amounted to $457. 
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VOUT 








THREE STANDARD MODELS 


HERCULES 
Hyatt Roller Bearing Wheels 
Steel Wheel Shafts 
Timken Roller Bearing Cylinder 
Five Drawcut Blades 
Dust Proof Oil Cups 
Interchangeable Parts 





AUTOMATIC, Style 11-5 
Eleven Inch Wheels 
Fafnir Ball Bearings 
Five Drawcut Blades 
Dust Proof Oil Cups 

Interchangeable Parts 









PILGRIM 


Eleven Inch Wheels 
Timken Roller Bearings 
Five Drawcut Blades 
Dust Proof Oil Cups 
Interchangeable Parts 











A Policy that Pays~ 


both You end Ourselves 

















OOD lawn mowers at 
fair prices and careful 
attention to individual require- 
ments go far toward explain- 
ing how we have been able to 
retain the confidence and busi- 
ness of so many of our cus- 
tomers for a generation or 
longer. 


Write for our catalog and the 
name of our nearest jobber. 


Blair Manufacturing Co. 
Established 1879 


Springfield, Mass. 





This label on the handle of Blair 
lawn mowers is your guarantee of 
their quality. 

















BLAIR Srawcut LAWN MOWERS 








a 
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Chicago Fall Business Getting Under Way— 


Prices Firmer with Some Slight Advances 


(Chicago Office of HARDWARB AGE) 

CHICAGO, Aug. 30.—The general spirit of optimism regarding the 
crop outlook and this fall’s business continues, although some sec- 
tions are reporting that rust, due to wet weather, is making some 
inroads on the wheat yield. However, harvesting is progressing 
rapidly and it is hoped that this new menace will be neither wide- 
spread or serious. 

The buying of fall merchandise by the dealers continues to gather 
momentum and the demand for some lines is quite active for so 
early in the season. Radio sales, especially, are getting under way 
much earlier than usual. 

Prices in general are showing some little additional firmness and 
small advances are reported this week on sash cord, linseed oil and 
turpentine, the first of these being due to higher prices in the cot- 
ton market. 

Building operations are still below last year’s level, although there 
is enough activity to cause a fairly brisk demand for all kinds of 
materials. Builders’ hardware is moving well. 

There was a very noticeable increase during the past week in steel 
buying by general manufacturers, but this was offset by a further 
decline in railroad and tank manufacturers’ purchases. However, 
there is better business from the railroads in prospect judging from 
the inquiries that are now being received. The steel mills in the 
Chicago area are still operating at about 65 per cent of capacity. 

Collections are satisfactory and are about the same as last year 
at this time. 





AUTOMOBILE ACCESSORIES.—The | No. 11021, $1.55; No. 19221, $2.50; No. 


, ‘ 1621, $3.50. 
demand is holding up well as the tour- | a hy Rubbers.—Good Luck, double 
i ; . lip, red, 80c. per gross. 
ist season continues: Fruit Presses. — Enterprise, No. 6, 
We quote from jobbers’ stocks, $6.25 each; Juicy Fruit, 3 qt., $3. 50 
f.o.b. Chicago: each; 6 qt., $4.30 each; 12 at., $6 each. 
Spark Plugs.—Splitdorf, for Fords, Canning Racks.—No. & single jar, 
50c. each; regular, 58c. each; Cham- 70c. per Sos; No. 2, 8 jar, $3.60 per 
pion X, 45c. each; Champion Blue doz.; jar wrenches, 75e. per doz. 


Box line, 53c. each; A. C., 53c. each; ; 
lots of 100, 50c.; A. C. Special Ford, BOLTS AND NUTS.—While sales are 


36c. each. only fair, prices are being well main- 
Spot Light.— Appleton, No. 3280, tained 
$6.50 each. 7 
Chains.—Non-skid, dozen pair lots, We quote from jobbers’ stocks, 
35 per cent discount. f.ob. Chicago: Carriage bolts, cut 
Jacks.—National Standard, No. 21, thread, 60 per cent discount; small 
$1.30 each. carriage bolts, rolled thread, 60-10 
Pumps. — Rose, 1% in. cylinder, per cent discount; machine bolts, cut 
$1.85 each. : thread, 60 per cent discount; small 
Tires and Tubes.—30 x 3% over- machine bolts, rolled thread, 60-10 
size cord tires, $8.75 each; regular per cent discount; all stove bolts, 75- 
cord, $6.60 each; gray inner tubes, 10 per cent discount; lag screws, 60 
= x se oy = each; red inner tubes, per cent discount. 
x each 
hy BUILDERS’ HARDWARE.—A _ good 


AXES.—The fall demand i is getting un- A s . 
. _| volume of orders is being received. 
ne aed Berne . po ee ep eer Jobbers’ prices are still unchanged. 
— ys ¢ We quote from jobbers’ stocks, 


We quote from jobbers’ stocks, f.o.b. Chicago: 3% x 3% steel butts, 
f.o.b. Chicago: single bit base old copper and al brass finish, $1.92 
weight axes, unhandled, at $14 per per doz. pair, case lots—less quan- 
doz.; handled at $19.25 per doz.; tities, 12c. per doz. pair higher; 4 x 
double bit base weight axes, un- 4 steel butts, old copper and dull 
handled, at $19 per doz.; handled at brass finish, $2.64 per doz. pair, case 


$24.50 per doz. lots—less quantities, 12c. per 


doz 
BEVERAGE AND PRESERVING pair a: heavy steel ‘bevel inside 


sets, $5.75 per doz. sets, case lots; 


SUPPLIES.—The demand is naturally steel bit-keyed romt Goer sets, $1.45 
j j § per set; wrought rass t-keye 
vane heavy at this time of year front door sets, $2.49 per set; cylin- 
Py we hie: from jobbers’ stocks, der front door sets, $6 per set. 
0. ic. r 
Bottles and Caps. ~ uarts, $8 per CAMP STOVES AND CAMP FURNI- 
gross; caps, c. to c. per gross; ae i i 
ney a2 a) aoe Gens ean, TURE.—The steady demand is holding 
$8.50 to $9.50 per doz. up well and re-orders from the deal- 
Strainer Sets.—Strainer stand, $4 ers are numerous. 


r doz.; strainer bag, $2 per doz.; 
Biter bag, $8 per doz We quote from jobbers’ stocks, 


Scales.—Universal "No. 1021, $1.25; f.o.b. Chicago: Coleman No. 2 Camp 
Reading matter continued on page 62 








stoves, $8.50 each; Coleman, No. 1 
Camp stoves, $6.25 each; American 
Kamp Kook No. 3 stoves, $4.20 each; 
American Kamp Kook No. 7 stoves, 
$6 each; Gold Medal cots, $32.50 doz.; 
Gold Medal badger cots, $26.25 doz. 


CHAIN.—Prices are unchanged and 
sales are seasonal. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: %-in. proof cow 
chains, $8.50 per 100-lb. Tenso Bull 
Dog and Brown coil chains, 50-10 
per cent discount, No. 00-44% electric 
welded cow ties, "$2. 75 per doz. 


COPPER RIVETS AND BURRS.— 
There is some talk among manufac- 
turers of higher prices. Sales are 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Co’ r rivets and 
burrs, 40-5 per cent discount. 


ELECTRICAL MERCHANDISE.— 
There is a growing demand for appli- 
ances and flashlights generally. Prices 
are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Electrical Merchandise.— No. 14 
rubber covered wire, $6.25 per 1000 
ft.; in 100 zt lots, $5.75; No. 18 lamp 
cords; A per 1000 ft.; in 1000 ft. 
lots, %-in., brush brass key 
~+ 1538 c. each; two-way plugs, 
45c. each, in lots of 10, 40c. each; 
two-piece attachment plugs, ee 
each; dry cells, boxes of 
each: less than case lots, 36c. each. 

Electrical Appliances.—Irons, Hot 
Point, $4.20; lots of fa $3.89; Sun- 
beam, $5; lots of six, $4.72. ' Table 
stove; Armstrong, $8. Percolator, 
Universal 9169, $16.65. 

Radio Supplies.—Radio B batteries, 
No. 766, $1.40 each; No. 776, pack- 
ages of 10, $1.30; No. 767, $2.62 each; 
No. 767, packages of 5, $2.44 each; 
No. 770, $3.40 each; No. 770, pack- 
ages of 5, $3.17; No. 772, $2.62 each; 
packages of 5, $2.44; No. 486, 3: 58 
each; No. 486, packages of 5, $3. 

Battery Chargers.—Apco line, ab 
of less than 10, $13.50 each. 


FILES.—A steady volume of orders is 
being received. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: American files, 60-10 
per cent off list; Nicholson files, 50 
per cent off list; Black Diamond files, 
50 per cent off list. 


FISHING TACKLE.—While the peak 
of the selling is over, a large volume 
of fill-in orders is being placed by the 
dealers. 


PP quote from jobbers’ stocks, 
Chicago: Bronson No. 100, $2. 25 

oe Chicago level windin reel, 

$2 each; Symploree! No. 752, $4.90 

each, South Bend Brass-Orenos, $8 

doz.; Heddon’s Zig-Wag, $10 doz.; 

—_ _ silk casting line, $1.40 per 
yds. 


GALVANIZED WARE.—Prices are 
decidedly firm, with manufacturers re- 
fusing even their preferred distributors 
any pence 


quote from jobbers’ stocks, 
my Chicago: Standard galvanized 
after-made tubs, No. 1, $6; No. 2, 
$6.85; No. 3, $8; 10 qt., galvanized 
after-made pails, $2.12; j2 at., $2.33; 
14 qt., $2.60. Ope gal. all galvanized, 

pa cane, $2.75 doz.; 2 gal., $4 doz.; 
6 doz.; 5 gal., 7 doz.; 1 bu. 
sane baskets, $6.20 doz.; No. 
bu. bailed galvanized measures, 
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Achietinig H igher Qublity i 
oat Normal Cost © 


HE extremes of quality that make a _ 
tire deliver thousands of extra miles ~ > 
of trouble-free service make its produc- 
tion costly. — 
But those extremes are built into 
.Mansfields with money saved by a lower 
cost of wholesale distribution. 
_. The car owner pays no moré—merely 
gets more. 
: +. Nothing in business is so gratifying to 
fea? 2 ‘a manufacturer as growing public appre- 
15 ciation of his product. 
oureeee o> --« Our ambition to build tires expensively 
. af and distribute them inexpensively—so as 
to deliver the lowest cost per mile of serv- 
ice—is now fully realized by a wide margin. 
New thousands of ‘motor.car owners 
are learning this from their first set of 
Mansfields this: year. 
‘THE MANSFIELD TIRE @& RUBBER CO. 
Mansfield, Ohio 
Balloon Cords’ + Truck Cords Heavy Duty Cords 

































The great Hardware we 
Wholesalers of the country ‘ 
have in a sense combined 
to give this exceptional 
tire the widest, most 
thorough, most econom- 

. ical wholesale distribution 

sever enjoyed 4 any tire. 











The Cost of Distribution is Lower — The Standard of Quality is Higher 


MANSFIELL 


Built—Not to Undersell, but—to Overserve 














62 HARDWARE AGE for SEPTEMBER I, 1927 





GLASS AND PUTTY.—Fall sales have 
not yet started. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Single strength A, all 
brackets, 88 per cent discount; single 
strength B, all brackets, 89 per cent 
discount; double strength A, all 
brackets, 88 per cent discount; double 
strength B, all brackets, 89 per cent 
discount; putty, pure grade, $4.25 per 
100 lb.; commercial, $3.50 per 100 Ib. 


GOLF GOODS.—Sales continue to be 
remarkably good, with an especially 
good demand for the higher grade 
clubs. 


We uote from jobbers’ stocks, 
f.o.b. hicago: High-grade wood 
clubs, $2.50 each; irons, $2.10 each; 
medium grade, $1.35 each; Crawford- 
McGregor steel shaft wood clubs, 
$4.50 each; Crawford-McGregor steel 
shaft iron clubs, $3.50 each; Grand 
Slam wood clubs, $4.75 each; Grand 
Slam iron clubs, $3.35 each; U. S. 
Royal Golf Balls, $6.50 doz.; St. 
Mungo Colonel Golf Balls, $6.50 doz. 


HANDLED HAMMERS AND HATCH- 
ETS.—The sales volume is normal and 
prices are unchanged. 

HAMMERS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality, 16 oz. 
nail hammers, $12 doz.; Maydole, 
$12.60 doz.; 16 oz., machinists’ ham- 
mers, first quality, $9.20 doz.; com- 
petitive grade, 16 oz., nail hammers, 
$6 to $8 doz. 


HATCHETS— 


We quote from jobbers’ stocks, 
f.o.b. Chicago: First quality hatchets, 
No. 2 shingling, $12.50 doz.; First 
quality hatchets, No. 2 Broad, $16.40 
doz.; medium quality hatchets, No. 2 
shingling, $8 doz.; medium quality 
hatchets; No. 2 broad, $12.50 doz. 


HANDLES, TOOL.—Prices continue 
very firm with a normal demand. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Axe Handles.—No. 1 hickory, $4 
doz.; No. 2, $3 doz.; second growth 
hickory, $5 doz.; finest selected sec- 
ond growth hickory, $6.50 doz. 

Hatchet and Hammer Handles.— 
No. 1, 90c. doz.; finest second growth 
hickory, $1.80 doz. 


HINGES.—Jobbers’ prices are still un- 
changed. A good volume of business 
is being placed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Heavy strap hinges 
in bundles, 4-in., 88c.; 5-in., $1.16; 
6-in., $1.28; 8-in., $2.05; 10-in., $3.45 
per doz. pair; extra heavy T hinges, 
in bundles, 4-in., $1.21; 5-in., $1.49; 
6-in., $1.53; 8-in., $2.49; 10-in., $3.71 
per doz. 


HUNTING CLOTHING.—Sales for the 
fall season are just starting. 


ICE CREAM FREEZERS.—Sales are 
very satisfactory. Prices are un- 
changed. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: White Mountain, 1 
qt., $4.80 list; 2 qt., $5.60 list; 3 qt., 
$6.75 list; 4 qt., $8.25 list; 6 qt., 
$10.45 list; 8 qt., $13.40 list; 10 qt., 
$17.90 list; 12 qt., $21.50 list; 15 qt., 
$25.60 list; 20 qt., $33.20 list; 25 qt., 


$42.60 list: Arctic, 1 qt., $4 list; 2 qt., 
$4.60 list; 3 qt., $5.45 list; 4 qt., $6.80 
list; 6 qt., $8.60 list; 8 qt., $11.10 list. 
All the above less 50 per cent dis- 
count. Alaska, 1 qt., $2.05 list; 2 qt., 
$3.45 list; 3 qt., $4.10 list; 4 qt., 
list: 6 qt., $6.30 list: 8 qt., $8.20 list; 
10 qt., $10.75 list; 12 qt., $14 list; 15 
qt., $17 list: 20 qt., $21.50 list. A dis- 
count of 20 and 10 per cent on all 
above prices. Acme, 2 qt., galv., $8 
per doz.; 2 qt., enamel, $10 per doz.; 
4 qt., enamel, $18 per doz. Above 
prices are net. 


NAILS.—The demand is normal for 
this season of thé year, with the out- 
look for the fall business good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common wire and ce- 
ment coated nails, current orders, 
$2.95 per keg base. 


PAINTS AND OILS.—Both linseed oil 
and turpentine have advanced slightly. 
The demand is active. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Linseed Oil.—Raw, barrel lots, 92c. 
per gal.; 5-barrel lots, 89c. per gal. 
_Linseed Oil.—Boiled, barrel lots, 
— per gal.; 5-barrel lots, 92c. per 
gal. 

Denatured Alcohol. — Barrel lots, 
53l4c. per gal.; steel drums, extra $6, 
returnable. 

Turpentine—Drum ots, 72c. per 
gal. net. 

White Lead.—100-lb. lots, $13.75; 
50-lb. lots, $7; 25-lb. lots, $3.50; 121%4- 
Ib. lots, $1.80. 

Shellac.—(414-lb. cuts), white, $2.60 
per gal.; orange, $2.30 per gal. 

English Venetian Red.—In barrels, 
$3.50 to $6.75 per 100 Ib. 
wo” Paste.—Barrel lots, 7c. per 


PREPARED ROOFING.—Sales con- 
tinue rather light and there are no 
price changes. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Best grade slate sur- 
faced prepared roofing, $2.50 per 
square; best grade tale surfaced, $2.65 
per square; medium talc, surfaced, 
$2 per square; light tale surfaced, 
$1.20 per square; red rosin sheathing, 
$57 per ton. 


PYREX WARE.—Sales are in steady 
volume and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 

Bread Pans.—No. 212, $7.20 doz.; 
No. 214, $12 doz. 

New Handled Casseroles.—Round, 
No. 622, $12 doz.; No. 623, $14 doz.; 
Oval, No. 632, $12 doz.; No. 633, $14 
doz.; Shallow Oval, No. 642, $12 doz.; 
No. 643, $14 doz. 

Pie Plates.—No. 208, $6, per doz.; 
No. 209, $7.20 per doz. 

Tea Pots.—2 cup, $21 doz.; 4 cup, 
$24 doz.; 6 cup, $28 doz. 

Utility Pans.—No. 231, $8 doz.; No. 
232, $14 doz. 

Iced Tea Sets.—$4 per set. 
ROPE.—There is talk of higher prices 
on manila rope. Sales are good. 

We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 1 manila, standard 
brand, 23c. to 25%c. per Ib.; No. 2 
manila, 22c. per Ib.; No. 1. sisal, 
14%c. to 16c. per Ib.; No. 2 sisal, 
134,c. to 15c. per Ib. 

SASH CORD.—Manufacturers have 
advanced prices a cent per pound and 








jobbers’ prices are up accordingly. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 7, standard brands, 
$8 per doz. hanks; No. 8, $9.10 per 
doz. hanks. 


SASH PULLEYS.—Sales are good and 
prices very firm. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: Common sash pulleys, 
55c. per doz.; barrels, 50c. per doz.; 
Common-sense, 2-in., 55c. doz.; bar- 
rels, 50c. doz.; No. 110, 50c. doz.; 
barrels, 45c. doz. 


SCREWS.—A good active demand con- 
tinues, with prices unchanged. 


We quote from jobbers’ stocks, 
f.ob. Chicago: Flat head, bright 
screws, 75-20-35 per cent; round head, 
blue, 7244-20-35 per cent; flat head, 
brass, 7244-20-35 per cent; round head 
brass, 70-20-35 per cent. 


SOLDER AND BABBITT.—Sales are 
somewhat better. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b.. Chicago: Warranted 50-50 
solder, $41.00 per 100 lb.; medium 
45-55 solder, $40.00 per 100 Ib.; tin- 
ners, 40-60 solder, $39.00 per 100 Ib.; 
high speed babbitt metal, $20.00 per 
100 lb.; standard No. 4 babbitt metal, . 
$13.00 per Ib. 


STEEL SHEETS.—Prices are strong 
but unchanged, with the demand very 
good. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage galvanized 
sheets, $5.30 per 100 lb.; 28-gage black 
sheets, $4.20 per 100 Ib. 


STOVE PIPE AND ELBOWS—COAL 
HODS.—The fall demand is starting 
off well. Prices are the same as pre- 
vailed last season. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: 28-gage, 6-in. Blued 
Stove Pipe, 13c. per ft.; 28-gage, 6-in. 
Corrugated Elbows, $1.45 per doz.; 
17-in. Galvanized Coal Hods, $4.85 
per doz.; 17-in. Competition Coal 
Hods, $4.35 per doz. 


WIRE PRODUCTS.—Indications are 
for a good fall demand, with firmer 
prices. 


We quote from jobbers’ stocks, 
f.o.b. Chicago: No. 8 black annealed 
wire, $2.95 per 100 lb.; No. 8 galvan- 
ized plain wire, $3.40 per 100 Ib.; 
eatch weight spool galvanized cattle 
or hog wire, $3.65 per cwt.; 80 rod 
spool of galvanized hog wire, $3.18 
per spool. Polished fence staples, 
$3.40 per 100 Ib. 


WRENCHES.—The demand is normal 
and prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b, Chicago: Agricultural wrenches, 
60-10 per cent discount. Coes 
wrenches, 40-10 per cent discount; 
engineers’ wrenches, 50-10 per cent 
discount off new list; Stillson 
wrenches, 70 per cent discount; 
Trimo, 65-70 per cent discount. 

Snap-on Wrenches.— Radio and 
electrical sets in metal cases, $2.75; 
No. 101 Master Service Set, $13.75; 
No. 202 Heavy Duty Set, $8.80; No. 
404 Flexible Socket Set, $8.80; No. 
608 Crankcase Drain Plug Socket, 
$3.20; No. 90 Square Socket, Set, 
$3.70; No. 1817 Giant “Snap-on’’ with 
extra heavy duty ratchet, $27.35. All 
Snap-on Wrenches less 3314 per cent 
discount. 








“Resale price fixing is being widely dis- 
cussed today throughout trade and industry,” 
said the Commission announcement. “Back 
in 1916 a referendum of the Chamber of 
Commerce of the United States showed 
74 per cent of the votes cast in favor of 
legislation permitting resale price main- 
tenance. Last year in a similar referendum 


Resale Price Fixing 


54 per cent of the votes were for resale 
price maintenance laws. The Commission 
today believes agitation for this kind of 
law making will continue. 

“Studies of the effects, advantages, and 
disadvantages of price fixing are now in 
progress in many parts of the world. 
Throughout the British dominions an 
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organization known as the Proprietary 
Articles Trade Association seeks to stip- 
ulate what shall be the resale prices for the 
products of wholesalers, manufacturers, 
and retailers and in each of these countries 
there is agitation as to what constitutes 
unfair practices in restraint of trade. Thei: 
problems are strikingly similar to ours. 
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ry when he wakes up! 


Green, Brown, Ivory, White and 
Black; also the transparent Clear. 


Free QuarTeR-Pint Can 
Send ten cents to cover packing and 
mailing cost and we will send you a quar- 


YES, DR Y— in thirty minutes 
it is hard and the finished object 
is ready foruse! Just afew min- 
utes after brushing it on you can 
touch and handle “61” Lacquer 
Enamel. So st dehant geo ¢ Enamel you select from the list of colors 
even the youngsters ca Gettin mentioned. Only one free can will be sent 
rich colors effectively 0 any one household. We will also send 


smoothly and brushes o ou color card and names of local dealers. 
laps, streaks or brush Guarantee: If any Pratt &3 Lambert 
“61” Lacquer is nota arnish Product fails to give complete sat- 


fish buea durable, long eo 
waterproof coating that co inters, specified by architects and sold 
utility with beauty. Its 

tough film resists wear a 
not chip off. That’s why it 
such a wonderful floor and 
leum finish. You can depend 


PRATT@IAMBERT VARNISH PRODUCIS 


99 F LO O R The transparent floor finish in clear and colors,which stands the “ham- he Sorface and 3 TA 
mer test.” You may dent the wood but the varnish won't crack, For oe Save all H 
V ARNI S H nearly forty years it has withstood the utmost in foot traffic on floors. y . 


TN PNET 


nis 
Miva! 
























| 


ter-pint can of any color of ¢*61’’ Lacquer 


paint and hardware dealers everywhere. 
Pratt & Lambert-Inc., 114 
tpdory ail onawanda Street, Buffalo, N.Y. 
Mark Gray, Light Olive, Canadian address: 20 Court- 
on Jade Green, Light Green, Dark wright St., Bridgeburg, Ontario, 
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New England Shelf Hardware Jobbers 
Are Running Behind on Delivery of Goods 


(Boston office of HARDWARE AGE) 


Boston, Aug. 30.—New England shelf hardware jobbers, par- 
ticularly those located in Boston, are running behind on the delivery 


of goods. 
particular time, however. 


Such a condition of their affairs usually exists at this 
It is occasioned by the fact that jobbing 


house salesmen are back from their vacations and are anxious to 
sell goods, while the retail dealers not having had salesmen call on 
them for two weeks or longer, are anxious:to give the fellows or- 


ders. 


It therefore transpires that a large number of orders flow 


into the jobbing houses who are short of clerical help owing to 


vacations. 


It is necessary for those clerks not on vacation to stay 


longer at work each day in an effort to keep up with orders, but it 


is a hopeless task. 


As compared with a year ago it is doubtful if the value of goods 
shipped by jobbers is greater today, but there unquestionably is a 


larger volume of business. 


The disparity between volume of busi- 


ness and value of orders is accounted for by the general downward 


adjustment in prices during the past year. 


The retail dealer is 


confining purchases very largely to merchandise needed for imme- 


diate sale. 


Interest in futures apparently is just as lacking as it 


has been for some weeks and indications are it will not increase 
until some time after Labor Day. Considering the abundance of 
rain experienced in New England the past week, over-the-counter 


retail sales have held up remarkably well. 


are slow. 


Collections, generally, 





CEMENTS.—We are fast nearing that 
time when people will have to do all 
kinds of repairing in and about the 
house to keep out cold winter winds 
and to maintain warmth inside the 
house. A lot of the various kinds of 
cements will be required by the public. 

We quote from Boston jobbers’ 
stocks: 

Stove Lining. —Rutland, No. 3, s. ~y 
per doz.; No. 6, $3.60; No. 10, $5. 

Patching Plaster.—No. 3, $1.80 a 
doz.; No. 6, $3; No. 10, $4.20; No. 
15, $6. 

sg Filler.—No. 1, $1. * per doz.; 

. 2, $3; No. 3 94.20: No. 5, $6. 
an stn are cg in 1-lb. 
cans, 9c. per Ib.; in 5-lb. cans, 7c. 
per Ib. 

Roofing Cement.—In 1-lb. cans, 15c. 
per lb.; in 3-lb. cans, 13c. per Ib.; 
in 5-lb. cans, 12c. per Ib. 

Iron Cement.—In 3%-0z. packages, 
$14.40 per gross. 

Liquid Roof Cement.—In gallon 
containers, $1.20. 

Pine Joint Cement.—In 1-lb. pack- 
ages, 20c. 


COCOA MATS. — The recent wet 
weather started retail buying of cocoa 
mats. The market is by no means 
active, however. 

We quote from Boston jobbers’ 


stocks: 
Cocoa Mats.—No. 1, 14 x 25 in., 60c. 


each net; - 2, 16x 27 in., 75c.; No. 3, 
18 x 30 i $1. Keystone steel wire 
mats, No. 7 18 x 30 in., $1.47 each net. 


COVER LIFTERS.—In common with 
the improved demand for stove acces- 
sories in general there is a better call 
for stove lifters. Retail stocks are 
small, say jobbers. 





We quote from Boston jobbers’ 


stocks: 
Cover Lifters.—No. 21, 
net; No. 22, 90c. 


FLUE SCRAPERS.—Another small 
item, sales of which have increased ma- 
terially of late, is the flue scraper. 


We guote from Boston jobbers’ 
stocks: 

Flue Scrapers.—Stove, No. 05, 60c. 
per doz, net. 


GARAGE DOOR SETS.—Building in 
general may have fallen off, as unoffi- 
cial reports indicate, but construction of 
garages continues on a large scale and 
there is a constant demand for door sets 
and hangers. 

We quote from Boston jobbers’ 
ts.—Garage, Stanley, 


89 por. set; No. °2510J, 
. 17765, 33, in lots 


75c. per doz. 


sti 

Door Se 
be - ayy de 8 1" $5. 
with track, $6. a 
of six sets, $2.50; 17773, $7.13. 

Ho Toda a Bag No. 17743, $1.87 
per pair net, ar lots of six pair, $1.65; 
No. 1773J, $3.3 


eaatnee.-tand jobbers are han- 
dling a new electric heater never be- 
fore stocked, known as the Ameco. 

We quote from Boston jobbers’ 


stocks: 
Heaters. — Electric, Ameco, $5.95 


each list; discount 33% per cent. 

HEATING PADS.—A new heating pad, 
known as the Torrid No. 179, is being 
shown by the jobbing trade here. It 
costs the retail dealer $4.50 each net, 
and retails at $6.75. 

KEGS.—Jobbers have issued new prices 
on kegs, which show advances ranging 
from 5c. to 35c. the keg, depending on 
the size of the keg. New prices follow: 
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We guote from Boston jobbers’ 
stocks: 

Kegs.—Fir, 5 gal., $1.30 ee net; 
10 gal., $1.85; 15 gal., $2.15; 20 gal., 
$2.40; 25 gal., $2.75; 30 gal., $3; 50 


gal., $4.10, all from stock. 


KNIFE SHARPENERS. — A_ knife 
sharpener heretofore not carried by the 
jobbing trade here is attracting a lot of 
attention among retail dealers. The 
smaller of the two sizes retails at 25c. 
each, and the larger at $1. 


We quote from Boston jobbers’ 
stocks: 

Knife Sharpeners.—Little Ace, $2 
per doz. net; “‘B,”’ $7.20. 


OIL CANS.—Certain retail dealers are 
ordering in oil cans fairly freely in an- 
ticipation of a public buying movement 
within the next month or two. 
We quote from Boston jobbers’ 
stocks: 
Oil Cans.—Aurora, 1 gal., No. 1, $3 
per doz. net; Aetna, -2 gal., No. 51, 
$5.75; gasoline, No. 505, $10; Electra, 
5 gal., No. 5, $12; Red Band, No. 14, 
$14.50; peerless, No. 23, $17.50. 
POTATO HOOKS.—With large and 
small New England potato crops ma- 
turing, there is a broader demand for 
potato hooks. 
We quote from Boston jobbers’ 
stocks: 
Potato Hooks.—No. $11.85 a doz.; 
No. 6, $1 7: No. SBN $11.85; No. 
6BN, $13.05. 
RAZOR BLADES.—Jobbers say that a 
slight advance will take place Sept. 10 
in prices for Gem and Eveready safety 
razor blades. Local houses are there- 
fore urging retail dealers to get in un- 
der cover on requirements before the 
advance is made. 
We quote from Boston jobbers’ 
stocks: 


Safety Razors.—Gillette, new stand- 
ard silver, in dozen lots, $40.50 per 
doz.; new standard gold, $48.60; Bos- 
tonian silver, $40.50; Bostonian gold, 
$48.60; Tuckaway sliver, $40.50; Big 
Fellow —, $40.5 Big Fellow 
+4 $48.6 besaaees silver plated, 

3.75 a ‘net; gold, $4.50; Parisian 
silver, $3.75; gold, $4.50; Roman, $3.75. 

Bilades.—Durham Duplex, 35 and 5 
per cent discount; Eveready, 144 
packages, 24c. per package; Gem, 144 
ae ht 28c. per package; Gillette, 

and 10 per cent discount; Auto- 
strop, 25 and 10 per cent discount; 
Gillette, packages of 10 blades, 75e. 
each list; packages of 5 blades, 37%c. 
each. Discount, 10 per cent in full 
box lots. 


ROOFING BRACKETS.—As is usual 
at this time of the year retail interest 
in roofing brackets is slowly, yet stead- 
ily, expanding. 
We quote from Boston jobbers’ 
stocks: 
Roofing Brackets.—Stanley, No. 1, 
$6.75 per doz. net; Hub, $4.75. 
ROOFING MATERIAL.—With all the 
rain experienced the past week or two, 
people have had ample opportunity to 
discover when and where roofing ma- 
terial is needed. Repairs must be made 
before snow flies, consequently retail 
dealers, in numerous instances, are 
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BETHLEHEM STEEL COMPANY 


Bethlehem, Pa. 

















Selling Quality 


Selling quality goods is the most satisfactory operating departments to be most durable 
method of doing business. Quality is sought under constant tension and under all 
by every one; it creates goodwill between — ene tear 

dealer and customer—and quality goods do @The heavy zinc coating is scientifically 


bonded to the steel, and will not crack or 
om. thus adding extra years of service 
ife to Cambria Fence. 


not have to be sold at a sacrifice, thus allow- 
ing at all times a fair margin of profit. 


Cambria Fence is a quality fence through Cambria Fence is backed by the universally 
and through: respected name BETHLEHEM. It is repre- 


(It is made of a specific grade of Bethlehem  Sentative of the highest quality and value 
steel, selected by our metallurgical and obtainable in field fence. 





Write to our nearest District Office for 
our Dealer proposition on Cambria Fence 











Catalog and literature sent upon request 











Bethlehem Products for Hardware Dealers: 


WIRE FENCE WIRE WIRE, BARBED 
Woven Plain, Galvanized, Annealed All Styles 


WIRE NAILS 
Bright, Cement Coated, Blued, Gglvanized 


WIRE BALE TIES WIRE STAPLES 


BARS ALLOY and TOOL STEELS 
Merchant, Concrete Reinforcing for every purpose 


SMALL TOOLS DROP FORGINGS 
BOLTS and NUTS STRUCTURAL SHAPES 


SHEETS TIN PLATE 
Plain, Galvanized, Roofing 


BOILER TUBES—Charcoal Iron, Lap-welded Steel 











BETHLEHEM STEEL COMPANY General Offices: BETHLEHEM, PA. 
District Offices: 
New York Boston Philadelphia Baltimore Washington Atlanta Pittsburgh Buffalo 
Cleveland Detroit Cincinnati Chicago St.Louis SanFrancisco Seattle Los Angeles Portland 


Bethlehem Steel Export Corporation, 25 Broadway, New York City, Sole Exporter of Our Commercial Products 


BETHLEHEM 
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stocking up with materials in anticipa- 
tion of an early turnover in merchan- 
dise. 

We quote from Boston jobbers’ 
stocks: 

Sheathing gt ee Red 
Star, 25 to 35 to roll, $1.25 per 
roll, net;. Continental black, 35 to 40 
Ib. to roll, $2.25; Continental Red 
Rosin, $66 a ton; Bermico, sheathing 
paper, X-grade, 20 Ib. to roll, in 500 
ton lots, $80 a ton; 25 lb. to roll, A, 
$75 a ton; 30 Ib. to roll, AA, $75 a 
ton; 40 Ib. to roll, AAA, $75 a ton; 
in less than 500 Ib. lots, add $5 a ton. 

Duck.—Double thread, 12 oz., 29- 
in., 34c. a yard net. 

Stormtite.—Plastic, 33% per cent 
discount; in lots of 500 gallons or 
more in one shipment, 33% and 5 
per cent discount. 


SKATES.—Roller skates are enjoying 
a fairly broad market, and some inter- 
est is shown in ice skates to be delivered 
later in the year. Both jobbers and re- 
tailers take a rather optimistic view of 
the skate market future. It is generally 
believed we are due for a long cold 
winter and that a lot of ice skates will 
be wanted by young and old men and 
women. 





We quote from Boston jobbers’ 
stocks: 

Ice Skates.—Union line, men’s No. 
52414, $1.36 per pair net; No. 424%, 
= 74; No. 924, $3.31; No. 192414, $3.12; 

89c.; No. 1624 » $1.24; No. 
1824, $2.06. Hockey and figure, No. 
one $2.69. Canadian hockey, No. 
$1; No. 7, $1.67. Ladies’, No. 52, 
ote: No. 5624 $1.17; No. 562414, 
$1.49; No. e724iy, $1.92; No. 592414, 
$3.50; No. oth, $1.62; Children’s bob 
skates, iC. 

Roller Skates.—Union line, No. 2, 
70c. net r Pe: No. 3, 75c.; No. 
10, $1.10; No. 5, $1.45. 


made a particular effort to round up 
orders. Results have been far more 
satisfactory than anticipated. The fact 
that the iron is a new iron undoubtedly 
has helped to create retail interest. 
The iron is known as No. 151 and lists 
at $18 each, with a 33% per cent dis- 
count to the trade. 


Bod quote from Boston jobbers’ 
stoc 

Waffle trons.—Torrid Jr., No. 301, 
6-in. grid, $5.95 each list. Discount 


STOVE PIPE ENAMEL —While not | oh Sts of sistot aretha Ber Cant 


extensive, business in stove pipe enamel 
is so much better than it has been of 
late, jobbing houses call attention to 


that fact. 
We quote from Boston jobbers’ 
stocks: 
Stove Pipe Enamel. — Peninsular, 


stove, pints, $3.45 per doz. net; half 
pints, 2.10; quarter pints, $1.35. 
Bruin, No. 15, quarter pints, $1.20 per 
doz. net; No. 25, half pints, $2; No 
40, pints, $3.20. 


WINDOW GLASS.—Jobbers have re- 
duced prices in window glass on the 
average 5 per cent. The decline on 
single is somewhat larger than on dou- 
ble glass. The action by the jobbers 
is independent of the glass manufac- 
turers. 


We quote from Boston jobbers’ 
stocks: 

Window Glass.—Third quality, sin- 
gle B, 25 bracket, 90 per cent dis- 


WAFFLE IRONS.—Certain jobbing count, 34 bracket and higher, 89 per 


houses have stocked up with Majestic 
waffle and pancake irons, and have 


cent. Double B, 25 through 54 brack- 
et, 89 per cent discount; all above, 87 
per cent discount. 








Pittsburgh Market Hopeful Between 


Seasons—Prices Continue Stable 


(Pittsburgh office of HARDWARE AGE) 


PITTSBURGH, Aug. 29.—Hardware business is of seasonal propor- 
tions, which means that it is neither very good or very bad. It is 
the period when summer goods are waning in sales and a little too 
early for much real business in fall and winter lines, although the 
more general report is that interest in the latter is slowly but stead- 
ily gaining. Prices continue to give evidence of stabilization, seeing 
changes from week to week are remarkably few. Steel window 
ventilators will be slightly cheaper for this winter than they were 
last, a comparison of a new list with the old one discloses. One 
large maker of ready mixed paints has made a reduction of 25c. 
per gallon, and while the reduction is not yet general in this market 
it is expected to become so. There is not much enthusiasm in the 
reports about collections, but hopes are strong that the steel in- 
dustry will soon begin to pick up from its summer recession and the 
fact that cool weather is inspiring interest in winter fuel supplies 
by householders is expected to help toward a fuller operation of the 
coal mines. If these expectations are realized, buying power and 
ability to meet obligations will be enhanced and should speed up 


collections. 





BATTERIES.—Sales are constant and 
volume tends to increase with the ap- 
proach of fall and increased use of 
radio sets. Flashlight batteries also 


are selling well. 
Broken Unit 
Packages Packages 


Se ee $1.05 $0.97 
MRS, ccaosense 3.8 3.33 
i, MECckkess avn 1.22 1.14 
Mos GOB. feiaibandess 1.22 1.14 
SG MMEB co cp acceaes 1.40 1.30 
NO, WET nich tocpeses 2.62 2:44 
MAL WEE. S5ccceocuers 2.62 2.44 
eae *3.40 3.17 
Me. 90 asa. cuocs 142 :39 
ae Yiu... eee “40 36% 


No. 6 dr — ae type unit 
packages, 32\4c. 

Flashlights. ma rt 935, BA oy each; 
. 950, 9%c.; No. 790, 1814c.; No. 

05, 28c.; No. 750, 184%4c.; No. 751, 25c. 

het Shot.—No. 1461, $1. 67; No. 
1661, $2.37. 





BOLTS, NUTS AND RIVETS.—There 
is no change in the situation either as 
to demands or prices. The latter are 
firmly maintained, and demands, while 
no tax upon the ability of manufactur- 
ers to supply, are at least constant. 
Jobbers find the demand steady for 
small lots. They quote: 


Bolts.—All style except stove and 
tire bolts, per 100 pieces, 62% per 
cent off list; stove Its, 75 and 10 
per cent off list; tire bolts, 50 and 10 
per cent off list. 

m agp anaes styles, 621% per cent off 

st. 
Rivets.—Large, $3.50 base, per 100 
Pieces; small wagon and tinners’ 
rivets, 60 per cent off list. 


BUILDERS’ HARDWARE. — Home 
building is on a smaller scale in this 
part of the country than it was at this 


time last year and there has been a cor- 
responding shrinkage in the demand 
for building hardware. The best de- 
scription of business, however, is that 
it is fairly good. Prices are firm in 
this market. Jobbers quote: 
Butts.—Ball tip, plated, dull brass 
and antique copper, less than case 


lots, 3 in. x 3 in., $18.50 a= 100 pair; 
378 in. x 3% in., $19; 4 in. x 4 in., 


"Titheee, —Heavy strap, 6 in., $1.85 
per doz.; 8 * ee 10 in., $4.80; 
extra heavy, T i ” $2. 30 per doz.; 
8 in., $3.40; 10 in., rH 40; light strap, 
with’ tay 9 packed one pair in a 
box, per 100 pair; 4 in., 
$11. 80: light “ 3 in., $11 per 100 pair; 


4 in., 

Hasps. — Hinge, without screws, 
single — 4 3 in., 65c. per doz.; 
4% in., in., $1. 05; Tae in» 


97c. ah gh 4 in., 1.1 
31 60, 1% $ 


Garage Sets.—Swinging hinges, 10 
in., $3.10 per set. 


EGG CARRIERS —Local jobbers still 
are making good sales of aluminum egg 
carriers, which they quote: 

Egg Carriers.—1 doz., 85c. each; 

2 doz., $1; 4 doz., $1.20; 4 doz., $1.35; 

6 doz., $1.85. 
HEATING ACCESSORIES.—Seasonal 
improvement in the demand for these 
lines is accentuated by the fact that 
temperatures lately have been low 
enough to serve as a reminder of the 
winter. Jobbers quote: 

Stove Pipe and Elbows.—First 
quality nested stove pipe, 3-in., $2.75 
per crate; 4-in., $2.90; 5-in., $3.11; 
6-in., $3.57; 8-in., $4.17; elbows, cor- 


rugated, 3-in., $1.01 per doz.; 4-in., 
gt. 33 5-in., $1.30; 6-in., $1.42; 7-in., 


Dampers and Fiue Rings.—Damp- 
ers, 3-in., $1 per doz.; 4-in., $1.10; 
5-in., $1.20;, é-in., 356; q-in., $2: 
flue rings, per doz.; 4- in., 
i276. 5-in., 93150: % n., $2.20: 7-in., 


Coal Hods.— Galvanized, 16-in., 
$4.30 per doz.; 17-in., $4. 16; 18-in., 


$5.25. 
Coal Chutes.—Black, :8-ft., $6 each; 
10-ft., $7.50; 12-in., $9. 
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by 
‘Good Housekeeping | 
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% Conducted by L 
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can Increase Sales 
with this Seal 


The more people you get into your store-—the more you will sell. 
Give them something interesting to look at and they will come. 


This photograph shows the housewares department of the M. ff. 
Parker Co. of Davenport during “Good Housekeeping Fair’ week. 
A write-up of this event in “House Furnishing Review” quotes Miss 
Amanda Schellhorn, buyer, as saying: 


‘The name ‘Good Housekeeping’ means a great deal to the housewives to 
whom we appealed and I am sure this promotion did more to make our 
department stand out . . . than anything else we might have done.”’ 


Why not use this Good Housekeeping Fair idea to increase your fall 
sales? Department stores and other successful merchants are doing it 
everywhere. No doubt you carry many items tested and approved by 
SEND FOR DETAILS . . . . 
Good Housekeeping Institute. We will send you a complete list so 


AND SELLING HELPS h leat. k 
Be 1 agg in your city to use thar you can yo wena 


this idea. Send for folder de- / ‘ : ; : 
scribing how other stores con- Then it will be an easy matter to feature them in a special display— 
ducted these Fairs. Window, and ; ante ; Z : 
counter cards and advertising and profit by the confidence millions have in this Seal. 


electros featuring Good House- 
keeping s Seal and Guaranty Why not? A Good Housekeeping Fair will give your store new 


supplied FREE. ? : ; 
prominence and prestige. Women will come to see—to buy these 
approved devices. Best of all, they will learn you believe in selling 
quality and satisfaction. Write for details. 


| GOOD HOUSEKEEPING 


119 West Fortieth Street New York City 
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LANTERNS.—Continued good demand 
for lanterns for various uses still is 
noted by local jobbers, who quote: 
Monarch lanterns with white 
globes, $8.00 per doz.; with ruby 
globes, $10 per doz.; ittle Giant lan- 
ters with white globes, $11 per doz.; 
with ruby globes, $13 per doz.; D’Lite 
$13 per doz.; junior wagon, $17.25 
per doz.; Coleman, gasoline, No. 327, 
$5.25 each; No. 427, $6.00 
PAINTING SUPPLIES.—A cut of 25c. 
a gallon in prices of ready mixed paints 
has been announced by one large man- 
ufacturer and others are expected to 
follow suit. This reduction produces 
the lowest prices for ready mixed paint 
in several years and is a little surpris- 
ing in view of the fact that the demand 
lately has been growing. The explana- 
tion is found in the low prices for the 
raw materials. Oil has advanced slight- 
ly, but turpentine has dropped a little. 
Prices to retailers: Ready mixed 
paints, best grades, $2.85 per gallon; 
lower grades, $2.25; white lead, 13%c. 
per Ib. in 100-lb. lots; 10 per cent less 
in lots of 500 lb. or more and extra 
4 per cent less in lots of a ton or 
more; turpentine, 73c. per gal. in 
barrel lots; raw linseed oil, 12.3 c. per 
lb. in barrel lots. 
PRESERVING SUPPLIES.—Good de- 
mand is reported for food preserving 
equipment, and bottles, caps and oak 
barrels are wanted pretty constantly 
for beverages. Jobbers quote: 
Bottles and Caps.—Quarts, 
per gross; caps, 20c. per 
stoppers, $2.25 per dozen; 
$10.50 per dozen. 


$9.50 
gross; 
cappers, 





Strainer Sets.—Eveready in dozen 
lots, strainer stand, $4 per dozen; 
strainer bag, $2 per dozen; filter bag, 
$4 per doz. 

Scales.—Universal, No. 1021, $1.25; 
No. 11021, $1.55; No. 19221, $2.50; No. 
1621, $3.50. 

Mason Jars.—Pints, $8.80 ord gross; 
quarts, $10.10; 2 quarts, $13.1 

Jar Rubbers.—Double lip ae 80c. 
per gross. 

Canning re GE ae 
70c. per doz.; No. 


1, single jar, 
8 jar, $3.60 per 


doz.; jar wrenches, ise. per doz. 
Fruit Presses. —Enterprise, No. 6, 
$6.25 each; ew 3 qt., $3.50 each; 


6 qt., $4.30; 12 qt., $6; Brighton, 2 at., 
$2.60 each; 4 at., $4. 25; 10 qt., $7. 

Cider Presses.—Eagle, single tub, 
$12.10 each; Eagle — $24; Cant- 
clog, single tub, $14.8 


Meat Choppérs.—initerprise, No. 
12, $5.25 each; No. 22, $9; No. 32, $11 
list, less 25 and 5 per cent. 

Food Choppers.—Universal, No. 0, 
$1.25 each; No. 1, $1.55; No. 2, $1.90; 
No. 3, $2.40. 

Kraut and Slaw Cutters.—Slaw 


cutters, Rapid, $3 per doz.; No. 625, 
$3.60; No. 626, $4.80; Kraut cutters, 
No. 672, $1.15 each; No. 673, $1.35. 


Oak Kegs.— 
Red White White Oak 
Oak Oak Charred 
5-gal. ee = $1.45 $2.40 
pS re 80 1.95 2.85 
15-gal. ..... 300 2.15 3.20 
eS ree 2.25 2.45 3.75 
25-gal. ..... 2.65 2.85 4.35 
_. .. are 2.85 3.00 4.50 
50-gal. ..... 3.75 4,20 6.50 


STEEL VENTILATORS.—New prices 
have been announced on Diamond E 
window ventilators, which are slightly 
lower than those recently prevailing. 
Jobbers now quote: 


No. 01, $4.40 per doz.; No. 02, $4.80; 
No. 1, $5.20; No. 2, $5.60; No. 3, $6.40. 





WIRE PRODUCTS.—Common wire 
products still are rather dull with local 
jobbers. Some demand is expected to 
develop later for woven wire fence, ana 
the fall demand for nails will probably 
show greater volume than that of the 
past month or so. 
We quote from Pittsburgh jobbers’ 
stocks: 


Fence Wre 


(per 100 Lb.) Annealed Galvanized 





Nos. = to 9 gage..... $3.00 $3.45 
Ss Se ees 3.05 3.50 
No. i eect 3.55 
he SS ert 3.15 3.65 
rere 3.25 3.80 
nO... ER” Devsabeeeessan 3.35 4.00 
No. 15 3.55 4.25 
eh eee 3.75 4.45 
Barbed wire (per 80-rod spool): 
RO. GED saccsawtexasedsaes 2.90 
Eo vcccweWeewedveusees 3.10 
SS BE hee stnee scene ecdsesey 3.35 
a SEE: SODENOD «.< Wp svawadendreles babe 3.10 
2-point cattle (special) ......... .20 
Field Woven Wire Fence (per 100 
rods) 
i: eS Tear ree re $39.00 
SE Pr ee re a 54.75 
| aE rey are epee 27.10 
Te D  \Vabuves siete ves snake wok sas ee 
a OTs oe ees ee 35.00 
SM cto nibs ach ads Nalagae eas ss 48.25 
Poultry: 
MO: GEE. Sxadthcoveabectsacmeawer $35.60 
re rr rr 43.00 
Ok, “MAN. 35s dgSsanc ance eseiaecas 48.50 
Steel Fence Posts: 
Galvanized Painted 
tubular formed 
SOR eer th re Oe 
a SE oe eee 55c. each 38c. each 
1h ee Pe eee 65c. each 40c. each 
TUS. neck eenuRaoneue 45c. each 
Bright nails, base, per keg, $2.85 
to $2.90. 





American Made 


A robbery that shook France and 
threatened the position of several high 
officials has been solved through the evi- 
dence of an American made tool. 

The Chateau of Chantilly houses a large 
part of the public treasure of France, the 
most valuable piece being the famous Rose 
Diamond valued at $2,000,000. The chat- 
eau is heavily guarded and surrounded by 
a deep moat. One morning the Rose Dia- 
mond was missed. It was found that 
thieves had gained entrance to the building 
by throwing a laddcr across thé moat and 
drilling around a window lock with an 
auger bit. Detectives worked on the case 
for weeks while hope grew fainter for the 
recovery of the diamond. 

About the time people were beginning 
to forget the theft of the Rose Diamond, 
they were again aroused by a report that 
thieves had looted the church of Saint Die’ 
of several golden vessels, and in this case, 
as well, entrance hac been effected by bor- 
ing through the heavy oak panel of the 
door. Because of the same method of 
entering, police believed the looters of Saint 
Die’ were the same as thcse who broke 
into the Chateau of Chantilly. However, 
there was a difference in the way of en- 
tering that narrowed the search, for pro- 
jecting woodwork gave the thieves no 
chance to exert pressure on the bit. Police 


decided that only an American made auger 
bit could drill through the hard oak with- 





Tool Helps Solve Robbery Mystery 


out pressure being exerted to force it into 
the wood. 

Questioning of hardware dealers in the 
vicinity of the crimes uncovered a suspect 
who had purchased an Irwin auger bit 
about the time of the first crime, but the 
dealer was unable to describe him beyond 
the fact that he wore a grayish-green suit. 
The search had been narrowed but no 
definite results obtained. , 

Back in 1926 a sixteen-year-old girl, 
Suzanne Schiltz, left her home in the 
Duchy of Luxembourg, and coming to 
Paris, began a drab existence as a cham- 
bermaid in the Hotel Metropole, a third 
rate hotel located at 51 Boulevard de 
Strassbourge. Suzanne was prone to 
dream of exciting adventures, and the theft 
of the Rose Diamond kindled her imagina- 
tion. She cherished the hope that the 
thieves might come to the hotel, but even 
she had to admit to herself that such clever 
and rich criminals wou!d never patronize a 
third rate hotel. 

Suzanne spent her days making beds and 
cleaning rooms. In cleaning the room of 
two men guests one day, she found an 
apple on the dresser. Now an apple to 
a chambermaid in a third class Paris hotel 
is quite a luxury. Suzanne was tempted, 
and while trying to decide whether eating 
the apple was worth the chance of dis- 
missal, she took a bite of it. Out fell a 
glittering rose-colored stone that had been 
concealed in the center. 





Suzanne reported finding the Rose Dia- 
mond to the owner of the hotel and was 
met with ridicule. Was it reasonable to 
expect to find the Rose Diamond left in 
an apple and the apple left in plain sight? 
Somebody was having fun at Suzanne's 
expense. Suzanne was not satisfied and 
notified a policeman who took the stone 
and carried it for two days before turning 
it in to his superiors, as he, too, placed but 
little faith in her story. 

On identifying the diamond, police raided 
the Hotel Metropole and captured the two 
who rented the room. In a suitcase they 
found a grayish-green suit that corres- 
ponded to the one described as worn by the 
purchaser of an Irwin bit. Both men, in 
spite of this evidence, refused to confess, 
claiming they had purchased the apple at 
a fruit stall and could not be held re- 
sponsible for its contents. The two sus- 
pects were identified as Leon Kauffer and 
Emile Soutter, cousins. A search of their 
home disclosed an Irwin bit with flecks of 
oak boring still in the screw. The flecks 
were of the same material as the door of 
the church of Saint Die’. With this added 
evidence, Kauffer and Soutter confessed to 
the double robbery. They were tried and 
convicted of the crimes and one of the 
most important pieces of evidence was Ex- 
hibit A—the Irwin bit they,used. 

The accuracy of this story is vouched 
for by the Irwin Auger Bit Co., Wilming- 
ton, Ohio. 
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To the right is shown a simple 
demonstrating outfit consisting of 
a De Laval Separator and a De 
Laval Junior Milker Outfit mounted 
on a Combined Base with a 114 hp. 
Alpha Engine. Both separator and 
milker can be run and demon- 
strated as desired. Many De 
Laval Agents are using similar 
demonstrating outfits and are mak- 
ing many more sales. 


otherwise have been impossible to make. 


50 or 


To the left is shown a De Laval Milker Outfit 
with two lengths of 50-ft. hose, by means of 
which a milker unit can be taken into the barn and the 
cows actually milked. By showing a prospective user just 
how the milker works and by milking a few of his hardest 
cows, many agents have made milker sales which would 


95 Per Cent? 


Every De Laval Agent is entitled to at 
least 50% of the cream separator and 
milker business from his community — 


(Based on a nation-wide investigation by The Dairy Farmer, in which over 50% of the prospective 
purchasers of cream separators and milking machines expressed their intention of getting De Lavals.) 


— but by showing just what De Laval 
Separators and Milkers will do for their 
users by “skimming the skim-milk”’ from 
old separators and milking cows with 
the milker, any De Laval Agent can secure 
85 to 95 per cent of the total amount of 
such business available, and many do. 


The De Laval Separator Company 


NEW YORK CHICAGO SAN FRANCISCO 
165 Broadway 600 Jackson Blvd. 61 Beale Street 
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New York Jobbers Predict Active Fall Season 
Due to Light Retail Stocks in This Section 


NEw YorK, Aug. 30.—Early reports from New York wholesale dis- 


tributors place August ahead of July in point of sales. 


Sales for the 


year 1927 to date are slightly ahead of sales to Aug. 30 of 1926, accord- 


ing to reports. 


which should show signs of life early in September. 


Local jobbers freely predict an active fall business 


They base this 


belief on the fact that average retail stocks in this section are ab- 
normally light and feel that seasonal fall weather should stimulate 
consumer buying. This should be quickly reflected in better wholesale 


business due to light retail stocks. 


Box strapping and corrugated fasteners were advanced last week; 


otherwise there are no important price announcements. 


tions appear greatly improved. 


Local collec- 


Shelf goods continue to have a steady call, and tool sales in the past 
ten days have increased with practically all New York jobbers. 





BATTERIES.—A strong demand con- | 


tinues for radio batteries in the New 
York market. The broadcasting of 
popular prize ring contests is still a 
potent factor in helping the sale of 
batteries and other radio accessories. 
Prices are very firm in this section. 
No price change is expected. Local 
stocks are ample. 


JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 


Dry cells, No. 6, ignition type, 
32%,c.; No. 7111, same type, 35'%c. 
each 


B batteries, No. 767, $2.62 each; in 
units of 5, $2.44 each; No. 772 (ver- 
tical type), $2.62 each; in units of 5, 
$2.44 each; heavy duty verticai iype 


No. 770, $3.40 each; in units of 5, 
$3.17 each. Layerbilt No. 486, $3.59 
each; units of 5, $3.33 each.. 


BOILER LIQUID, ETC.—The demand 
for such preparations as_ porcelain 
cleaner, boiler liquid, etc., continues 
satisfactory. Prices are uniform and 
local stocks appear adequate. 


JOBBERS’ QUOTATIONS TS" RE- 
TAILERS, F.O.B. NEW YORK 
Hercules tile and Porcelain anon 


er, $2.00 per dozen in gross lots, 
$1.90 per dozen. 
Hercules Radiator Stop Leak, 8 


ounce cans, 1, 2 and 3 dozen cans to 
a carton, $4.50 per dozen. 
Hercules boiler liquid, quart cans, 
$2.25 each. 
BOLTS AND NUTS.—Consistent sales 
are reported from local distributors. 
New York prices are firm and stocks 
apparently are considered satisfactory. 
JOBBERS’ QUOTATIONS TO RE.- 
TAILERS, F.O.B. NEW YORK: 
Carriage bolts, 4% by 6 and smaller, 
50 and 10 off list. Larger, 50 per cent 
off list. 
Stove bolts, 80 per cent off list. 
Machine bolts, % by 6 and smaller, 
50 off list; larger to 1 by 30, 45 per 
cent off list; 1% to 1%, 30 off list. 
Coach screws, % by 6 and smaller, 
50 and 10 off list. Larger, 50 off list. 
Step bolts, 50 per cent off list. 
BOX STRAPPING.—Leading manufac- 
turers of box strapping announced re- 
vised prices last week which local dis- 
tributors say average about 10 per cent 


higher than former prices. It is under- 


stood that the higher prices go into ef- 
fect immediately. 

CORRUGATED FASTENERS.—As in 
the case of box strapping, corrugated 
fasteners, a related line, has been ad- 





vanced by leading producers. Local 
distributors estimate the increase to 
average approximately 25 per cent. 

DRAIN PIPE CLEANER.—Local de- 
mand is steady, with prices firm. New 
York wholesale stocks are considered 


satisfactory. Prices are not expected 
to change. 
JOBBERS’ apf ge TO RE.- 
TAILERS, F.O.B YORK: 
Iconomy camer, ” am pipe 
cleaner, $2.00 per dozen 1-lb. cans. 


Same in 2-lb. cans, $3.90 per dozen. 
The 1-lb. size is packed one, two 
and three dozen to a carton. The 


2-lb. size is packed in one and two 
dozen cartons. 


FRUIT PRESSES.—Dealers are show- 
ing added interest in this item. Some 
reorders are being received by loca) 
distributors. Stocks are ample and 
prices steady. 


JOBBERS’ yagi gee TO RE- 
TAILERS, F.O.B. NEW YORK: 

Fruit presses, cast iron base and 
plunger, tinned, capacity 3 qts., $3.60 
each, capacity 6 qts., $4.50 each, same 
with removable steel legs, and 12 qt. 
capacity, $6.20 each. 

Fruit presses, hardwood frame, 
varnished, oak tubs, No. 0, plain tub, 
$6.00 each. Same with himged tubs, 
No. 22, $7.50 each; No. 22, $8.50 each; 
No. 22%, $10.50 each; No. 23, $13.50 
each and No. 24, $18.00 each. 

Cherry stoners, No. 117, 90c. each 
and No. 118, $1.25 each. 

Meat juice extractors, 95c. each. 
Beef tea press 65c. each, potato ricer, 
3714c. each. 

Fruit crushers, galvanized steel 
hopper, aluminum frame and holder, 
capacity 50 lb., $6.25 each; same with 
double roller and wood hopper, $10.00 
each, same as latter with fly wheel 
instead of handle, $11.25 each. 


LANTERNS.—An increasing demand 
is reported for all kinds of lanterns. 
New York wholesale stocks are ade- 
quate and local prices are firm. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.0O.B. NEW YORK: 

Lanterns, Hylo, 62%4c. each; Vic- 
tor, white globe, 66%c.; Victor, Ruby 
globe, 83%4c.; Blizzard, No. 2, $1.08- 
4%; Monarch, white globe, 66%c.; Mon- 
arch, ruby globe, 83%c.; Little Wiz- 
ard, 75¢e.; D-Lite, $1.08%; D-Lite, 
with large fount, $1.19; Sport, 46c.; 
Junior Wagon, $1.50; Buckeye, Dash 
lamp, $1.16%, and No. 39, Railroad, 
$1.58%, and No. 30, Beacon, $2.62% 
eacn, 

N. B.—On all except Hylo an al- 
lowance of 25 cents per dozen is 
made on order of three dozen or 
more. 





NAILS.—The announced price on wire 
nails is $3.35 base, per keg, but quan- 
tity orders are being placed a little less 
than that, according to reports from 
local distributors. 

SASH CORD.—There is rumor of a 
price advance, which may be announced 
before this issue reaches readers. At 
press time the report suggests an ad- 
vance on Sept. 1. Further details will 
be available next week. 


JOBBERS’ QUOTATIONS TO RE- 
TAILERS, F.O.B. NEW YORK: 
Sash cord, Samson spot No. 8, 70c. 
to 72c.; Aetna No. 8, 27c., and Phoe- 
nix No. 8, 35c. to 36c. 
No. 7 is le. higher and No. 6 is 3c. 
higher on all brands. 


STOVE SUNDRIES.—Special atten- 
tion is being given such items as stove 
pipe, elbows, dampers and stove boards. 
The current volume on these items is 
very substantial and will increase stead- 
ily in September, it is believed. No 
price changes are expected. Local 
stocks are adequate. 


JOBBERS’ QUOTATIONS TO. RE- 
TAILERS, F.O.B. NEW YORK 

Stove pipe, No. 28 gage, black ‘tron, 
12 —— in a bundle, 4 a 13\%c. 
each; 4% in., 15c. each; 5 in., 16%c.; 
5% in., 18c.; 6 in., 21c. each. 

Stove pipe elbows, black iron, No. 
28 gage, 12 in a —, 4 in., 1S%he.; : 
4% in., 14c.; 5 in., 15c.; 5% 
16\%c.; 6 in., 18c. each. 

Pipe dampers, cast iron, wooden 
handle, 4 in., 84%4c.; 4% in., 9c.; 5 in., 
9c.; 5% in., 10c.; 6 in., Tige.; 2 eh. 
13c. each. 

Flue stops, tin tag lacquered, ad- 
justable steel hoops, 8 3/16 in. diam- 
eter, 12 in a box, 6%c. each. 

Stove pipe rings, tin, lacquered, 
12 in a package, 4 in., 3%c. each; 

in., 4%c.; 5 in., 4%c.; 5% in.. 
4%c.; 6 in., 5e.; 7 in., 6c. each. 

Stove lifter and shaker, cast iron, 
length, 8 in., 3%c.; stove lifter, nickel 
plated, cold spiral handle, 12 in a 
box, 6%c. each. Same with loop han- 
dle, 12 in a box, 7%c. each. Stove 
pokers, nickel plated, cold 
handle, 12 in a box, No. 7, 
each; No. 8, 16c. each. Neverbreak, 
19c. each. Furnace pokers, wrought 
iron, 3 ft., 66c. each; 4 ft., 84c.; 5 
ft., $1.00 and 6 ft., $1.16 each. 

Flue scrapers, black iron, 
12 in a bundle, 4c. each. 


lon 

Fire shovels, one piece steel, jap- 
anned, 3 in a bundle, No. 54, 5%c.; 
No. 56, 5%c.; No. 57, 9c. each. Gal- 
vanized shovels, No. 256, 7%c.; No. 
257, llc. each. Extra heavy, one 
piece, japanned scoops, 6 x 9 in., 


capped end, 16%c. each. Neverbreak 
fire shovel, 37c. each. 

Stove boards, 30 x 36 in., 
each; 32 x 42 in., $1.73 each; 
in., 58c.; 24 x 24 in., T1c.; 26 x 26 
: .; 28 x 28 in., 88c.; 30 x 30 
in., $1.03; 32 x 32 in., $1.22; 35 x 35 
in., $1.52 each. 


SCREWS.—Local stocks are ample. 
Prices are considered fairly firm and 
the current demand is good. No 
changes are expected. 


JOBBERS’ i ee TO RE- 
TAILERS, F.O.B. NEW YORK: 
Screws, flat “ly bright iron, 75- 
20-10-10-10-10-10; round head, blued, 
72% -20-10-10-10- 10-10; round head 
iron, nickel plated, 65-20-10-10-10-10- 
10; flat head, galvanized, 60-20-10- 
10-10-10-10; flat head, brass, 72%- 
20-10-10-10-10-10; round head, brass, 
70-20-10-10-10-10-10. These discounts 
apply to standard screw lists. In 
package lots an extra 10 is allowed. 
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A Handsome ‘‘Human 
Interest’’ Display Piece 





ca 


” THE TRAFFIC, CoP 
(The Bissell gets the’ right of way ) 





A MASTERFUL full color reproduction of the oil 
painting by Philip Lyford. Of commanding attention 
and sustained interest, it is of great general value to 
any window or department and it emphasizes the pref- 
erence for a Bissell sweeper for everyday sweeping. 


Gratis, upon request, to merchants who sell Bissell Sweepers 


New York -City Office | S S E L L Oldest and Largest 
and Export Dept. 
46 West Broadway 


Sweeper Makers 
CARPET SWEEPER CO., GRAND RAPIDS, MICH. 


Carpet Sweeper 
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County Fair Time in Twin Cities Territory 


—Dealers Buying Heavier This Year 


(Minneapolis office of HARDWARE AGE) 


MINNEAPOLIS, Aug. 30.—Harvest in the territory tributary to 
the Twin Cities is progressing to the finishing point and threshing 
is well under way. So far results are above the average, although 
below first estimates of the crop for this region. 

County fairs have been in progress for the past two or three 
weeks and the next large event is the Minnesota State Fair, for 
which exhibits are gathered from all over the entire State, in the 


way of agricultural and horticultural showings. 
coming from a much larger region. 


Stock exhibits are 
Visitors come from all over the 


Northwest, making it the largest event of the kind in this section of 


the country. 


Dealers make this a stock-buying occasion for their fall stocks 
and the indications are for larger purchases than for several years 


in the past. 


Prices show no changes from those shown a week ago. 





AUTOMOBILE TIRES.—Trade_ con- 
tinues to be very good in this line, the 
tourist trade creating a good market. 
Vacation season, while drawing toward 
the close, is still existent, and tire and 
other auto equipment is selling well. 
Tire prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Mansfield tires, 30 
x 3% Liberty cord, $6.60; heavy duty 
oversize, $8.75; 32 x 4 Liberty cord, 


$11.15; heavy duty oversize, $14.50; 
balloon tire, 29 x 4.40, $9.65: 30 x 
5.25, $15.95; heavy duty, 32 x 6.20, 
$26.75; tam tubes, 30 x 31%. $1.70; 32 
x 4, $2.60; 34 x 4%, $3.25; balloon 
tire tubes, gray, 27 x 4.40, $1.90; 29 x 
4.40, $2.95; 30 x 5.25, $2.70; 32 x 6, 


$3.20; 32 x 6.20, $3.70 each, net. 
AXES.—Dealers are anticipating the 
fall trade and buying their stock for 
their needs. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Single bit base 
weight axes, $16; double bit, base 
weight, $21.50; Plumb Dreadnought, 
unhandled single bit axes at $15: 
double bit, $20; handled, single bit, 
$19.75; double bit, $24.75 doz., net. 

BOLTS.—Demand is steady, with no 
particular high spots. Stocks are well 
assorted, with prices firm. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Carriage bolts at 
60-5 per cent; machine bolts at 60-5 
per cent; stove bolts at 75 per cent 
and lag screws at 60 per cent from 
standard lists. 

BRADS.—Call for brads is still good, 
with stocks well filled. Prices have 


not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Wire brads in 25- 
lb. boxes at 75 per cent from lists. 


BUILDING PAPER.—Call for paper is 
steady and fairly good. Dealers are 
keeping their stocks well filled for the 
fall building season. Prices are steady 
as last quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Red rosin sized 
sheathing paper in all weights, 20 


to 40 Ib. at $2.75 cwt., and tarred felt 
at $3.10 cwt., net. 


CHURNS.—Churns have been selling 
well the entire summer season, and 





there still is a good demand. Stocks 
are ample for the call, with prices 
firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Barrel type churns 
at 3314 per cent from lists. 


EAVES TROUGH, CONDUCTOR 
PIPE AND ELBOWS.—Demand is fair, 
with stocks well filled. Prices have not 


changed. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: 28 ga. slip joint, 
single head, 5-in. eaves trough, $5.50 
per 100 ft.; 28 ga. 3-in. conductor 


pipe, $5.40 per 100 ft., and 3-in. con- 

ductor elbows, $1.73 per doz., net. 
FIELD FENCE.—While the retail call 
during the past few weeks has been 
rather slow, it is thought that sales 
will be good within a short time. Prices 
have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities, 10 ga. toy and bot- 
tom, 13 ga., intermediate, 6-in. stay, 
26-in., $27.93; 3-in., $32.40; 39-in., 
$37.28 per 100 rods, net. 


FILES.—Call for files is steady, with 


stocks well filled. Prices show no 
changes. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade files at 
50 per cent and second grade files at 
60 per cent from lists. 


GALVANIZED WARE.—Trade in this 
line is steady and fairly good. Stocks 
are well filled, with no changes in 
prices; 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard No. 1 


galvanized tubs at $7.25; No. 2 $8.00; 
No. 3, $9.25; heavy tubs, No. 1, $12.60: 


No. 2, $13.80; No. 3, $15; Standard 
10-qt. pails, $2.55; 12-qt., $2.90; 14- 
at., $3.25; stock pails, 16-qt., $4.70, 


and 18-qt., $5.50 per doz., net. 
GLASS AND PUTTY.—Sales are light, 


with stocks ample for the call. Prices 
have not changed. 
We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Minnesota prices, 
single strength glass, 84 per cent; 
double strength glass, 85 per cent, 
and strictly pure putty in 50-Ib. 
drums at $4.85 cwt., net. 


HAMMERS AND HATCHETS.—De- 





mand is fairly good and stocks well as- 
sorted. Building work is still running 
fairly heavy, and tools are selling well. 
Prices show no changes. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Maydole No. 11%, 
nail hammers, $12.60; Plumb, No. 
HF81, $12; Plumb, No. HF145, $6.12; 
Riverside, No. 611%, $12.00; Plumb 
broad hatchet, No. 2, $16.40; Shing- 
ling, No. 2, $12.50; Claw, No. 2, $13.75 
doz., net. 

HOSE.—Demand for hose is still good, 
though perhaps somewhat lighter than 
a few weeks ago. Stocks are being 
graded down for the end of the season. 
Prices have not changed. 

quote from jobbers’ stocks, 
f.o.b. Twin Cities: Bull Dog % in., 
7-ply, 131%4c. ft.; Competition, % in., 
3-ply, 7%4c. ft.; Good Luck, % in., 6- 

f 


ply, 10c. .; Electric double braid, 
54 in.. 50-ft. lengths coupled, 14'%c. 
ft., net. 


ICE CREAM FREEZERS.—Sales are 
good, with stocks in good condition. 
Prices are steady as quoted. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: White Mountain 
4-qt. freezers at $4.13 and 8-qt., at 
$6.75 each, net. 

Acme galvanized, 2-qt., 67c. each, 
and blue enameled, 2-qt., $1.50 each, 
net. 

LAMPS AND LANTERNS.—Demand 
is showing signs of increase. Stocks 
are being filled for the fall and winter 
trade. Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Long or _ short 
globe tubular lanterns, No. 2, $13 
doz.; No. L 327 Coleman _ lanterns, 
$5.25; No. L 427, $6; No. C329 lamps, 
$6.25; No. C318, $7; No. C317, $7.40 
each, net. 

LAWN MOWERS.—Demand is appar- 
ently decreasing, and stocks are being 
graded down for the end of the season. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Philadelphia, styles 
A and C, 45 per cent; style E, 50 per 
cent; style K, 40 per cent from lists: 
Riverside ball-bearing, 14-inch, $8.50; 
16-in., $8.85; and 18-in., $9.25 each; 
net. 

MILK CANS.—Call for milk cans over 
the Northwest is gradually increasing, 
with the increase of dairying. Stocks 
are ample for the call. Prices have 
not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Railroad, 5-gallon 
milk cans, $2.65; wide neck, 8-gal., 
a wide neck, 10-gal., $3.30 each, 
net. 


NAILS.—With building progressing at 
a fairly high point, the demand for 
nails of all kinds is steady and good. 
Stocks are being kept up to meet the 
call, and prices are firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Standard wire 
nails, at $3.10 per keg, base and ce- 
ment coated wire nails in 100-Ilb. 
kegs at $3.10 per keg, base, net. 


OIL HEATERS.—The fall season for 
the sale of oil -heaters is rapidly ap- 
proaching. Dealers are beginning to 
order in their stocks. Prices are firm 
as quoted. 


Reading matter continued on page 74 
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= are two reasons 


for the “sales pull” in Bassicks— 






1 Bassicks roll and swivel easily. 
* They do their work quietly— 
smoothly— always. Bassicks — 
save time—save effort—save fur- 
niture from distortion and strain 
—and keep the bloom of youth 

in floors and floor coverings. 










2 Everybody knows Bassicks. 

* These have always been good 

casters—and National Advertis- 

ing in important publications— 

is adding tremendously to Bas- 
sick prestige— 








It is your advertising, too. So 
—let the world know that your 
store is Bassicks Headquarters. 






¢ ~ ; a ‘~ 
, ‘a? id a Bassicks are advertised — each 
ao ¢ ~, month to 5,000,000 women — 


your customers. It will pay you to 


+ <— tes cultivate them. Look for Bassick 
%,” ds é. as advertising in The Saturday Eve- 


. i A ] ning Post, House Beautiful, 
Or. 7 LL House and Garden, Better Homes 
a and Gardens and Good House. - 
B: Qo keeping Magazine. ‘ 
> = ‘* 


co . 
(a4 « . 
CS e ti 
A 
Ones 
es - Casters 
fon! THE BASSICK COMPANY 
“&s (A Division of Stewart Warner) 
? Bridgeport, Conn. 


e PM, 4 For thirty-one years the leading makers of Better Casters 


for home, office, hotel, hospital, warehouse and factory 
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We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Nesco Perfect oil 
heaters, No. 12, $5.50; No. 15, $7.00; 
No. 016, $8.25; No. 0190, $10. 50; No. 
151, $7.50; No. 0161, $8. 75; No. 0191, 
$11.00; No. 505 Giant, $11.25; No. 605, 
$12.75 each, with discount in quanti- 
ties less than ten, 30 per cent; ten or 
more, 30-5 per cent. 


PAINTS AND WHITE LEAD.—Out- 
side painting is occupying the greater 
part of attention at present, although 
there is considerable interior decorating 
in progress for the annual moving time, 
the first of September. Stocks of paints 
are well filled, and prices are steady 
and firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: First grade house 
paints at $2.55 per gal., in one-gallon 
cans; second grade house paint at 
$2.00 per gal., in one-gallon cans, and 
white lead in 100-lb. containers at 
$12.48 cwt. 


POULTRY NETTING. — Sales are 
grading down, with stocks following 
the general tendency of the market. 
Prices have not changed. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Hexagon mesh 
arty netting at 60 per cent from 
sts. 


PUMPS.—Call 
stocks on hand. 


is good, with ample 


PYREX OVENWARE.—Demand is in- 
creasing with the coming of the cooler 
weather. Baking dishes make an ex- 
cellent line for the fall and winter trade. 
Prices are unchanged. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: No. 623 casseroles, 
$1.17; No. 624 casseroles, $1.33; No. 
634 casseroles, $1.33; No. 212 bread 
pans, 60c.; No. 200 pie plates, 67c.; 

No. 209 pie plates, 60c.; No. 231 utility 

dishes, 67c.; No. 12 tea pots, $1.67; 

No. 26 tea "pots, $2.33; and No. 953 

percolator tops, 7c. each, net. 
REGISTERS.—Demand is very good, 
with stocks well filled. Prices are firm 
as quoted. 

We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Cast iron registers, 

20 per cent, and wrought steel regis- 

ters, 40 per cent from lists. 
ROPE.—Call for rope has heen and still 
is very good. Prices show no changes. 


We quote from jobbers’ stocks, 


f.o.b. Twin Cities: Best grade manila 
rope at 25c.; and best grade sisal rope 
at 17c. Ib., net. 


SANDPAPER.—With the amount of 
construction and decorating work in 
progress, sandpaper is selling well. 
Stocks are well filled and prices firm. 


cord at 62c. Ib.; second grade, 35c. 

lb., and cast iron sash weigths, $2.10 

cwt., net. 
SCREEN DOORS AND WINDOWS.— 
Call for this class of goods is gradually 
lessening, although trade is still good. 
Prices show no changes. 

We quote from _ jobbers’ stocks, 

f.o.b. Twin Cities: Common 2-8 x 6-8 


screen doors, $1.58; and fancy 2-8 x 
6-8 screen doors, $1.97 each; Sher- 


wood adjustable 24-in. window 
screens, $6.20; and Wabash extension 
24-in. screens, $5.00 per doz., net. 


SCREWS.—Sales are good, with stocks 
well filled. Prices are unchanged. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Flat head bright 
wood screws at 85 per cent; flat head 
japanned, 70-20 per cent; round head 
blued, 20-15; flat head brass, 80-10; 
and round head brass, 75-20 per cent 
from lists, 


SOLDER.—Demand is steady and fair. 
Stocks are ample, with prices firm. 


We quote from jobbers’ stocks, 
f.o.b. Twin Cities: Strictly half and 
half solder at 40%c., and warranted 
half and half solder at 41%%4c. per Ib., 
net., in 100-Ib. lots. 


STEEL SHEETS.—Call is good, with 
ample stocks on hand. Prices show no 
changes. 





Dealers are finding 
this a very profitable line. Prices have We 





quote from jobbers’ 
f.o.b. Twin Cities: Best grade No. 1, 


We quote from jobbers’ stocks, 
f.ob. Twin Cities: Galvanized steel 
sheets at $4.90 cwt. base (24 ga.), and 


stocks, 





changed. . : 
not changed ee pen -_ . 100 ge oy = black steel sheets at $3.95 cwt., base 
We quote from jobbers’ stocks, grade No. i, c. per x of 10 (24 ga.). 
f.o.b. Twin Cities: Deming No. 440, sheets, and garnet No. 1, $16.75 per : ; 
plain spout an, force pumps, ream, net. TIN.—Sales are fairly good. Prices 
-in. stroke, .85; adjustable stroke, 
OF ae: Sho, OS Walersrennd datheres SASH CORD AND WEIGHTS.—De- are firm as quoted. 
watt force, adjustable stroke, mand is good, with stocks in good con- We quote from jobbers’ stocks, 
.35; No. 5, $14.65; No. 103 hand 28 : f.o.b. Twin Cities: Furnace coke tin, 
lift, 6-in. stroke, $14.25; No. 182 hand dition. Prices are unchanged. ICL, 20 x 28, $14.50 box, and roofing 
lift, 6-in. stroke, 6-ft., set length, We quote from jobbers’ stocks, tin, IC, 20 x 28, 8-lb. coating, $15.50 
$5.25 each, net. f.o.b. Twin Cities: Best grade sash box, net. 


Whom Are You Working For? 


F a fashioner of slogans were called upon to trade- 

mark our age, he would call it the most restless period 
in all human history. He would point to the haste and 
the hurry and the speeding up of every force in our 
national life. He would point to the world of Industry 
and show that it is never still—that each setting sun has 
seen the merciless annihilation of some outworn method 
or practice. Restless—turbulent—ever changing—we are 
the children of a Destiny which seeks and gropes always 
for change and betterment. 

But ideas for production and methods of selling and 
doing business are not the only ones in need of repair. 
How is it that with all this change—with all of the 
puncturing of the outworn and the obsolete—there re- 
mains the deadliest illusion which man has ever con- 
ceived for himself? What of the moss-covered, time- 
worn, enfeebled and tottering idea that a man “works for 
his boss”? What of the deadly notion implanted into 
the mind of Man that if he works well the boss profits, 
and that if ie works poorly it is the boss who loses? 

Do you know such a man? Then let us gaze upon him, 
for he is a strange creature who has not yet learned the 
simple but priceless maxim, that every man, be he Presi- 
dent or office boy, works for himself and himself alone. 

True, Industry is a cooperative family, and no busi- 
ness structure can be stronger than its weakest link. 
True, too, that the indifferent and the insincere worker 


tears down, inevitably, every other worker in his busi- 
ness family. But Industry finds a way to repair its dikes 
and forge its links. These are but temporary damages. 

A far greater damage remains. And this one is per- 
manent and it is for the man himself. Only he and his 
soul and his conscience and his heart reckon the price 
which it takes. Only he and his confidence and his cour- 
age know and feel the wear and the wounds which come 
from the blows of failure and indifference. 

The boss may own the plant. He may provide the 
machinery and the leadership. And, beset with indiffer- 
ence, he may even show a loss in dollars. Yet, how 
feeble is all this compared with the terrible price which 
the man—the worker—may come to know with the pass- 
ing of days and the sweep of years. 

For the man who works only for the boss belies and 
belittles the greatest gift which God has implanted in 
the human soul: The inherent, golden spark, the sacred 
hunger, which lives in every human breast—the hunger 
to do something better than it was ever done before. 

More powerful than all of the success slogans ever 
penned by human hand, is the realization for each man 
that he has but one boss. That boss is the man—he— 
himself. Pity the man who needs any other. And more 
lasting than all of the figures in the inventory are the 
figures in the accounting which he brings to himself. 
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Backing the Retail Dealer 
— — by Adhering Strictly to 
Catalog Prices and Terms 













This company sells its tools only 


through hardware and supply 





dealers. 






It practices the strictest adher- 





ence to catalog prices and terms. 





The performance of our pre- 





cision tools sets a standard of 





accuracy—accepted by me- 





chanics all over the world. 






BROWN & SHARPE MFG. CO. 
Providence, R. I., U. S. A. 
























ae 
BROWN & SHARPE 'TOOLS 


“World’s Standard of Accuracy” 
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PIKE Free with a Small Order 


To help the dealer sell his share of Pike India Oil- 
stones, we offer this latest PIKE Oilstone Display 
without cost. What’s more, you do not have to over- 
buy or overstock to get it. 

A trial order for six of the best selling sizes of the fast cutting 
Combination India Stones brings .t. Sales start as soon as 
displayed on your counter or in your window. It is the finest 
Oilstone Display we have ever devised. 


Pilfer Proot Pockets 


Particular attention is called to the method of fasten- 
ing the stones to the easel. They cannot be removed 
without attracting undue attention. 


Your clerks, however, can easily remove them 
from the Pockets for demonstration or sale. One 
side of these stones is Coarse grit for fast, rough 
work—the other side, Fine grit for finishing. Get 
your Display now. 


Pike Manufacturing Co. 
Pike, New Hampshire, U. S. A. 



























evertain 


Sharp, Stainless Cutlery 


No. G 648 Paring 
Knife Display 


Contains 12 only No. 648 
Paring Knives, Never- 
Stain Blades, Swaged and 
Etched, Ebony Handles, 
Brass Rivets and Burrs. 
Packed 1 dozen in carton 
with Display Tray. 








and the 


A knife of handy Size and 
attractive Shape. 


Get them in stock for the 
Fruit and Canning Season. 





Order Through Your Jobber 


Ontario Knife Company 
Franklinville, N. Y. 


iis 


Hin Diath tte 








i 


EVERY HOME 
Sells on Sight 


FINE QUALITY AND FINISH 
MADE /N POPULAR S/ZES 


O y ke 4 


ACARDED ASSORTMENT OF Oval” 
SHEARS. A STANDARD NUMBER 


wo. dal 


THE ACME SHEAR CO. 
Bridgeport, Conn. 
Famous Since 1874 fy 


(i 
Fil a 
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CUTLERY 








MERCHANDISING IDEAS « - 


NEW ITEMS 








Pocket Knife Display Box 
Designed by Remington Arms 


Remington Arms Co., Inc., New York 
City, has recently perfected a display box 
for pocket knives. 


These boxes are about 





12 in. long and are made so that six will 
fit on the top shelf of a six foot show case. 
They are finished in polished mahogany 
and are sold singly or furnished with 
various assortments. 

The slide top is of galvanized iron, fin- 
ished in green duco. The samples with the 
blades open, are fitted on the special clamp 
which presses in from the back of the 
panel so that the knife can slide in. When 
a customer asks to see a certain priced 
knife, the lid of the display box is pulled 
off and laid on the counter, for the cus- 
tomers inspection. The extra stock is car- 
ried in the compartments under the cover, 
which will take care of six different pat- 
terns. 

A celluloid strip is provided on the lower 
edge of the tray on which the knife num- 
ber and price can be indicated. These dis- 
play boxes Model R. D. 6 are packed 2 
in a shipping container, the weight of 
which is 7 Ib., 11 oz. 


American Cutlery 1927 Exports 
Show Gain Over 1926 


More than $33,000,000 worth of hard- 
ware and allied products was shipped 
out of the United States during the first 
half of this year, the Iron and Steel di- 
vision of the Department of Commerce 
announces in a statement just issued. 

Of particular note were the shipments 
of cutlery, which surpassed in value the 





exports for the same period in 1925 and 
1926. Such classifications as cooking and 
heating appliances, abrasives, and plumb- 
ing fixtures experienced slight gains in 
the period under review, while declines 
were noted in the exporis of builders’ 
hardware, tools, lamps and_ illuminating 
devices, and household utensils. 

Foreign shipments of cutlery, which de- 
clined from $5,108,767 in the first six 
months of 1926 to $4,987,782 in the same 
period 1926, increased to an amount valued 
at $6,165,249 in 1927, representing an in- 
crease over the previous year of $1,177,467 
or nearly 24 per cent. Exports of safety 
razors declined considerably in the 1927 
period, being valued at $266,613 compared 
with $570,249 in 1926—a decline of $303,- 
636. Shipments of safety-razor blades, 
however, registered a substantial gain, in- 
creasing from a value of $2,971,414 in 1926 
to $4,654,698 in 1927—a gain of $1,683,284 
or about 56 per cent. 

Exports of table and kitchen cutlery 
increased slightly, from $302,917 in 1926 
to $341,321 in 1927 period. Shipments of 
scissors and shears declined slightly from 
$90,296 in 1926 to $82,645 in the present 
year, while exports of other cutlery and 
parts declined from $1,052,906 to $819,972. 


The Voos Co. Produces a 
Very Handy Pocket Knife 


The Voos Co., 161 Porter Street, New 
Haven, Conn., is manufacturing a new 
pocket knife, Model 028, with a single 





blade, a screwdriver, bottle opener and 
corkscrew. The blade is made of high 
grade-steel and the appliances are designed 
for efficient work. 

The knife can be furnished in pearl or 
gold mounting. 





| using moth balls 





Handy Razor Blade Holder 
Has Many Uses 


The Pressed Metal Products Co. of 6925 
Colfax Road, Cleveland, Ohio, is manu- 
facturing a handy tool, in the form of a 





holder for old razor blades. With this 
blade holder it is possible to remove paint, 
trim wall paper, scrape auto bodies and 
rip seams. Each blade holder is mounted 
on a separate sales card. Packed one 
gross to a carton; shipping weight 10 lbs 


Regarding Use of Camphor to 
Prevent Silverware Tarnish 


In the cutlery section of HarDWARE 
Acet July 7, issue we told how Cornell 
Bros., Tuckahoe, N. Y., used camphor 
balls in the silverware show case to pre- 
vent tarnish. One of our readers believ- 
ing this information partly incorrect wrote: 

“IT am sure you will find that the oppo- 
site is true. Tar camphor will tarnish 
silverware quickly. Your informant most 
likely referred to genuine Japanese cam- 
phor, which does prevent tarnish from 
forming quickly.” 

We asked S. L. Riley of Cornell Bros. 
to answer the query and he writes: 

“Up to a year or so ago we used only 
gum camphor for this purpose (preventing 
silverware tarnish). A new employee 
who had experience with this line sug- 
gested that we try common naphthalene 
moth balls. We did try them and our re- 
sults have been very satisfactory, though 
it is possible that some makes of moth 
balls would not work as well. 

“As an experiment we placed a new 
silver spoon directly in a package of moth 
balls for several days and it came out as 
bright as it went in. It would probably be 
wise to make a test of this kind before 
as suggested.” 
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Blue Bird Tinners’ Snips 
Are Attractively Packed 
The Bergman Tool Mfg. Co. of Buffalo, 
N. Y., recently placed on the market the 
Blue Bird Tinners’ Snips. These Snips 





are made in three sizes, 7, 10 and 12 in. 
They are said to be drop forged and heat 
treated. The blades are highly polished 
arid the handles enameled in royal blue. 

Two Blue Bird Snips come packed in a 
three color display container. 


Rustless Rule Co. Introduces 
Clean Scrape, Handy Cutter 


Clean Scrape, Handy Cutter, a holder 
for discharged razor blades, is now being 
manufactured by the Rustless Rule Co., 





Inc., 9-11 Lafayette Avenue, Buffalo, N. Y. | 


This product is made of spring aluminum. 
By means of a patented construction the 
cutting edge can be guarded when the cut- 
ter is not in use. There are many uses for 
a tool of this kind, among them scraping 
tar, ripping seams and general kitchen 
work. Packed two dozen with a display 
stand. 





Many Bladed Knife Made by 
Prison Ship Convict 


This knife, which has 384 blades, was 
made under very peculiar circumstances. 
The story is that the maker, whose name 


A Complete Cut- 
lery Department 


This cutlery department 
of McKay-Newcomb Co., 
Boston, Mass., features 
many incidental special- 
ties which may well be 
included with the cutlery 
department. Alarm 
clocks, fountain pens, 
pencils, novelty mirrors, 
ash trays, wallets and 
flashlights are some of 
the items. The shaver 
gets complete service in 
this department as he is 
able to purchase razor, 
safety razor with blades, 
shaving brush, shaving 
cup, shaving soap, pow- 
der or cream, after shav- 
ing lotion and after 
shaving powder. 


was Hayes, was an employee of Colgar, a 
cutler of Limerick, Ireland, in 1830, and 
at that time made a dagger for presenta- 
tion to a friend. On arriving at the house 
where the presentation was to take place, 
he found a quarrel going cn in which his 
friend was engaged. On going to his 
friend’s assistance he used the dagger on 
one of his assailants, killing him instantly. 





| 


He was arrested and convicted, but through 
his employer’s influence he escaped the ex- 
treme penalty of the law, and was con- 
demned to a term of imprisonment on 
board a convict ship at Queenstown. It 
was during his confinement on the vessel 
that he made this pocket knife which was 
| intended to be presented to the Lord Lieu- 
tenant (Governor) of Ireland, and which 
has since been exhibited in Paris, London, 
Dublin and Edinburgh, and also in Canada. 











Grinding Wheel Display Assort- 
ment by Pike Mfg. Co. 


Pike Manufacturing Co., Pike N. H., 
has prepared a new display assortment of 
Fike grinding wheels which will enable 
even the very small retail hardware store 
to feature these items prominently in a 
mimimum of display space. There are 








| 12 Pike grinding wheels of various sizes 
| on the display and 24 sets of pressed steel 
bushings, the latter supplied gratis with 
each assortment of twelve wheels. The 
wheels have standard lead bushed holes 
into which all of the bushings fit. This 
feature enables the dealer to furnish his 
customer with any arbor size desired from 
| %to 1 in. 


Charles L. Alvord Dies 


Charles Landon Alvord, who until 1920 
was associated with the Empire Knife Co., 
Winsted, Conn., established by the late 
James Alvord in 1856, died Saturday, Aug. 
20 at his home in Winsted, following an 
illness of four years, in his 73rd year. Mr. 
Alvord was graduated at Yale in 1877 and 
shortly afterward became associated with 
the knife manufacturing concern. 
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Did you say you wanted to 
sell more Grinding Wheels? 


CARBORUNDUM ar? ALOXITE 
: Grinding Wheels fee 


log 


HIS striking display will cer- 
if Rees help you. It carries, 
in aconvenient way, a complete 
stock of Carborundum and AI- 
oxite Grinding Wheels in just 
the right sizes, shapes and grits 
to meet the demand of the av- 


The display is of sturdy metal 
construction, 48 inches high, 27 
inches wide, lithographed in 
three colors. The wheels are 
securely held on pegs or rods 
and can be sold from the stand. 
The display is mounted on wide 
legs and has an easel back— 





“Chis display given FREE 
’ ; with assortment of Car- 
You can stand it on your floor— lt aa Abeta 


or take off the legs and hang Grinding Wheels—send Pd 
the coupon for details. f° 


the display on the wall. 


’ The 

*  Carborundum 
Company 

Niagara Falls, N. Y. 


Please send details 


THE CARBORUNDUM COMPANY, NIAGARA FALLS, N. Y. va Tau one 
Reg. U.S. Pat. Off. “ Display Assortment. 


CANADIAN CARBORUNDUM CO., LTD., NIAGARA FALLS, ONT. f 


New York, Chicago, Boston, Philadelphia, Cleveland, Fo 
Carborundum is the Registered Trade Name Cincinnati, Pittsburgh, Milwaukee oe — 





used by The Carborundum Company for Sill- Detroit, Grand Rapids y 
oon Carbide. This Trade Mark is the exclu- The Carborundum Co., Ltd,. Manchester Eng Pa Cit ee 

property of The Carborundum Company. , ” , ” v ee) ee : oe cant 
“9 etwas ee Deutsche Carborundum Werke, Dusseldorf, Ger. if 

* My Jobber is 











SALES OFFICES AND WAREHOUSES IN ra Name 
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Turns Showcase Around 
to Increase Sales 


E. G. Lindquist Attributes 500 Per Cent Increase in Cutlery 
Sales to Slight Change in Christensen 


Hardware Co., Chicago 


duce the biggest results. For example, by merely 

turning a showcase around and changing the 
arrangement of his display, E. G. Lindquist, manager of 
the Christensen Hardware Co., Chicago, increased the 
sale of cutlery 500 per cent. 

About two years ago Mr. Lindquist completely re- 
modeled his store and the new front, of the arcade type, 
had two entrances with an island window in between. 
Following the best advice at the time, about 20 feet 
back from the front doors and facing them, he placed 
a U-shaped floor showcase for his pocket knives, razors 
Panels sloping diagonally from the top- 


S JMETIMES it is the most simple things that pro- 


and scissors. 


back corner of the case to the front-bottom corner con- 
tained samples while the space behind the panel was 
used for the storage of surplus stock. 
was an ideal arrangement. 


Theoretically it 



























-SHAPED showcase for 
displaying cutlery, which, 
placed in a different position, 
seems to have been responsible 
for an increase of five times in 
the volume of cutlery sales by 
the Christensen Hardware Co., 
Chicago. Coincidental with this 
change, the windows carried 
more cutlery displays, which 
undoubtedly contributed in a 
large measure to the net result. 
The lower photo shows one of 
the Christensen store windows. 





However, Mr. Lindquist discovered that most cutlery 
sales are purely incidental and that customers coming 
into the store usually came for some other item and 
walked unseeingly past the cutlery case, into the center 
of the store and asked for the article they wanted. Leav- 
ing the store they passed the cutlery display from the 
rear and so failed to see it again. Even at this, with a 
stock that averaged about $400, annual cutlery sales 
amounted to about $2,000, but this was not satisfactory. 

Consequently about two months ago it was decided 
to do a little experimenting. The whole U-case was 
turned around so that it faced the rear of the store 
with its two ends up against the back of the island 
window. The slanting panels in the cases were discarded 
and the display laid on a horizontal board about 8 inches 
below the top glass. 

Immediately cutlery sales began to pick up. Almost 
every customer in leaving the store, hesitated or stopped 
in front of the cutlery case, which they could not fail to 
sees as they walked down the aisle toward it. Encouraged 
by this display of interest, Mr. Lindquist started to devote 
more window space to cutlery and is now putting cutlery 
items somewhere in at least every other window trim. 
He estimates that approxjmately half of his cutlery 
sales come directly from these windows. Passersby, see- 
ing the merchandise from the outside, pick out what they 
want and come in and ask for it. However, whether 
it is due to the windows, the turning of the showcase, 
the change from slanting to the flat display, or a com- 
bination of all three, the fact remains that for the past 
two months cutlery sales are just 5 times greater than 
during the same period last year. 
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CHRADE ()AFETY 
Push Button Knife 


No Breaki. 
Ne Brenig of 


<—_Safet 
peg 





Push the button and the blade opens auto- 

matically. Safety slide locks the button with the blade 
open or closed. DOUBLE-LOCKED the only Safety 
Knife that is actually Double Locked. It requires two 
motions to unlock and open the knife—therefore safe, 
both conveniently done with one hand. 


TRADE FVERLASTINGLY SHARP MARE 


Manufactured exclusively by 


SCHRADE CUTLERY CO. Walden, N. Y. 


Also manufacturers of a complete line 
of Schrade regular type pocket knives. 


Send for Catalog E. Factories: Walden N. Y.—Middletown, N. Y. 
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the Demand 

That Na- 
tional Adver- 

tising Creates. 


Dealers, your whole- 
saler can supply you 
now. Order Immedi- 
ately. RetaiJs for $1.00 


Phillips-Laffitte Co. 


1713 Ranstead Street 
Philadelphia, Pa. 
Incorporated 1906 

















The LOGS: 
m4 
POCKET KNIFE 
Single Blade, Screw 
Driver and Bottle 


Opener, also Cork 
Screw. Pearl or Gold 
Mounting. Good value. 


Please order from our 


Sales Representative 


John H. Graham & Co., Inc. 
113 Chambers St. 
New York City 


THE, mVYO.OS > Co, 161 Porter St., New Haven, Conn. 




















OATES 


Since 1880 


Uniform Quality 


Hair Clippers 
Horse Clippers 
Electric Animal Clippers 


Sold in All Parts 
of the World 


(Cates CLIPPER & MEG. CO. 
Worcester, Mass., U. S. A. 











How High Are Your Sales 
Per Customer?— 


“GEM” 


increases 
them 


HE customer 

who comes in to 
purchase _ other 
things pauses to buy 
a Gem or Gem, Jr. 
The Gem _ display 
means extra sales. 









e ,; All customers like 
' those handy  nail- 
clippers because they 
trim nails and hang- 
nails perfectly, and 
work easily with 
either hand. 


~ 

The only nationally advertised nail-clippers. Copy. ap- 
pears regularly in The Saturday Evening Post, Collier’s, 
and Judge. ee ‘ 
ont Je. Transparent Du Pont “Cellophane 
protects them from rust, dust and 
tarnish. 

The convenient prices—35 and 50 
cents—appeal to every customer. Get 
a Gem display from your jobber to- 
day, and catch those extra sales. 


THE H. C. COOK CO., Ansonia, Conn. 
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Lock No. 04810—1% in. diameter 
Lock No. 04811—1% in. diameter 


A Lock That Is Sure Protection 
Sell Eagle Pin Tumbler Padlocks Nos. 04810 and 04811 


to your customer who is looking for real protection. 


You'll know that these locks will staunchly uphold your 
judgment—and will give service for a lifetime. 


Mechanism of the lock is contained in a solid brass block 
surrounded by a heavy brass jacket. This forms a solid 
case that cannot be crushed or wedged apart. Outside 
case highly polished. 


Shackle is of case hardened steel, nickel plated. Shackle 
is locked in case by a double rotating bolt which engages 
in two notches at both ends of the shackle. All in all— 
a lock for safety! 


The Eagle Quality Line 
Night Latches Cabinet Locks 
Trunk Locks Store Door Sets 
Front Door Sets Padlocks 


Wood Screws 


Eagle Lock Co. 


General Sales Office 
26 Warren St., New York 


Branches: 

521 Commerce St., Philadelphia, Pa. 
177-179 N. Franklin St., Chicago, Ill. 
114 Bedford St., Boston, Mass. 
Works at Terryville, Connecticut 
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Everybody’s Business 
(Continued from page 44) 


dose of sunlight will do damage just as will excessive 
eating and drinking. 

Sunlight and cold appear to be a more ideal com- 
bination than sunlight and heat. In other words, a 
hundred clear days in Canada would benefit the human 
body more than a hundred clear days in Florida. The 
trouble is that in our northern States the winter days 
are so generally cloudy and the daylight hours so few. 
One of the best arguments favoring daylight saving is 
the fact that this permits us to utilize the light of the 
sun in the early morning hours when the heat is not 
so great. Our ancestors knew that it was good to get 
up early but they didn’t know why. 

All of this represents merely a nontechnical scratch- 
ing of the surface of a few sunlight fundamentals. It 
is a fascinating subject that anyone can take up as a 
hobby with much profit. Never before were we so sun- 
shine-conscious. In a few years the average person will 
refuse to buy an automobile or work in an office that 
is not equipped with glass that lets through the ultra- 
violet rays of the sun. 

This new attitude toward hygienic living will prove a 
powerful factor in putting an end to our present dirty 
civilization. Dirty desks, sooty window sills, blackened 
buildings and soiled tapestries will disappear. Laundry 
bills will be substantially less and there will be a huge 
saving to industry as a result of the material decline in 
absenteeism and inefficiency now caused by sickness. 

Everyone dislikes smoke, but many have believed that 
its evils are exaggerated and the remedies too theo- 
retical. Such may have been the case in the past. But 
the demand for smoke abatement today is established on 
a foundation of facts that are wholly tangible. 

In one smoky community last year 794 tons of soot 
and dust were deposited per square mile. In a compara- 
tively clean community the total deposit was 101 tons. 
Smoke from industrial towns of this kind will often 
travel 50 miles. The average soot particle settles under 
the influence of gravity at a very slow rate. Sometimes 
a particle shot from the top of a chimney 100 feet high 
will require three weeks to reach the ground in still air. 
Industrial smoke contains much ash and little nitrogen, 
so it is of very little use as a fertilizer for crops. The 
soot from domestic chimneys is richer in nitrogen, but is 
rendered useless as a fertilizer by the large percentage 
of tarry matter that goes with it. 

Crops for many miles are seriously affected by the 
drift of sulphur from the chimneys of nearby towns. 
Even hearty evergreens in some manufacturing districts 
become so damaged by smoke that they fail to flower 
in the summer and lose their leaves in the fall. The cost 
of washing tarry deposits off glasshouses amounts to 
about $23 per acre, and sometimes this work must be 
done four or five times a year where the atmosphere is 
continually smoky. People in such sections pay a smoke 
tax every time they buy a bunch of flowers. 

Smoke acids lower the nutritious value of grass, and 
cause the farmer to purchase more feed for his stock. 
Also the soil in smoky regions suffers a serious loss of 
lime, resulting in a deficiency of lime content in the 
milk obtained from local cows. In some regions the 
soil is so acid from smoke that constant dressings of 
lime are necessary. This encourages the growth of 


rank weeds and thick grasses. 
A recent investigation in an eastern community dis- 
closed that in twelve months the hours of sunlight totaled 
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1167. A few miles away with climatic conditions pre- 
cisely the same, except that there were fewer smoking 
chimneys, the hours of sunshine totaled 1402—a 17 per 
cent increase of sunlight. Any number of measurements 
throughout the country have indicated as much as a 
40 per cent absorption of total daylight by smoke clouds. 

Smoke doubles and triples the expense of cleaning. 
It means more window-washing, more servants, more 
speedy blackening of curtains and quicker discoloration 
of pictures and other household articles, especially. those 
made of silver and brass. The sulphuric acid in smoky 
air damages mortar, masonry and metal-work as well as 
fabrics and vegetation. Even the steel rails of a rail- 
road have shown a loss of weight of more than a pound 
per year per rail in a smoky atmosphere as compared 
with a loss of only 0.18 pound in a district where the air 
is clean. The examination that brought forth thjs fact 
was continued for 17 years. 

Coal dust, smoke and soot increase the death rate from 
acute lung diseases. Two large towns located in the 
same industrial district are built in precisely the same 
style, and differ only in the amount of coal smoke in 
the air. The first town is situated on the eastern edge of 
the district and receives coal smoke only from the west. 
The second town lies in the center of the region and has 
an atmosphere constantly charged with smoke. In the 
first community the death rate per 10,000 from acute 
non-tubercular lung diseases taking people between the 
ages of 15 and 60, is only 11. In the nearby smoky town 
the death rate is 35. Another similar survey covering 
24 cities, half industrial and the other half non-indus- 
trial, showed a death rate of 26.5 in the smoky com- 
munities, and a death average of only 17.5 in the town 
having a clean atmosphere. 

Unfortunately many of us preach one thing and prac- 
tice another. We praise sunshine ‘and then manufacture 
smoke to shut it out. It is time we recognized the truth 
that it is not the cold that kills, but the darkness of 
our winters. Such a realization, coupled with an already 
full appreciation of the multitude of evils that result 
from living and working in a dirty environment is cer- 
tain to bring us to a clean civilization where our build- 
ings will be something more than huge piles of blackened 
masonry. 

More gratifying than all else is the clear evidence that 
smoke-abatement campaigns throughout the country have 
been taken out of the hands of emotional faddists and 
self-seeking politicians. Present programs to clean up 
the air and let in the sun are being directed by trained 
engineers who not only recognize the necessity of sug- 
gesting remedial measures that are practical, but who 
appreciate the need of gaining the interest and coopera- 
tion of present smoke offenders by doing all that is 
possible to work no unnecessary hardship on American 
business generally. 


Verified Retail Store News Notes 


‘ se Hardware Co., has recently been opened at Mullens, 
WV. Va. 


M. Shortland has opened a hardware store at 6417 California 
Avenue, Seattle, Wash. 

Ernst Hardware Co. has opened a branch store at 306 Pacific 
Avenue, Bremerton, Wash. 

La Villa Hardware & Furniture Co. with Emmett Cooper as 
manager has been opened in Mercedes, Tex. 

Fort Stockton Hardware Co. of Fort Stockton, Tex., has been 
aera J opened. 

J. W. Hovey has succeeded the La Porte Hardware Co. in 
La Porte, Tex. 

Rio Grande Hardware & Merchandise Co. has succeeded Ewing 
& Phillips in Harlingen, Tex. 

R. H. Williams has recently changed the location of his store 
in Carrizo Springs, Tex. 

Baird Hardware Co. is now in business in Baird, Tex. 
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A Complete Course in Show Card 
Writing 
(Continued from page 47) 


is known as relief shade and is the most generally used 
for show card writing as it is executed by single brush 
strokes following the contour of each letter and keep- 
ing a fraction of an inch away from the edge. 

The shading of a letter is of course intended to imitate 
the natural shadow and therefore should never be any 
stronger than a light tint of Grey, Green, Brown or Blue. 

It is better to keep brushes for use in white ink sep- 
arate from the brushes used in colors, if this is not con- 
venient they should be washed in warm water before 
used in white ink. 

There are many different brands of white show card 
ink on the market but of course it is much cheaper to 
mix your own for the benefit of those who desire to 
do so the following formula will be found satisfactory. 
%4 |b. English flake white, add % to % bottle of ordinary 
mucilage. Stir until thoroughly mixed, then thin to 
the proper working consistency by adding a little water 
at a time. A few drops of oil of wintergreen will pre- 
serve it indefinitely. Its covering qualities improve 
with age. 


A Novel Idea Sells Flashlight Batteries 


MERCHANT who handles flashlights and batteries 
recently used a novel idea to move them more free- 
ly than they had been doing. A market basket filled with 
such packages as laundry soap, breakfast food and other 
articles which might appear in the daily shopping list, 
was placed in the window. On the basket was placed a 
card which contained the message: “When doing your 
marketing, do not forget to get a refill for your flash- 
light.” The display was in the window for a week and 
during that time the hardware store sold more flashlight 
batteries than in any previous month. It is also inter- 
esting to note that practically all the flashlight customers 
were women. 


One Man’s Solution of the Problem 


Thotnas W. Gaw, Liberal, Kansas, commenting on the 
editorial “Problems,” writes: 

“On your ‘Problems’ page in a recent issue, a merchant 
in Michigan complains that too many traveling men call 
on him. My hardware is small, as I have no city trade, 
but I do not have the trouble that he seems to have, be- 
cause some years ago, when I added hardware to my im- 
plement stock, I invited two hardware jobbers to have 
a man call on me. Those two houses have supplied my 
wants all these years, except some specialty or an occa- 
sional bargain bait. In implement supplies I stick to 
two jobbers, with same exception as with the hardware 
houses. 

“This system would probably not suit many hardware 
dealers, but it seems to work with me. It saves my time; 
it saves travelers’ time. I can buy larger orders from 
two than from half a dozen or more. The hardware 
men call every other week and the supply men once a 
month. I have always had the courage, if that is the 
proper term, to say ‘no’ to outside men, because in the 
long run no ordinary house has the advantage over 
another in price or variety. If ‘Michigan’ has a few 
houses that he could concentrate on the others would 
soon take the hint.” 
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Behind the Scenes in the 
Automobile Business 
(Continued from page 41) 


their agencies. Now, the fly in the ointment was the 
fact that almost every automobile buyer wishes, within 
a year or two, to trade back his old car as a part pay- 
ment for a new one. Competition has forced the retail 
dealers in automobiles to make such large allowances 
for used cars that when they attempt to sell them again, 
they cannot get out from under. In other words, the 
loss on used cars is, in the majority of cases, taking all 
the profit that the retailers make in selling new cars and, 
as a result, a large number of the dealers are not only 
not making any money but are actually losing money in 
the sale of automobiles. 

* * * 

Their profits, of course, are being helped by the sale of 
equipment and by repair work. Mr. Moock stated that 
the automobile business from the standpoint of the retail 
dealer was in a deplorable condition. One of the gen- 
tlemen present asked him where it would all end. Mr. 
Moock threw up his hands and said that he did not know ; 
that manufacturers were continuing to manufacture 
and were forcing automobiles on the dealers and that 
the dealers were simply going on from day to day, 
hoping for the best ; in other words, like Mr. Micawber, 
trusting that something would turn up. A moratorium 
in manufacturing is needed in the automobile business. 

Xk ** * 

This spring, here in New York, the bankers let loose 
a great flood of new bond issues upon the dealers who 
do the distributing. As a result of so many bonds being 
offered there was a congestion in the market. Dealers 
could not sell these bonds. The bankers then very 
wisely stopped their efforts to bring out new issues. 
They treated the market indigestion from an oversupply 
by a process of starvation. After a while the dealers 
were able to clean up their portfolios and now the bankers 
are again starting to feed more bonds to the public 
through these dealers. It would seem that it would be 
wise if the automobile manufacturers of the country 
could take a page out of the experience of the bankers 
in selling bonds. 

* x * 

It appears that Ford dealers this year have had an 
especially hard time of it. They have had expensive 
leases with the rent falling due regularly every month. 
They have had employees who naturally wished to re- 
ceive their weekly pay envelope. At the same time they 
have had no Ford cars to sell because, with the new Ford 
car promised in the near future, buyers of Ford cars 
would be rather slow in purchasing old-fashioned models. 

* * * 


Then Mr. Moock proceeded to tell about Greater 
Market Development. He told of the campaign called 
“Save-a-life-week.” To me, this was a very interesting 
campaign. The proposition that was put up to the 
Automobile Commissioner and the Governor of the 
State of New York was that fatalities had two causes, 
one of them being careless driving. That, of course, was 
a very difficult thing to handle. Jt was beyond legisla- 
tion. The other cause, however, was defective cars or 
equipment. This was something that could be remedied. 
The Greater Market Development Campaign Committee 
therefore proposed to the Governor of New York that 
every car be examined by experts free of charge. If the 
car was in perfect condition, a paster would be placed 
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THESE handy hammerless tacks cin 
be pushed in by the thumb and may be 
easily removed with the fingers. 


SOLIDHED is a registered trade mark. 
Only goods so labeled are genuine. 


SOLIDHED thumb tacks are so attrac- 
tively displayed that they double your 
money and triple your sales. 


Larger facilities 
Prompt deltvertes 


*SOLIDHEDS ARE THE BEST” 
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Solidhed Gompany 
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Sell the Best 
HARDWARE 


For Hard-wear 


° ‘ome, Formorethan 50 years 
-| Bommer Spring Hinges have main- 

tained their leadership and proven 

8 their superiority over all others. 
ee They have kept pace with the 
times, they have been 
kept up with the times whenever 

improvement was possible. 


BOMMER 


SPRING HINGES 


ARE THE BEST 


Replenish your stock with Bommer. 
They are in universal demand—are 
quickest to sell—easiest to apply and 
the most satisfactory spring hinges 
e. 
Your Jobber handles them. 


Send for New Catalog 50. It is a 
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on the car, stating that the car had been inspected and 
that it was in perfect order. If, however, the car was in 
bad order—for instance, if the brakes were wrong or 
the steering gear was wrong or the lights or the mirrors, 
the owner of the car would be told exactly what was 
wrong with his car and naturally he would see that the 
necessary repairs were made and worn-out equipment 
replaced. 
* * * 

As a result of this campaign, one million two hundred 
fifty thousand cars were inspected in the State of New 
York. It was found that 40 per cent of these cars were 
not in proper condition, by reason of faulty equipment, 
to travel on the public roads. The owners of these cars, 
of course, had to buy new equipment and the chances 
were therefore reduced for fatal accidents. Incidentally, 
this Greater Market Development Campaign has led to 
a large increase in the buying of equipment for motor 
cars, also in repair work at the various automobile repair 
shops. This very intelligent campaign will be carried 
on in every State in the United States and the result will 
be not only the saving of many lives but also a large 
increase in the sale of automobile supplies and work in 
repairing defective machines. 

* * * 

Mr. Moock stated that the great battle in trade today 
was for the consumer’s dollar. Notwithstanding the 
wealth of this country, high wages and large incomes, 
there are, after all, just so many consumer’s dollars. He 
drew a most interesting picture of the campaign’s being 
carried on by various organizations to divert the con- 
sumer’s dollar into the cash drawers of various lines of 
business. He gave striking facts about the publicity 
work of the fruit growers of California, of the lumber 
dealers and of various associations seeking an increased 
outlet for the product of their members. 

* x * 

He also outlined, with facts and figures, some of the 
tremendous changes that are taking place in business 
and in the use of goods. In referring to lumber, he 
said that there were now twenty-two substitutes for 
lumber. He told about the increase in sales of prepared 
roofing at the expense of the lumber business. In sum- 
ming up, he called attention to the fact that the cost for 
housing, food, clothing and actual necessities of life took 
about 80 cents of the consumer’s dollar. Therefore, all 
of those who dealt in lines such as automobiles and 
equipment that were not actually necessary had to con- 
duct their battle to secure a part, not of the entire dollar 
of the consumer, but of 20 cents out of this dollar. 

* * * 

Some of the jobbers present, who had contributed to 
the Greater Market Development fund, were hot under 
the collar because their money was being spent to increase 
all business in the automobile equipment line. As the 
manufacturers in the automobile line were selling direct 
to chain stores and mail-order houses, the jobbers, there- 
fore, found themselves in the position of contributing 
money to build up business for the benefit of their com- 
petitors, who made no contributions whatever to the 
fund. 

* * * 

Mr. Moock was politely and courteously asked what he 
had to say to this situation. Having heard previous dis- 
cussions, I knew this was coming and I wondered how 
Mr. Moock would answer. I admired the frankness and 
directness of his reply. He said that under present con- 
ditions, manufacturers were putting up the battle of their 
lives to sell enough goods to keep their plants running. 
He stated that production was far in excess of buying. 
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He stated that it was no part of his work to attempt to 
influence the manufacturers as to whom they would sell ; 
that his job was simply to increase the sale of goods in 
their line; in other words, to get a larger share of the 
consumer’s dollar. Mr. Moock frankly and plainly told 
the jobbers that he did not believe the manufacturers 
could be induced to stop selling the chain stores and the 
mail-order houses; that this part of the business had 
grown to such proportions that it was too important for 
the manufacturers to throw overboard. The whole 
problem, so Mr. Moock stated, was to increase the volume 
of business in their line and then for the jobbers to do 
their best, through their retail customers, to secure as 
large a share of this business as possible. 
* * * 


Another problem that was discussed at some length 
was that of the traveling automobile shops that are visit- 
ing the stores of the dealers all over the country and 
delivering goods direct from their stock in their auto- 
mobile shop to the dealers in their places of business. 
These wagon dealers cut out many of the motions in 
trade. They were becoming a considerable factor in the 
business and had to be reckoned with in the future. 


* * * 


Concluding his talk, Mr. Moock stated that the great 
buying public of the country would buy goods from any 
concern or any class of dealers who made it easiest for 
them to buy. He said that this was a principle in selling 
that we could not get away from. Any store with a good 
location, where people came and went, would do a better 
business than another store on a side street, simply be- 
cause people, as a rule, are not hunting up side streets 
on which to buy goods. They are buying them where it 
is most convenient. He also stated that a store that has 
a door which opens immediately on the sidewalk will 
sell more goods than another store where the consumer 
has to go up three or four steps or where the consumer 
is compelled to go down three or four steps. All these 
things have been proved by experience. Trade invari- 
ably goes where it is easiest to buy and no matter how 
much advertising may be done, the buyers of the country 
cannot be induced to buy even at lower prices from a 
place where the buying is made hard and inconvenient. 

* * * 


“Farmers,” said Mr. Moock, “are buying from mail- 
order houses not only because they think the prices are 
right, but because it is easier to make up an order, send 
it to the mail-order house and have the goods delivered 
by parcel post than to take the time and trouble to go to 
town and buy from a retail store. He stated that after 
all is said and done, the consumer is the most important 
cog in the wheel of commerce. What the consumer 
wants he will have. All campaigns and resolutions will 
be useless unless they meet with the approval of the 
ultimate consumer. The great business executives of the 
country are studying, more than ever, not what the 
jobber wants; not what the retailer wants; but what the 
consumer wants, and the wise merchants propose to give 
the consumer exactly what he wants, the way he wants 
it. Mr. Moock emphasized again and again that the first 
and most important thought that every jobber and retail 
merchant should have in conducting his business is to 
make it easy for the consumer to buy. 


* * * 


Every day at 1 p. m. this convention adjourned to the | 


golf links—and how some of those boys could shoot! 
The writer took part in a golf tournament, but he was 
promptly eliminated! I had the pleasure, however, of 














YOU CAN’T GO WRONG 
on the “ALWAYS RELIABLE” 


They are truly all that their name im- 
plies. They are the result of constant 
progress towards perfection in the 
manufacture of torches and furnaces. 


Most jobbers stock. Others will gladly 
order. 


OTTO BERNZ CO. INC. 
Newark, N. J. 


Stocks in Newark, N. J., New York City, Chicago and 
San Francisco. 
Offices in Newark, N. J., New York City, Chicago, 
Fort Worth, Denver, Helena, Mont., San Francisco, 
Los Angeles, Seattle and St. Thomas, Ont. 








New Style Oiler 


LOOSEN 
or 


LEAK 














In the manufacture of this Hammer & Co. 
New Improved Malleable Iron Oiler, we do 
not depend upon solder alone to secure the 
bottom and prevent leakage. 


We form a seating groove in the body at 
the point of soldering and force the down 
turned flange of the Tecan bottom into this 
groove, where it has a wide bearing and is 
then soldered securely. No leak. 








Malleable Iron Fittings Co., Branford, Conn. 








OLD STYLE 


These well known Oilers have 
a steel spring in the bottom, 
but do not have the Patent 
Improvements of the new style. 
Send for Prices. 


<<“ 











Pat. Improved Bottom 





Patent Spring 
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seeing, in the hotel office, the silver loving cup given to 
the automobile golf champion. 
* * ok 

Among those I had the honor of meeting at this inter- 
esting convention were: 

Mr. O. S. Marett, sales manager, The Alexander- 
Seewald Co., Atlanta, Ga. 

Mr. R. F. Johnson, manager, The Automobile Supply 
Co., Wilmington, N. C. 

Mr. G. Norman Baughman, president, The G. Norman 
Baughman Co., Tampa, Fla. 

Mr. H. C. Holden, general manager, The Berner- 
Pease Co., Miami, Fla. 

-Mr. C. P. Aicklen, secretary, The Borden-Aicklen 
Auto Supply Co., Inc., New Orleans, La. 

Mr. Jos. H. Rose, sales manager, Boylan’s, Inc., 
Raleigh, N. C. 

Mr. Jos. G. Fitzsimons, president and general manager, 
Carolina’s Auto Supply House, Charlotte, N. C. 

Mr. William P. Butt, president, The Chesapeake 
Auto Supply Co., Inc., Norfolk, Va. 

Mr. W. R. Crow, president, The Crow-Burlingame 
Co., Little Rock, Ark. 

Mr. Tom Glasgow, president, Messrs. Glasgow- 
Stewart & Co., Charlotte, N. C. 

Mr. Tom _ Stewart, secretary, Messrs. Glasgow- 
Stewart & Co., Charlotte, N. C. 

Mr. Tilton Brown, sales manager, The C. W. Greene 
Co., Tampa, Fla. 

Mr. W. L. Thompson, president, The Motor Supply 
Co., Savannah, Ga. 

Mr. C. J. Verret, general manager, Messrs. Ozburn- 
Abston & Co., Memphis, Tenn. 

Mr. G. N. Patrick, president, Messrs. Patrick’s, Inc., 
Jacksonville, N. C. 

Mr. D. A. Graves, secretary and treasurer, The South- 
ern Auto Supply Co., Chattanooga, Tenn. 

Mr. M. C. Hutton, secretary and treasurer, The Voss- 
Hutton Co., Little Rock, Ark. 

‘k * * 

One afternoon, Mr. Frank J. Semple, one of my old 
associates when I was with The Simmons Hardware Co., 
and I, left for New York. Mr. Semple has never lost 
his youthful figure and looks about as young as he did 
twenty-five years ago. I always remember Mr. Semple 
for his beautiful handwriting and the care he took in 
writing up his orders. When I was a hardware stock 
clerk we always grabbed his orders first! 


Again, about midnight, I was sitting in the smoking 
room of the Pullman, reading. A tall man entered, 
wearing a long overcoat buttoned at the throat. He was 
in slippers and pajamas. In one hand he carried an 
aluminum saucepan while in the other was a Sterno 
heating stove. He bowed to me politely and said he was 
sorry to disturb me, but it was necessary for him to heat 
some water, as the Pullman company, notwithstanding 
the 50 per cent surcharge, had shut off the heat. He then 
deposited his Sterno stove in the bottom of the wash 
basin, filled his saucepan with water, struck a light and 
started the process of heating water. 


* * * 


This strange figure leaned against the doorway and 
explained that he had been a sufferer from indigestion 
for thirty years and had not enjoyed an uninterrupted 
night’s sleep in all this time. The only relief he received 
was from drinking hot water. During the day he said 
he did catch a few cat-naps, but life had long ceased to 
have any charm for him whatever. It had become a 
nightmare to him. He said he had sought a cure in every 
part of the country, from many doctors and institutions, 
but nothing had done him any permanent good. 

*k * * 

This gentleman was about 60 years of age. He used 
excellent English and was a man of great refinement. 
He had a beautiful face, but it was a very sad one. 
“Nothing,” said he, “has kept me alive but my faith in 
God. Life, to me, for the past thirty years has been a 
terrible experience. I have suffered the tortures of the 
damned, but on account of my religion I have borne it 
all meekly and patiently. Now I feel that I will not last 
much longer, but I am ready to go and it will be a deep 
relief for me to leave this world and to enter Paradise.” 


* * * 


These were almost exactly his words. I smoked my 
cigar and discussed various cures for indigestion with 
him. He had a charm of manner that drew one to him. 
Finally his water was hot. He drank it slowly and then 
retired to his berth. Again I was left alone. ‘‘Curious,” 
I thought, “on the way down I meet this missionary 
from India, who talks religion to me, and now on the 
way back I meet this sufferer who also talks religion. 
After all, it does seem that there are certain forces alive 
in thts world besides the problems of business associa- 
tions!” 





Coming Hardware Conventions 


AMERICAN HARDWARE MANUFACTURERS ASSOCIATION 
Convention, Atlantic City, N. J., Oct. 17, 18, 19, 20, 
1927. Headquarters, Marlborough-Blenheim Hotel. 
Charles F. Rockwell, secretary-treasurer, 342 Madison 
Avenue, New York City. 

ARKANSAS RETAIL HARDWARE ASSOCIATION CONVEN- 
TION, Little Rock, May, 1928. L. P. Biggs, secretary, 
815-816 Southern Trust Building, Little Rock. 

Iowa RetaiL HARDWARE ASSOCIATION CONVENTION 
AND ExursiTion, Des Moines, Feb. 14, 15, 16, 17, 1928. 
A. R. Sale, secretary-treasurer, Mason City. 

Missourt RetaiL HARDWARE ASSOCIATION CONVEN- 
TION AND ExuisiTIoNn, Hotel Statler, St. Louis, Jan. 23, 
24, 25, 1928. F. X. Becherer, secretary, 5106 North 
Broadway, St. Louis. 

MICHIGAN RETAIL HARDWARE ASSOCIATION CONVEN- 
TION AND ExHuIBITION, Detroit, Feb. 7, 8, 9, 10, 1928. 
Headquarters, Hotel Statler; Exhibition, Convention 
Hall. A. J. Scott, secretary, Marine City. 


NATIONAL HARDWARE ASSOCIATION CONVENTION, At- 
lantic City, N. J., Oct. 17, 18, 19, 20, 1927. Headquar- 
ters, Marlborough-Blenheim Hotel. George A. Fernley, 
secretary-treasurer, 505 Arch St., Philadelphia, Pa. 

NaTIONAL RetatL HARDWARE ASSOCIATION CON- 
GREsS, Boston Mass., June, 1928. H. P. Sheets, secre- 
tary-treasurer, 130 E. Washington St., Indianapolis, Ind. 

New ENGLAND HARDWARE DEALERS ASSOCIATION 
CONVENTION AND Exuyisition, Mechanics Building, 
Boston, Feb. 20, 21, 22, 1928. George A. Fiel, secre- 
tary, 80 Federal Street, Boston 9, Mass. 

PENNSYLVANIA AND ATLANTIC SEABOARD HARDWARE 
ASSOCIATION CONVENTION AND ExursiTIon, Philadel- 
phia Commercial Museum, Feb. 13, 14, 15, 16, 17, 1928. 
Sharon E. Jones, secretary, Wesley Building, Philadel- 
phia, Pa. 

Texas HARDWARE AND IMPLEMENT ASSOCIATION 
CONVENTION, Dallas, Jan. 17, 18, 19, 1928. Dan Scoates, 
secretary, College Station. 
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HAND PLUG DRILL 
nc 


Complete catalog of 
Stone-Working Tools and 
Supplies on request. 


TROW & HOLDEN CO., Barre, Vt: 
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the new SNELL Construction Bit 


Shiffer- stronger - lougher 


Write today for illus- 
trated folder and 
price list on this fast 
selling item. 


Snell Manufacturing Company, Fiskdale, Mass. 
Sales Representatives: 
John H. Graham & Co., 113 Chambers St., New York City 
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No. O24 Best iy Used ty Glaziers 

saan the over 

Has Wrath, eA NS: 
za RED DEVIL 






























Adjustable 
RADIATOR SHIELDS 


Every steam or hot water radi- 
ator is a live market for a 
“GEM.” Protects and saves 
fuel. 


8 popular sizes, gold-bronze or aluminum 
finish. Adjustable to radiator top widths, 
6” to 13”; lengths, 11” to 65”. Retail at 
$4 to $7. Beh & Co., Inc., 1140 "Broadway, 
New York, N. Y. 


Buy from Your Jobber 





SOLDERING 
and 
Tinning Flux 





Rubyfluid acts quickly, fluxes perfectly, never 
corrodes, and is economical to use. 


Mechanics, plumbers, electricians and all who 
try it continue to buy it. It sells rapidly and re- 
peats frequently. 


Send for Free Samples and Prices. 


RUBY CHEMICAL CO. 
68 McDOWELL STREET COLUMBUS, OHIO 






























Window Screen 
and Storm Door 


Numbered 
(Brass) 


Thumbtacks 


Numbered in sets 1 to 25 - 
26 to 50 - 51 to 75 - 76 to 100 
25c per set - $10.00 per 
1000 


DOOO® 
ODOOD® 








Send for illustrated folder, 
Price List and ‘discounts. 
Moore Push-Pin Co. 
(Wayne Junction) Philadelphia, Pa. 








Originators of the 

Moore Push-Pins and 

Mounted on board; enclosed in Moore Push-less Hang- 
transparent envelopes. ers used in “Nearly 
This conveniont packing has Eve ry* Home”, to 








doubled sales. “Hang Up Things’’. 























400 N. Monticello Ave., Chicago, Ill. 














Showing Window 
Closed. 
Manufacturers of 


“Quality Hardware Since 1876” 
Window and Door Specialties 


Tue H. B. Ives Co. 
New Haven, Conn., U. S. A. 






















if 








HARDWARE AGE for SEPTEMBER I, 1927 








Hot off the Nail Ke 


Little yarns that others have laughed 
over culled from various sources. 
contemporary puts it: “Some of them 
have been copied, the rest will be.” 


Asa 











“Jedge,” a very large and determined 
colored woman announced as she ushered 
a frightened ex-husband into His Honor’s 
chamber, “dis nigger ain’t paid me one cent 
ob alimony for sebben months.” 

“What’s the matter, Sam?” sternly in- 
quired the judge. “Haven't you been work- 
ing lately?” 

“Nosuh,” was the response. “Ah ain’t 
bin able to find mah dice.” 





“Did the doctor remove your appen- 
dix?” 

“Feels to me like he removed my whole 
table of contents.” 





Daughter—“The preacher just phoned 
and said he was coming to call this after- 
noon.” 

Mother—“Gracious, we must make a 
good impression: give baby the hymn 
book to play with.” 





Aunt ’Liza’s former mistress was talk- 
ing to her one morning, when suddenly 
she discovered a little pickaninny standing 
shyly behind his mother’s skirts. 

“Is that your little boy, Aunt ’Liza?” 
she asked. 

“Yes, miss; dat’s Prescription.” 

“Goodness ! What a funny name, 
Auntie, for a child! How in the world 
did you happen to call him that?” 

“Ah simply calls him dat because Ah 
has sech hard wuk gettin’ him filled.” 





“I hear you ran away from a water- 
melon patch, Rastus.” 

“Yeh; I seed a ghost.” 

“You all’s foolish, Rastus, ’fraid of a 
ghost.” 

“Naw, I ain’t foolish. It was the jedge’s 
ghost, and he was countin’ the water- 
melons.” 





A Chicago man died and passed into the 
great beyond. A guide showed him about, 
but after an hour of wandering, the Chi- 
cago man said contemptuously : 

“Well, I’ve heard heaven cracked up a 
whole lot, but I’m telling you it ain’t a 
darn bit different from Chicago.” 

“Heaven!” exclaimed the guide. “This 
isn’t heaven.” 





“Here’s something queer,” said the den- 
tist, who had been drilling and drilling 
into a tooth. “You said this tooth had 
never been filled, but I find flakes of gold 
on the point of my drill.” 

“IT knew it,” moaned the patient, “you've 
struck my back collar button.” 





“Can I see the Secretary of Agricul- 
ture?” 

“He is a very busy man, madam. What 
was it you wanted to see him about?” 

“About a geranium of mine that isn’t 
doing very well.” 





Molly Cassidy—“Shure, Pat, I had a 
certificate ov karacter, but I lost it com- 
in’ over. Phwat shall I do?” 

Pat Murphy—‘“Niver moind, Molly; I'll 
write ye wan.” Writes like this: 

“This is to certify that Molly Cassidy 
had a good karacter before she lift the 
ould counthry, but lost it on shipboard 
comin’ over!” 





Mrs. John Urban—‘“What is your hus- 
band’s pursuit in life?” 

Mrs. William Suburban—“The seven- 
forty train.” 





Rector—“Is that your cigarette stub?” 
Student—“Go ahead, father, you saw it 
first.” 





Binks (phoning down from his room)— 
“Night clerk?” 

Snippy Clerk—‘Well, what's _ biting 
you?” 

Binks—“That’s what I want to know.” 

“Now you understand, Bridget, the 
jelly’s to be served next to the last.” 

“But faith, missus, ye told me the bloom- 
in’ stuff was moulded, so I throwed it out.” 





The late Earl of Crawford was fond of 
telling about an old country woman who 
stopped him on a street in London and 
asked if he would point out to her West- 
minster Abbey. He did so and then di- 
rected her attention to the Houses of 
Parliament. “Well, now,” she exclaimed, 
“if that ain’t a fine buildin’, It ain’t the 
gasworks, is it?” 

“It is, madam,” replied his lordship 





promptly. “That is the gasworks of the 
entire British nation.” 





Mike Murphy, who lived on a farm, sent 
his friend, Jimmy O’Brien, in town, a crate 
of chickens. 

“Did ye get the chickens?” asked Mike 
the next time he saw Jimmy. 

“Some of ’em,” answered Jimmy. “Af- 
ther I got ’em from the station they got 
out av the crate and I wuz two hours 
scourin’ the neighborhood an’ thin only got 
tin.” 

“Sh-sh-sh, Jimmy, not so loud. I only 
sint ye six.” 





“Did that patent medicine you bought 
cure your aunt?” 

“Mercy, no! On reading the circular 
that was wrapped around the bottle she 
got two more diseases.” 





“So he’s your little brother! Strange 
that you are so fair and he is so dark.” 

“Yes, but he was born after mother 
dyed her hair!” 


“T’ve had a terrible warning of approach- 
ing death.” | 

“No, really ?” 

“Yes, I bought one of those lifetime 
fountain pens, and it’s broken.” 





In a long glistening Rolls Royce he 
glided up to the filling station, and called 
out, “Let’s have some gas, please!” 

“How much you want?” asked the man 
in overalls, eyeing the car admiringly. 
The motorist struck by a sudden thought, 
put a hand in his pocket. Thirty cents 
was all he had in his clothes. 

“One gallon,” said he. 

The man in the overalls glanced over the 
big car again and then fixed the driver 
with a stare of utter disgust. 

“One gallon!” he sneered; “watcher try- 
in’ to do, wean it?” 





A friend remarked: “See that man over 
there; he is worth a million dollars. To 
look at him you would not think it. He 
cares nothing for personal appearance, nor 
for the pleasure of life, and he never gave 
a dollar to charity. And yet he is worth 
a million dollars.” 

I answered: “You mean he has a mil- 
lion dollars. He is not worth thirty cents.” 
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The S TEN CIL O R Every hardware dealer recognizes the value of 


goods well displayed. 


If merchandise thus displayed is so important, 
why not give the same consideration to Neatly 
Lettered Signs, Show Cards, Price Tickets and 
Streamers, to “tie up” with the display? 


Anyone can make them with a STENCILOR. 


DISPLAY MATERIAL COMPANY 


774 Grand Ave., ST. PAUL, MINNESOTA 
Eastern Agents: DISPLAY MATERIAL CO., 191 Pearl St., 





tina. 
i ae 


— New York, N. Y. 
For Making Signs and Show Cards Canadian Agents: DISPLAY CARD COMPANY, LTD., Brockville, Ont. ; 








Wonderful Sales 


On This New 
Chisel 



















In selling shovels keep these two 
things firmly in mind: 








1. That what your customers get 
OUT of shovels depends entirely 
upon what the manufacturers put 
INTO them. 


2. That unless Indiana X-tra Quality 
Shovels backed up every claim 
for the lasting endurance of the 
TEEL in them, the leading 

. See of farm ~— 

- ments would not continue to bu 

No. B-2 and use INDIANA ROLLING 

MILL STEEL in preference to 

all other steel. 


The extra high carbon content of 


-i INDIANA Shovels is due to the 
ee wre aes fact that we know what steel should 
shorter socket and go INTO our X-tra Quality Shov- 
handle, extra thin blade. els. 
Same list price as our Your jobber will supply you. Write 
No. 2. for further information. 


A chisel that sells in sets as well 
: os 
as singly, as it is new and just what Xx tra 


LJ 
the carpenter wants. Quality” 


There is no chisel on the market that approaches 
White in quality—that is admitted; that is the kind 
your customers want, is it not? 

Better Get Some of These. The Indiana Rolling 
. Mill Co. 
The L. & I. J. White Co., Inc. New Castle, Indiana 


125 Columbia St. Buffalo, N. Y. CALESBURG COULTERDISC CO. Galesburg, Ill. 




















[UFRIN Ties 


MOST FAMILIAR TO USERS EVERYWHERE; 
HIGHEST IN THEIR ESTIMATION 
SELL READILY; 
YIELD THE DEALER PROFIT AND SATISFACTION. 


= = ——SSSsas 
— aaa 
_————————————————————— 
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We Offer Also GENUINE STAINLESS STEEL TAPES 
SEND FOR CATALOG THE LUFKIN fpuLe C0. SAGINAW, MICHIGAN 


NEW YORK WINDSOR, CAN. 
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Revised Tap Bolt Price List 
Also Final Carriage Bolt Chart 
Compiled for Hardware Age by M. M. Godschalk 
Tap Bolts (3/16 and 44” Diameter) EXPLANATION.—List prices are in accordance 
pescounr | with recent revision of April 1, 1927. To determine 
Length) List } ° ° : ° : 
' net selling or buying price on any size, this chart 
10 | 20 | 25 | 30 | 33%|] 40 | 50 | 60 | 70 | 
~¥% | 160| 144] 128| 120| 112| 107| 96| 80| 64| 4s| Offers a direct short cut. For example: Assume a 
_ Tiber) 180 | 162 | 144 | 135 | 126 | 120) 108) 9) ~72 | ~4! ~©desired discount of 40 per cent on 5/16-inch diameter 
1% 200 180 160 150 140 134 120 100 80 60 7 Pi . ss 
— ~ . and 
Tr Of SI Ie Ie of I oe tap bolts, 2 inches in length. Find the length line 
1% | 240| 216| 192| 1890] 168| 160| 144| 120| 96| 72| follow along until you reach the 40 per cent discount 
72 B} 260) 234 | 208 | 195 | 182) 174) 156) 130) 104) 78! column—here you find the answer, 201. Other dis- 
2% 280 252 224 210 196 187 168 140 112 &4 t d 1 h d t 2 d - th 
2% 300 | 2701 240| 2251 2101 2001 180 150 | 120 90 counts an engt S are aetermined 1n e same man- 
2% | 320| 288| 256| 240| 224| 214| 192] 160| 128; 96| ner. List prices are per 100. 
3 340 306 272 255 238 227 204 170 136 102 
Tap Bolts (5/16” Diameter) 
e J 
Final Installment Carriage Bolt Chart 
DISCOUNT 
Length) List 
10 | 20 | 25 | 30 | 33%| @ | 50 | | 70 Carriage Bolts (3/4 inch diameter) 
% 210 189 168 158 147 140 126 105 R4 63 
i 235 212 188 177 165 157 141 118 94 71 DISCOUNT 
a Length! List 
1% 260 234 208 195 182 174 156 130 104 78 
Ghazal is 10 | 20 | 25 | 30 | 33%] 40 | 50 | 60 | 70 
1% | 285| 257'| 2298| 214| 200} 190] 171] 143] 114] 86 
1% | 1245 | 1121] 996] 934] 872] 830] 747] 623| 498| 374 
1% | 310| 279| 248| 233| 217| 207] 186] 155] 124] 93 
2 | 1310 | 1179] 1048] 983] 917] 874] 786] 655| 524| 393 
2 335 302 268 249 235 224 201 168 134 100 
2% | 1375 | 1138 | 1100 | 1032 | 963] 917] 825| 688| 550| 413 
2% | 360| 324] 288] 270| 252| 240] 216] 180| 144] 108 
3 | 1440] 1296 | 1152] 1080 | 1008} 960] 864] 720| 576| 432 
2% 385 347 308 289 270 257 231 193 154 116 
3% | 1505 | 1255 | 1204 | 1129 | 1054 | 1004 903 753 602 452 
2% | 410] 369] 328] 308] 287] 274| 246| 205| 164] 123 
4 | 1570 | 1413 | 1256 | 1178 | 1099 | 1047 | 942] 785| 628| 471 
3 435 | 302 | 348| 327] 305| 290| 261| 218] 174] 131 
4% | 1635 | 1472 | 1308 | 1227 | 1145 | 1090] 981] 818| 654| 491 
3% | 460] 414] 368] 345] 322] 307] 276] 230] 184] 138 
5 | 1700 | 1530 | 1360 | 1275 | 1190 | 1134 | 1020 | 850] 680] 510 
3% | 485| 437| 388| 364] 340] 324] 291] 243] 194] 146 . 
5% | 1765 | 1589 | 1412 | 1324 | 1236 | 1177 | 1059 | 883] 706] 530 
3% | 510| 459| 408| 383 | 357] 340| 306] 255| 204] 153 Resists 
6 | 1830 | 1647 | 1464 | 1373 | 1281 | 1220 | 1098 | 915] 732] 549 
= 6% | 1895 | 1706 | 1516 | 1422 | 1327 | 1264 | 1137 | 948] 758] 569 
Tap Bolts (34” Diameter) 7 | 1960 | 1764 | 1568 | 1470 | 1372 | 1307 | 1176 | 980| 784| 588 
1 
pescower 7% | 2025 | 1823 | 1620 | 1519 | 1418 | 1350 | 1215 | 1013 | 810] 608 
Length) List 8 | 2090 | 1881 | 1672 | 1568 | 1463 | 1394 | 1254 | 1045 | 836] 627 
10 | 20 | 25 | 30 | 33%) 40 | 50 | 60 | 70 8% | 2150 | 1935 | 1720 | 1613 | 1505 | 1434 | 1290 | 1075 | 860] 645 
% | 250) 225) 200/ 188) 175] 167 | 150) 125) 100) 75 9 | 2220/ 1998 | 1776 | 1665 | 1554 | 1480 | 1332 | 1110| 888] 666 
1 285 | 257 | 228) 214} 200) 190} 171) 143] 114) 86 91% | 2285 | 2057 | 1828 | 1714 | 1560 | 1534 | 1371 | 1143 | 914] 686 
1% 320 | 288 | 256 | 240 / 224) 214] 192] 160) 128) 96 10 | 2350 | 2115 | 1880 | 1763 | 1645 | 1567 | 1410] 1175 | 940] 705 
1% | 355| 320| 284 | 267 | 249) 237 | 213) 178) 142/ 107 11 | 2480 | 2232 | 1984 | 1860 | 1736 | 1654 | 1488 | 1240 | 992] 744 
1% | 390 | 351 | 312 | 293) 273 | 260) 234/ 195) 156/ 117 12 | 2610 | 2349 | 2088 | 1958 | 1827 | 1740 | 1566 | 1305 | 1044 | 783 
2 425 | 383 | 340} 319) 298 | 284 |) 255) 213] 170) 128 13 | 2740 | 2466 | 2192 | 2055 | 1918 | 1827 | 1644 | 1370 | 1096 | 822 
_ 2% | OT aes) ee | 98s | Seay er ae ee ee 14 | 2870 | 2583 | 2296 | 2153 | 2009 | 1914 | 1722 | 1435 | 1148] 861 
2% 495 446 396 372 347 330 | 297 248 198 149 15 3000 | 2700 | 2400 | 2250 | 2100 | 2000 |} 1800 | 1500 | 1200 900 
2% | 530] 477 | 424) 398) 371) 354] 318 | 265) 212) 159 16 | 3130 | 2817 | 2504 | 2348 | 2191 | 2087 | 1878 | 1565 | 1252 | 939 
3 565 | 500} 452) 424 | 396) 377 | 339) 283/ 226/ 170 17 | 3260 | 2034 | 2608 | 2460 | 2282 | 2174 | 1956 | 1630 | 1304 | 978 
3% | 600) 540 | 480) 450) 420} 400 | 360 | 300] 240/ 180 18 | 3390 | 3051 | 2712 | 2543 | 2373 | 2260 | 2034 | 1695 | 1356 | 1017 
3% | 635| 572) 508) 477 | 445 | 424) 381] 318} 254) 191 19 | 3520 | 3168 | 2816 | 2640 | 2464 | 2347 | 2112 | 1760 | 1407 | 1056 
3% | 670) 603 | 536) 503 | 469) 447 | 402) 335] 268) 201 20 | 3650 | 3285 | 2920 | 2738 | 2555 | 2434 | 2190 | 1825 | 1460 | 1095 
4 705 | 635 | 564| 529] 494] 470] 423] 353] 282] 212 a 
Copyright 1927, Hardware Age 
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When You Buy 
Torches 


It always pays to examine the burner 
and pump when selecting a good blow 
torch. They must be made right so 
that the torch will give efficient and 
reliable service. No. 208 Double 
Needle Torch is the standard of com- 
parison. The burner has wonderful 
generating power, producing over 300 
degrees more heat and all burner 
troubles are practically overcome. 


GIANTGRIP BIT BRACE 


Matches the Very Best in Quality 


Here is a tool you can compare 
with the very best there is, no 
matter what the price. Regard- 
less of how much more you pay 
you can’t get a bit brace that will 
give you more satisfactory or 








No. 


Ask for Latest Price. 





208 Double 
Torch. 


Needle 


longer service. Fully 
guaranteed. 10” sweep. 


List Price, $4.50 


Write for catalog and discount. 


The pump has our patented double 
spring check valve and is quick act- 
ing and _ powerful. The No. 208 
Torch has Clayton & Lambert quality 
throughout. Jobbers supply our line 


at factory prices. bits 





Choice territories open in 


Special Features: 
Concealed dust proof 
ratchet operated with 


ring. 
Giantgrip chuck holds 
tight ; 
sible for bit to stick 
wood. 






impos- 





Clayton & Lambert 
Mfg. Co. 


6275 Beaubien St., 
DETROIT, MICH. 


for live distributors 


74 Reade St. 





Unitep Harpware & Toot Corp. ¢* 
NEW YORK 





U. 8. Pat. Pend. 


















Speco Solid Sal Am- 
moniac outlasts any other 
5 times to 1. Convenient 
to carry, highly efficient, 
easy to use, and easy to 
sell. 
You need a stock of 
Speco because it builds 
business and customer 
satisfaction. 

Send for prices. 
Special Chemicals 
Waukegan, IIl. 


Co. 











Diamond Wrenches 





Are Drop-Forged 
Tool Steel 


They are _ scientifically 
hardened and drawn in oil. 
Have jaws like a cold 
chisel. Made _ especially 
for heavy constant garage 
and shop use. Diamond 
Adjustable Wrenches are 
the most complete line 
made. 


Write for catalog. 
DIAMOND CALK 


HORSESHOE COMPANY 
4622 Grand Ave., Duluth, Minn. 




















The Hose Is Not Always to Blame! 


Leaky garden hose can often be traced to the fittings—im- 
proper couplings or carelessness in clamping play an impor- 
tant part in the life of a garden hose. 

Sherman Wrought Brass Fittings are the standard mainstay of dis- 
criminating dealers. Permanent, rust-proof and of the highest quality 
material. They offer longer wearing features. When you sell hose 
sell Sherman Fittings. They cost no more. 


Sherman Hose Couplings. The best that Sherman Heavy Wrought Brass Clamps. 
can be made. Of fine appearance with The Genuine. Rust-proof clear through. 
accurate machine cut threads and deep, No other material will last on hose like 


3 a brass. Sherman Clamps are made to give 
clean corrugations. Made in %—%4—% satisfaction. There “ys clamp for every 
and % inch sizes. 


purpose and any size. 
H. B. SHERMAN MFG. CO. - BATTLE CREEK, MICH. 




















STON’S 
Gold Medal Rock Hard Water Putty 


Will Not Chip, Break, Warp or Crack 
Quickly Dries Rock Hard—Stronger Than Wood 
Just the thing for every home! Needed by every painter and carpenter. 
Has hundreds of usee—filling cracks; repairing friezes, ornaments, furni- 
ture and woodwork. Permanently sticks to wood, cement, plaster, stone 
— compositions of all kinds. Easy to mix. Can be made to match any 


Easy Sales, Quick Profits 
Sells at sight. Im handy cartons. Retails at 1 Ib., 30c.; 2 lbs., 60c.; 
5 lbs., $1.40; giving dealer 40% quick margin. A great repeater. Write 
for samples. Ask your jobber or order direct. 


GOLD MEDAL PRODUCTS COMPANY 


Makers of Houston’s Famous Wax Products 
1210 Sheridan Road, North Chicago, Illinois. 
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“NORWOOD" 


ORNAMENTAL WIRE LAWN FENCE 
TREE and FLOWER GUARDS 
RUBBISH CONSUMERS 
FACTORY FENCE 
TRELLIS 
GATES 


«Made of Heavy Gage Regular advertising 


Copper Bearing Rust- 
Resisting Steel and 
manufactured by expert 
mechanics under close 


campaigns and efficient 
Dealers’ Helps have 
created a demand for 
“NORWOOD” Products 


and are helping the dealer 
secure a good volume of 
most profitable business. 





and rigid inspection which 
guarantees quality to con- 
sumer, dealer and jobber. 


progressive dealer and jobber 
you should have a good stock of 
“Norwood” Products on hand ready for the increasing demand. 


Write for Catalog and Complete Information for next season’s requirements. 


H. L. BROWN FENCE & MFG. CO., — CINCINNATI, OHIO 








GREASE Cups 
and OIL Cups 


For Every Purpose 


Included in the Bowen line 
of grease cups and oil cups, 
are lubricators of the exact 
type and size to meet every 
lubricating requirement. 


Catalog No. L-104 showing . 
more than fifty other types 


No. 5739 No. 118 


Attractive Counter Dis- 
plays containing assorted 
sizes of the types of grease 
and oil cups most in de- 
mand provide the dealer 
with a quick and easy way 
to sell and also a con- 
venient method of stock- 
ing these small parts. 


will be sent upon request. 


BOWEN PRODUCTS 
CORPORATION 
AUBURN NEW YORK 


Branches 


BOSTON 161 Massachusetts Ave. 
CHICAGO 412 Wrigley Bidg. 
CLEVELAND 7113 Euclid Ave. 
DETROIT 2760 W. Warren Ave. 
KANSAS CITY 1322 MeGee St. 
983 17th Ave., 8. E. 
220 Broadway 
Monadnock Bidg. 


MINNEAPOLIS 
NEW YORK 


SAN FRANCISCO Case No, 12 


















































Said a Dealer Who Cut Only 10 Keys Per Day 


Suppose you install a Segal Rectifying Hey Cutter and cut 
only ten Keys per day. Figure Your Profit. 


RRONENENEE SERENE OC ORO oo 5k oo ois. cnc cc desiancec decdosesees $2.50 

CONE OF TsMtne ONG INDOE GG osc ccc ceed ctccsaccneccs .60 

POR NE OUT ic '5. 556s ne ext cdwceweacdeccneus $1.90 

Pee BE Pea ET INES 0) ooo. 56 o\s.0.o'0 0S a 0's hwo ew Hee olenicn $57.00 
Cost of No. 800 Key Cutter, $46.25 less 2% for prompt pay- 

NO tas are Ors al ie valaarcs eS al oe gia 0' 6S dny'0:0lG)6, (8 4\ 06.w acta ne alpen ® 45.33 

Pe gS Ee ee eee eee re $11.67 


You now own the machine. It has paid for itself in 30 days plus a 
profit. On the basis of cutting ten keys a day it will earn each 
month more than its original cost. 


We have figured on a basis of only ten keys per day. Many dealers 
using our machines cut anywhere from 50 to 250 keys daily. It cuts 
all kinds of flat and cylinder keys. Send for our booklet. 





Our Key Cutter is fully up to the standard of our 
famous 


JIMMY- SEGAL LOCK No. 666 


endorsed by Burglary Insurance Companies every- 
where. Protects millions. Never been Jimmied. 


No. 800 











Operated by Hand or Power 




















Kawneer 


STORE FR 




















Put Every Front Foot On seiner 


If you are interested in windows that 


Your Sales Force will actually produce more sales, send for 


the booklet as described in the coupon. 


The amount of rent you pay for your store is largely determined 
by its front footage. This space is the most valuable part of the 
store because itis the part which is constantly in view of the public. 





THe 
Make every foot of this valuable space work for you! A Kawneer Kawneer 
Solid Copper Store Front does just that. By enabling you to 583? hens Sehect Niles, Michigan 
display your merchandise in an attractive manner, your Kawneer y 
Front is constantly at work pulling sales for you. It works day roe 8 —. of “How to Display 
and night building up your business and increasing your profits. ee 
Thousands are now paying their rent through the extra sales Name ... ee ee 
brought in by their Kawneer Fronts. iii. ee, yee ene 











———————————————— 
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Mechanics 
look for 
CHENEY | 


on a 
hammer 


. . . because most of them 
have been using Cheney 
Hammers for years — and 
often enough so have their 
fathers be f or e them—and 
Cheney Hammers suit them 
to a T. Heads, handles, 
balance, adaptability to hard 
work—every good Cheney 
Hammer feature appeals to 
the men who use tools. 


And naturally enough, tool users 
are the men who know good 
tools—and who buy them. That 
is why mechanics insist on the 

Cheney name or label on their | 

















NIST! 


-"o LAPAVETTS ST NEW YORK CiTyv 


SEaties led CSO, 
eomeanes7 | 




















Porter’s Bolt Clippers are 
no longer the specialized 
tool of any craft or class of work- 

| men. This is an age of time sav- 
ing—fast trains, fast cars, telephones, 
high speed machinery—everything the 
| mind can conceive is concentrated 
| upon one thing—time saving. Por- 
_ ter’s Bolt Clippers are time savers and 
| they pay for themselves in saving just 
an hour or two of a moderately paid 
worker’s time 
| time saving equal to many times their 
| cost. 








You cannot classify the users of bolt 
clippers any more than you can classi- 
fy the users of screw drivers, hack 
saws or pipe wrenches. 


The General Mechanic 
The Garage Man 
The Electrician 


The Railroad Worker, The Repair 
Crew, The Road Builder 


The Farmer, The Miner, The Lum- 
berman. 


Every man—the home owner, the car 
owner, the man who works with tools 
as a pastime. 


Porter’s Bolt Clippers, Wire Cut- 










ters, Nut Splitters and Chain Cut- 
ters are carried in stock by leading 
jobbers and supply houses. 


H. K. PORTER, INC. 


Everett, Mass. 
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Z Finished 


Royal Purple 
in 5 Sizes 





Every Home 
Is a Grinder Prospect 


When people try to cut bread, slice ham, 
carve meat, bone fish, etc., with DULL 
knives, they realize the importance of keep- 


ing their household cutlery well sharpened. 


A good display of 


Royal & Cheney Grinders 


reminds them of their need, and is no 
trouble to make. 


These grinders are readily attached to a coun- 
ter or bench and their attractive finish and 
free, easy operation win customers right 
over to them. 


Send for Catalog and Discounts. 


S. CHENEY & SON 
Manlius, N. Y. 





Cheney 
No. 3 


A 
Quality 
Grinder 
ata 


Low 


Price 


























| “ALLEN” 
Cold-Drawn 


HOLLOW SCREWS 








Pull Trade with 30% More Strength 


They have the “pull” with 


your set screw users—by hav- 
ing that extra strength. 


They have the pull ofa Repu- 
tation—which pulls with 
yours in sales-work. 


They have the pull of industry- 
wide advertising, which saves 
you a lot of “push.” 











If you're fixed about right for 
an Allen Dealership, you will 
take over sales from the start. 
Make the start:—write for 
Catalogue. 


The Allen Mfg. Co. 
139 Sheldon Se: Hartford, Conn. 
Branch Offices: 

















W. C. Stauble R. E. Gregory 
2909 Waverly St. 1029 Wesley Ave. 
Detroit, Mich. Evanston, Ill. 


W. J. McRae 
320 Market Street 
San Francisco, Cal. 


E. P. Crawford 
3348 No. Park Ave. 
Philadelphia, Pa. 
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Some hand trucks take 


too many vacations 


Hand trucks that take vacations every little 
while to rest up are unprofitable for your 
customers to use, and unprofitable for you 
to sell. 
Furnish your customers with Anchor All- 
Steel Trucks. They are built to stand the 
gaff of hard usage 365 days in the year. 
Made of steel throughout. No wood tc 
splinter or break. Only a few parts—prac- 
tically nothing to get out of order. 
Made in a wide variety of types and sizes.. 
Ask your jobber for complete information 
or write to us for Catalog 102. 
ANCHOR POST FENCE COMPANY 
9 East 38th St., New York, N. Y. 
Branch Offices in Principal Cities 


NCHOR 


AL Steel 























»>STRONG as steel ae LIGHT as wood. 


ini 





(v) 
Window Displays 





G& HAROCWARE 





How much of the rent 


Do Your 


Pay? 


Do you use your windows 
merely to let the passerby 
know you sell hardware, 
or do you put them to 
work as 
men?” 
salesman is much more 
valuable 
“Order Taker!” 
not put your window dis- 
plays in the selling class? 


“Silent Sales- 
You know a real 


than a mere 


Why 


Your files of Hardware 
Age describe and picture 
many window displays 
that have made money— 
displays that “Pay the 


Rent” and bring about 


the much sought Rapid 
Turnover. 


Put these ideas to work! 


HARDWARE AGE 
239 West 39th Street 
New York, N. Y. 
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OSLEY’S Quality Weather Strip 
embraces all types to meet your 
requirements. Standardized by the bet- 
ter hardware dealers of America for over 


58 years. 

Handy to stock, quick to sell and at a 
good profit for you. 

Demand Bosley’s Quality Weather Strip 
from your jobber. We will be glad to 
give you the name of the nearest distrib- 
utor. Write us. 


BOSLEY'S — 


HEAT SEAL 
(All Cushion) 


SEAL-IT 


ECONOMY 
(Wood and Felt) 


(All Metal) 


META-FELT 
(Rust-Proof Steel) 
(Moth-Proof Felt) 


The D. W. BOSLEY COMPANY 


Chicago Montreal 





Houseful 
XN = Cabinet 
of House Numbers is 


One Square Foot 
of Salesmanship 


UPPOSE you do have high-grade sales- 

men behind your counters. There is 
still room for an additional “salesman” on 
top of the counter. 


. 
i 
Bs A 


So let us introduce “One Square Foot of 
Salesmanship”—the Premax Houseful Cabi- 
net of House Numbers—the silent salesman 
who broadcasts his message from the 
counter top. 


Every dealer who sells Premax House Num- 
bers immediately employs one of these 
non-paid but paying salesmen. The House- 
ful container is presented without charge. 
And it makes profitable sales where losses 
would probably occur if one of your men 
had to spend time digging numbers out of 
stock. 


Hy-Caste and DeLuxe numbers are featured 
in most dealer Premax assortments, but you 
have your choice of many varieties. Hy- 
Caste is the popular brass numeral; DeLuxe 
is satin finish aluminum with the impressive 
black enameled, base. Then there are the 
plain aluminum numbers which are so 
widely used. 


The entire Premax line is worthy of your 
consideration. Together with the Houseful 
Cabinet, it represents real profits to you. 
Are you interested in profits? Right you 
are—write today! 


NIAGARA METAL STAMPING 
CORPORATION 


Dept. HA9 Niagara Falls, N. Y. 


We might be interested in employing “One Square 
Foot of Salesmanship.” Give us more information. 


Signed 


es 





RL ae aoe, ? 
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A Real Good Lacquer 
Sprayer Priced for 
Large Volume Sales! 


The already existing big demand for lacquer 
sprayers is increasing by leaps and bounds as 
greater and greater numbers of people realize 
that porch, garden, household furniture and 
even the family car can be painted or lacquered 
with a good sprayer infinitely quicker, far more 
conveniently and better than with a brush. 


Lowell LAC-R-SPRAY offers you the oppor- 
tunity of capitalizing on that demand to a 
much greater extent than any other equipment. 
In every respect it is built to Lowell’s unusually 
high standards of quality. Its exceptionally 
low price is made possible only through huge 
volume production and Lowell’s unequalled 
facilities. It’s priced to sell readily to all pur- 
chasers of household paint or lacquer. 


You will miss a mighty good bet if 
you don’t arrange to stock these 
=, sprayers at once. See your jobber or 
write us direct. JA 





LOWELL 


SPECIALTY CO. 


LOWELL, MICHIGAN 




















onstant attention to man- 
ufacturing details is exem- 


plified in the character and 
quality of Griffin products 






WRITE FOR NEW 


RIFFIN 


Manufacturing Co 
ERIE rEN NSYLVANIA 
yanch Office 


45 WARREN ST. - NEW YORK 
555 W. RANDOLPH ST., CHICAGO 
124 PEARL STREET - BOSTON 


CATALOG ! 
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American Steel & Wire 
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Unparalleled 


Dominance 


Barbed wire was originated by the American Steel 
€ Wire Company. Common-sense tells you that 
the company originating barbed wire would also 
be the first to develop qualities uniformly to be 
relied upon: high tensile strength; regularity of 
twist; firmness and sharpness of barbs. 


BAKER PERFECT 


Trave Marx 


Baker Perfect Two-Point Barbed Wire 
The only genuine, original Baker Perfect Brand. 
Its outstanding popularity of thirty years has held 
its leadership in sales, Sell your customers the 
true, authentic Baker Perfect brand and show 
them the registered trademark on the spool. 


Waukegan Two-Point and Waukegan 
Four-Point Barbed Wire “ae 

Universally recognized for its incomparable high quality. Put 
up on red spools under the registered trademark, “Waukegan 
Chief” Indian head stamped on every 
spool. Our other celebrated brands are 
Elwood-Glidden, Elwood Jr., American 
Special, American Glidden and Lyman 
‘‘4-point.” Each in its own field stands 
for quality and excellence. 


Write for Catalog and Prices 


The distinctive selling features of our 
barbed wire make it sell more readily, and 
draw extra business in repeat sales. 


American Steel & Wire 


Company 
Sales : Chicago, New York, Boston, Cleve- 
land, Worcester, Philadelphia, Pittsburgh, St. 
Louis, Buffalo, Detroit, Cincinnati, Wilkes Barre, * 
Baltimore, Kansas City, Minneapolis, St. Paul, 
Oklahoma City, Birmingham. Atlanta, Memphis, 
Dallas, Denver,Salt Lake City, U. S. Steel Prod- 
Fe Co., San Francisco, Los Angeles, Portland, 
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To the Retail Dealer 
Who Is “Thinking It Over —” 


You’ll be in business a long time, and poor fixtures make 
poor company. So don’t be “kidded” into buying 
temporary, makeshift fixtures or orphan equipment. Buy 
SALES EFFECTIVENESS—CONVENIENCE—DIS- 
PLAY—ADAPTABILITY—LONG LIFE. Be sure you 
get them ALL, and each at its best. Insist on Warren. 


The name “WARREN” behind hardware fixtures signi- 
fies the ultimate standard which any merchant is justi- 
fied in demanding in his store equipment—an emblem 
of leadership that results from practical experience, re- 
sponsibility, skill and built-in structural quality. Buy 
Warren’s and be CERTAIN, is the verdict of over 20,000 
Warren users. 


Warren Fixtures, Display Tables 
and Show Cases 


The trained merchandising experience of hardware men 
has enabled them tovappreciate both the quality and the 
sales effectiveness of Warren Display Tables. And the 
sales records in stores using these Tables offer concrete 
proof of the sales building power of Table merchandis- 
ing. You can do the same in your store. 

If planning store changes, send for 


the Warren Catalog of Store Fixtures. 
Check and mail coupon, 

“Sell From Display Tables’’—a folder 
showing the possibilities of this 
method of displaying and selling 
merchandise. Check and mail the 
coupon. 

Warren Show Cases—Catalog upon 
request. Check and mail the coupon. 


J. D. Warren Mfg. Company 
208 W. Washington St. Chicago, Illinois 


' 
J. D. Warren Mfg. Co., Chicago, IIl. 
Please send me [J “The Warren Fixture Cata- ‘ 
log” [J] Display Table Folder—‘‘Attract More '- 
Sales” [] The Warren Show Case Catalog. As ' 
featured in Hardware Age. ; 
‘ 

' 

' 


DO ete chat NORV bp eNRREadd i kottasiedesCusemaced H 
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= Look for the tag, carrying our name, at the end of every roll! 


The Gilbert & Bennett Mfg. Co. 


Established 1818—America’s Oldest Woven Wire Factory 


Manufacturers of 


WIRE CLOTH, NETTING and FENCING 


Galvanized Steel Wire Cloth in all Meshes and Gauges 


New York City 





Georgetown, Conn. Chicago Kameas City 














KIMBALL 


HAND POWER ELEVATORS 
Fficient- Quick Rising 


OW, a hand power elevator which 
you can purchase complete in every 
detail, to the sawing and fitting of every 
joint and drilling of every hole, making 
its installation merely a matter of your 
bolting it together. Fitted throughout 
with roller bearings. 
Easy to operate--- 
quick rising, low 
"cost. 


Write for Pamphlet 
and Prices 


Kimball Bros. Co. 


1117-41 9th St., Council Bluffs, Ia. 















Which Hod Would You 
Rather Carry? 


If you had to haul mortar for a living, you 
certainly wouldn’t want to carry a hod that 
dripped water all over your shoulder. 

You would choose a Never Drip Steel on 


with its one-piece ends. You would 
whistling on your way while the other fellow 
sulked. 

There are lots of hod carriers in your town 
who are bearing the discomforts of carrying 
leaky hods simply because they have not been 
shown the sensible and better kind. 


This open field of profit is yours for the 
asking. Write us at once for details. 


The Cleveland Wire Spring Co. 
Cleveland Ohio 

















NOELTING 


FAULTLES 


oe Canadian Factory: Stratford, C 
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WITT ASH CANS 
FOR FALL BUSINESS 


Sell cans that won’t come back—to 
customers who will—that’s Witt. The 
buyer of a Witt Can becomes a satis- 
fied customer. 


Built of special analysis sheet steel, 
reinforced top and bottom with solid 
beaded one-piece steel bands, close-fit- 
ting lids, extensively advertised, guar- 
anteed to outlast three ordinary cans, 
Witt cans are éasily sold and you make 
three times the profit you do on the 
ordinary kind. 


Witt Cans are recognized leaders— 
and leaders always have a special ap- 
peal to the prospect. Get lined up for 
the fall trade and make some real 
profits on Witt Ash Cans. Mail a trial 
order today. 


The Witt Cornice Company 
2111 Winchell Ave. 
Cincinnati, Ohio, U. S. A. 


Manufacturers of 





WiL A 


CORRUGATED 
"CANS ad PAILS» 


Sell your “price” customers the Brighton Line of Cans 
and Pails. A medium weight line of unusual quality 
that pays a nice profit. A good sales puller. 




























This Permanent Steel 


Shelving saves space 
andcostsnomorethanwood 


HE space-saving construction of GF 
Allsteel Shelying increases storage 
capacity from 10 to 20 percent over ol& 
fashioned wood shelving. 


GF Allsteel Shelving does not depreciate. 
Whether you use it in one, or a thousand 
places, the same rugged strength’of GF 
construction endures. The rigid steel 
shelves are bolted to a heavy steel frame- 
work, never sag, never totter. The baked- 
on olive enamel never chips or cracks. 


There simply isn’t any reason for building 
wooden shelving when you get all these 
advantages in GF Allsteel Shelving, and 
the cost is no more. Mail the coupon for 
booklet “‘Saving with Shelving. 


THE GENERAL FIREPROOFING COMPANY 
ast » Ohio; C. dian Plant: Toronto, Ont. 
Branches and dealers in all principal cities 


The GF Allsteel Line: Safes + Filing Cabinets - Sectional 

Cases + Desks + Tables + Shel ving + Transfer 

Cases + Storage Cabinets - D t Files + Supplies 
Inventories are easier with 














SHELVING 


Attach this coupon to your firm letterhead 
THE GENERAL FIREPROOFING CO., Youngstown, Ohio 


Please send me without obligation a copy of your book “‘Saving with Shelving.” 





(4. A.) 







Name ........ 
oo EE eee OMe eT a en 
Street No. 
City 
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LANDRETH’S 


Garden and Flower Seeds 


Mixed Lawn Grass 


Now is the time to place your order for 
Fall planting for such seeds as Turnip, 
Rutabaga, Spinach, Winter Radish, Col- 
lards, Mustard, Beans, Kale and Mixed 
Lawn Grass. 


1927 CROP 


Before buying for delivery after 1927 crop, send us a 
list of your wants that we may quote you if our traveler 
does not call upon you at 
the proper time. 


We are the oldest Seed 
House in America, this be- 
ing our 143rd year in the 
Seed Business. Had we not 
grown good seeds, given 
good attention to business, 
good service and fair 
prices, we would not have 
existed so long. 


Business Established 1784. 


D. Landreth 
Seed Co. 


e Bristol, Pa. 

















Curiosity 


Creates Customers 


GOOD window display is the 

best cutlery salesman you can 

engage. _ No man can resist 
the glitter of a well-arranged knife 
assortment; it stops him every time. 
Once his interest is aroused it’s an 
easy step to a profitable sale; profit- 
able not only in the gain from that 
one sale, but in the building up of 
good-will for continued business. 
The merest novice of a window- 
trimmer can qualify with the best 
by taking advantage of the display 
ideas in Hardware Age. 

















ABSOLUTELY 
GUARANTEED 
AGAINST 
BREAKAGE 


WE will replace any claims for f 
breakage free of charge. Stands 
finished in Red Enamel and Gold, 

lasts finished in Black Enamel. They f 
sell on sight. 
Lock bearing, strong and rigid. 

Lasts are latest styles. One last for - f 
ladies’ shoes. Extra heel piece in-.~” 
cluded for all sizes of heels. ' 


The Last. that lasts a lifetime. 


The Fate-Root-Heath Co. 
Plymouth, Ohio 


N. Y. Office—90-92 W. Bdw’y 
D. N. Winner, Mgr. 


a “_ ‘a 


Success Lies 


Knowing How 
Read" 
HARDWARE AGE 


It Tells You 
the ‘How” of Successful 
Hardware Merchandising 


*Study and ab- 
sorb the contents. 





ET or 
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No Slotting of Risers 
No Grooving to Hold Steps 


No cutting of side pieces, 
which weaken a step lad- 
der and cause trouble. 


Slotting and _ grooving 
the side pieces are old 
methods, which are left 
out of our 


Super-Strong 
Step Ladder 


Equipped with Patented 
Steel Step Support 
which firmly trusses the 
ladder, holds each step 
securely and _ insures 
SAFETY with the 
strongest construction 
known. 


A demonstration closes the 
sale. 


Send for Catalog and 
Prices. 





Sizes 4 to 12 Fr, 
Special Sizes 14 to 20 Ft. 


Silver Lake 





How Many Builders 
Think? 


HEN selecting sash cord for an 
important job, just a few cents 
more per window buys SILVER LAKE 
—the 100% cotton cord that’s guaran- 
teed for 20 years! 
Bring this to the attention of your cus- 
tomers and you'll find it profitable to you, 
as well as to them. 
Carpenters, too, are real SILVER 
LAKE prospects. Suggest that they 
carry a hank in their repair kits for 
replacements. 


Order from your Wholesaler—NOW 








Also manufacturers of all types of ladders for farm and house- 
hold and special scaffolding for contractors and decorators. 


The Superior Ladder Company 
516 East Madison St., (Lincoln Highway) 
GOSHEN, INDIANA 


Agents wanted on commission who handle allied lines. 








Silver Lake Company 


Newtonville, Mass. 


S$ OL te SA At oe ec © 

















The Soldering 
Paste that has 
satisfied cus- 


tomers for over 
23 years. 






¥ ~ 
RaERING pasi! 


BURNLEY BATTERY & MFG. CO. 
NORTH EAST, PENN. 





Sample free. 


Personal LEK . 


Union Ave. and E. 72nd St 
Telephene Breadway 840 


® BOLTS “> N 





Two big plants, one in Cleveland 
and one in Chicago, assures 
prompt service to all sections of 
the country. 


The Foster Bolt & Nut Mfg. Company 


CLEVELAND CHICAGO 


Telephone Hemlock 


5 ROUTE HUTS 
‘ in Big Business 


6249 te 6265 West 65th St. 
4484 








Osborne High Grade Punches 





Russell Jennings 


Auger Bits 





Belt Punches 
Spring Punches 


Arch Punches 
Revolving Punches 


A varied and attractive line for the Hardware Trade. Also: 
Leather Workers’, Trimmers’ and Upholsterers’ and Plumbers’ 







Patented b 

No. 101-B y 

a : Mr. Russell Jennings 
Electricians in 1855 
Auger Bit 





Tools. 
The above tools will Please your customers, as well as our 


fa’ Round and Oval Punches. 

‘Remember we have had one hundred years of successful manu- 
facturing experience, employ only skilled workmen and use the 
finest quality of materials. 

We stand back of every tool we make. Try us. 

Write for Catalog 
C. 8. OSBORNE & CO., NEWARK, N. J. 


«-.- ESTABLISHED 1826 


Quick Boring Thread 
Single Lip and Spur 


Russell Jennings Mfg. Co. 
-Chester, Conn. .... - -— ~~ 
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Profit With the New 


PACIFIC JUNIOR 


$3.50 Is the New List Price 


The same tool used to sell for $5.00 list, and thousands 
were sold because it really is a fast and snappy rim re- 
moving tool. Put the Pacific on display, sell your share 
and get your profit. 


The COMBINATION MODEL pacific, 
which lists at $10.00, fits all split rims. 


PACIFIC RIM TOOL CO. 
1145 Galewood Dr., Cleveland, O. 
Seattle: 1229 11th Ave. N Export: 44 Whitehall, N. Y. 


STAR HEEL PLATES 
“PIONEER BRAND” 


They have stood the test for over 25 years, and have 
been and always will be superior to other brands. Why? 
Because they are made of the very best annealed malle- 
able iron and are larger and heavier than other brands. 


Send us your order today. 


No. 4 


No. 3 


No. 2 
No. 1 


No. 0 


These illustrations are % size. 


STAR HEEL PLATE CO. 


Newark, N. J. LOUIS SACKS, Inc. 





U. S. A. 








bring the appearance of 
your store up to date. 


Write for qutapiane chow 
suitable for i Minds of 
shelving. 

Milbradt Mfg. Co. 

2411 N. 10th Se. 

St. Louis, Mo. 














from 


cover 
cover— 


E advertisement, story, edi- 
torial ket in ‘Hard- 


hem A is Inoking for the shortest road 
to success. 


Read Hardware - as a duty to 
yourself. 











Hardware Age Verified List 


OF WHOLESALERS AND RETAILERS 


CONTENTS 


Wholesale Hardware Houses in United States, Canada and 
Foreign Countries. 
Retail Hardware Stores in United States, Canada and 
F Countries; also General Stores, Lumber Yards, etc., 
hardware. 
Chain Hardware Stores in United States and Canada. 


5c, 10 d 25 te Stores ca hardware in the 
Usited States and Canada. ~~ 


Department Stores carrying hardware and housefurnich- 
ings in the United States. 
Manufacturers’ Agents in United States, Canada and 
Foreign Countries. 
Automobile Accessories Jobbers. 
Mill, Steam, Mine and Machinery Supplies Dealers. 
Export Merchants handling hardware and kindred lines. 
Sporting Goods Wholesalers. 
ne Order Houses handling hardware and housefurnish- 
gs. 
Woodenware and Willow-ware Wholesalers. 
Paint, Oil and Varnish Jobbers. 
Radio and Electrical Goods Jobbers. 
Plumbers and Tinners Supplies Jobbers. 
Membership Lists of Hardware Associations. 
wise Verified List of Wholesalers and Retailers is 
econemic direct-by-mail — werk and « 
fer milesmen’s calls. men, 


guide 
have bean more than 10,000 edditions an” ¢ 


all appear in the current Eighth Edition. 


Hordwers Wheleseier great velue 
‘oncobing”” thar’ £1 Salapecl oleae. 


$12.00 postpaid 





239 W. 39th Se. 
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—‘‘Number, please?” 
—‘‘Yes, that’s all that’s required to 
cut a perfect key on 





“Takes the guess out of key cutting” 





The only machine in existence that is universal 
in its application, in that it will cut keys from 
number by code, or duplicate from sample key. 


QQDINDEPENDENTIOCKCO.(®> 


Fitchburg, Mass., U. 8S. A. 
Manufacturers of Cylinder Locks, Padlocks, Inside Door Sets, Glass 


Knob Sets, Key Blanks, Auto Switch Keys, Hardware 
Specialties, Key Cutting Machines, Ete. 








MODEL 330 

















Made in 12, 16, 20 
ape 41 ——- 
pets Sa own 


een Finely 
checkered Walnut 
Stock. 


SHOTGUN TIME 
IS PROFIT TIME 


ESE coming months will find 

great numbers of men just itching 

for a new shotgun. Make them ac- 
quainted with the fine values — the 
quality and minimum prices—of 


MODEL 335 Stevens Shotguns. You make good 
Hammerless busi d pleased 
Double Barrel ee ee ae 


Shotgun Ask Your Jobber’s Salesman 
Retail Price About These Models 
$27.50 
Made i ai 2 J.STEVENS ARMS COMPANY 
.. T, ‘ke p= day Dept. 1091 Chicopee Falls, Mass. 
Selected preach Owners of Page-Lewis Arms Co. 
alnut. Scroll Owned and Operated by 


ornament. Barrels 


PROOF SAVAGE ARMS CORPORATION 








Hardware Cloth 


Every roll of Su- 
perior Brand Hard- 
ware Cloth is a qual- 
ity product through 
and through. You 
will find it uniformly 
high grade. 

Standard size wire. 
Even mesh. Free 
from bags or bulges. 
Straight selvage. 
Heavily galvanized. 


G. F. Wricut STEEL 
& Wire Co. 


Worcester, Mass. 


UPERIOK 

















VAN 
Quick Service 


Quick service in securing ATLAS 
Tacks and, Small Nails may hold 
the customer. 


Immediate shipments right from 
stock—from either Fairhaven, 
Mass., St. Louis, Mo- 


The largest and oldest manufactur- 
ers of Tacks, and Small Nails, in 
the world, assures dealers of prompt 
service as well as known quality. 


Send for complete catalog. 








— iA 


ATLAS TACK CORPORATION 
Fairhaven, Mass., and St. Louis, Mo. 


The largest and oldest anegnerere of Tacks 
and Small Nails in the world 


Established in 1810. 


























108 HARDWARE AGE for SEPTEMBER I, 1927 











Attractive Stores and 
quicker sales are made 
possible with GREEN’S 


Cabinets 


and 
Stock Boxes 


for the convenient han- 
dling of shelf hardware 
and all small parts. 





PRICE $9.00 


og gg Pg cabinet complete A 

n oak finish. ize 25%x21"x11". T yi 1 
RB BR ss Write for new illustrated 
portionate prices. price list. 





The Green Co., Inc., 250 W. 57th St., N. Y. 





Blue With a White Crackle 
The new finish on handles for 
VAUGHAN’S KITCHEN TOOLS 


Display stand 
jor kitchen 
tools sent 
with assorted 
orders. A st- 
lent salesman. 








VAUGHAN NOVELTY MFG. CO., INC. 
3211 Carroll Ave., Chicago, Ill. 








Good Signs Mean a Higher Sales Average 










Make them yourself. 
There is no need of hir- 
ing an expert to do 
this work. The Nation- 
al Show Card Writer 
has simplified sign mak- 
ing so that anyone can 
do a good job follow- 

ing the “easy-to- 
understand” instruc- 
tions that ac- 
company our | 
outfit. Send - 
for _ interest- 
ing Folder. It 
shows many 
Samples of 
work. 


NATIONAL SIGN STENCIL COMPANY 


? 


Manufacturers of the NATIONAL SHOW CARD WRITER 





- 
* 





1602 University Avenue Saint Paul, Minnesota 





_— JEFFE 


ec Weal: 


RY’S 


hues 


Sell Wherever Boats Can Float 


You can sell tons to shipyards, but there 


regular, steady sales to every boat and canoe owner. 


Write for discounts—there’s profit in it! 


4] LW. Ferdinand &Co.¢" 


_ , 
oe ee S52? Aneelad 








IVER JOHNSON 
EVERYDAY SELLERS 


BICYCLES 
VELOCIPEDES 
JUNIORCYCLES 
REVOLVERS 
SHOT GUNS 


Send for Catalogue and Prices 


MAKE EVERY DAY COUNT 
Iver Johnson’s Arms & Cycle Works, Fitchburg, Mas. 


New York: 151 Chambers St. Chicago: 108 W. Lake St. 
San Francisco: 717 Market St. 


N CUSHION TIRE 
\ IEEE ng [ADDERS 











————— 





D>» 
Tit 
Ly 

Anil 


















































== =o<— MODERNIZE 

z= sy STORE METHODS 
ye — : 

95 To provide adequate storage facilities for 

SS shelf stock—to make it accessible and con 


venient for clerks and stock men to handle with 

absolute safety—to insure quick service for whole- 

sale or retail trade — install one or more 

MYERS NOISELESS CUSHION TIRE STORE LADDERS. 

Deep tread steps, full length hand grips, rubber tires, 

overhead track system, firm construction throughout, 

Wf] eliminate vibration and noise and produce a ladder 

of ample strength for safety, convenience and. 
efficiency One style only—neat of design— 

attractively finished —any height — 

ily installed—meets most 

















There’s a Mine 


of Information 





vitally-important facts, live mer- 
chandising ideas and sales-produc- 
ing methods in HARDWARE AGE 
each week. Make it a habit to read 
your business paper regularly and*. 











thoroughly. 


Now 


More Than Ever Before 


it is essential that you study your Market 
Report carefully and consistently. Every 

t price change in the trade is re- 
corded in these columns weekly. 


The MARKET REPORTS as found in 
HARDWARE AGE are the most authen- 
tic published, 


Use them as a buying guide. 
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(= 
Li. 
TRADE- MARK 


S7aU\ (SO) OO) 4 DYN) A110) 50-4) 


BOSTON, MASS. 


Y.Ns) sO O10): 


SAMSON SPOT, PHOENIX, and SACHEM BRANDS 
Clothes Lines, Masons’ Lines, Shade Cord 
Awning Line, Dumb Waiter Rope, etc. 


Send for catalog and samples 


BRAIDED CORDS +» COTTON TWINES 











PREPARE FOR 
FIRE PREVENTION WEEK 
Sell the Best Burner 


Woven of High-Carbon Steel 
14%” x No. 18 gauge 


Model D List $5.00 
Model E List 6.00 
LESS 40/10% 


FREIGHT PAID ON 
INITIAL ORDER 


H. B. BORNSIDE 








PROVIDENCE, R. I. 








=, SKYSCRAPER 


MANUFACTURER AND PATENTEE 


No one has even claimed to 
have a Better Nail Puller 
than Morrill’s 


We have frequently heard statements that such and 
such a nail puller was cheaper than Morrill’s but we 
have never heard anyone claim to have a better one. 
With the Morrill Nail Puller you get a straight aim 
pull that cuts down the work. 


And you get these important 
features: 
Elliptical ram. Lay the nail 


puller anywhere. It can’t roll 
away. 

The name Morrill is a guarantee 
of the highest quality. 

The guard above the handle 
which saves your hands from 
injury. You can’t get hurt with 
the Morrill. 

Rolling fulcrum that is scien- 
tifically designed to pull the 
nails out straight with half the 
effort of any other. 

Drop forged, mortised jaws. 
Grips the nail with or without 
head every time. Can’t spread. 
This ball keeps the foot down. 
Does away with bothersome 
springs. 

Morrill tools appeal to the man who is willing to pay a fair price 
for an article that will give him real service, and to the merchant 
who knows that permanent business is built on a foundation of 
satisfaction to the customer. 


CHAS. MORRILL, INC. 
102 Lafayette St-., New York 














NATIONALLY ADVERTISED 


Appreved by Leading Testing Laboratories 
Guaranteed Quality—Popularly Priced 


Pia, 


U) 


= 33 


soc. ca. AJA sockeye PLuGs 78C EA. 75c List 
TWO OR THREE CONNECTIONS FRQM ONE SOCKET BY’ Heater Cord Set Heater 
Leaves Lamp in Position Intended \ Permits Use of Piegs end Parts. 


Ordinary Shade Holder; Screws into Flush ne 


Without | With Door—INSIST 
ag or Set Standard 


— o-- asc EA. \s ey 
nd Special, 


rs lied Complete or in ies to Allow 
Manufacturers Re Jobbe' Suppl waft or eng A 


AJAX BLECTRIC SPECIALTY CO., St. Louis 
Price Sheets on Request 








60c List 



























One look at this attractive, sturdy pan, 
with its long handle that saves bend- 


ing, is enough to sell any woman. 

‘And it’s the only nationally advertised P olly 

article of its kind on the market. Prim 

Polly Prim is mate, of strong, otecl, Dust 26 Inch 
finished in black or blue ename e 

black pan retails for $1.00—the blue Pan Handle 
for $1.25. Our plan offers you a Saves Work 


liberal margin of profit. Write for 


details today. 


Patent Novelty Co. 


Incorporated 


Fulton, Illinois 
“The Fulton Line” 











Business Is Good 


for 


STEINMAN HARDWARE CO. 
LANCASTER, PENN. 





BECAUSE th they properly display their vl 
dise on Heller equipment. 

Having successfully helped thousands of Hard- 
ware dealers make more money, prompts us to 
urge you to write us about your merchandising 


problems. No cost or obligations to ask for and 
receive our suggestions. 
MAIL THIS TODAY 


W. C. Heller & Co. 700 Bryant St., Montpelier, Ohio 








20 Vesey St., New York City 

OEE PRODIOMS ATES ccccccccccccccccccccvcccvevesccesceecoeces 
Our store is ........ feet wide, ........ feet long 

ee er Pere r Tre rr err err rrr Tre rrr eer Tht ee 

BGBTOBE occ ccc cccccccccccccccccccccccccccvessescocccsecceces 


9/1/27 Hdwe Age 











SRT TY . 


OR Te 








110 HARDWARE AGE for SEPTEMBER I, 1927 





Classified Opportunities 






Classified Advertising Rates 





Set Solid, Minimum of 5 lines. ....$3.00 


Use the “Classified Opportunities Section” cn send: Tambien Slnnedactitiies, 
Manufacturers’ Agents, Jobbers, Jobbers’ Salesmen, Retailers and Retail Salesmen. 
BOXED DISPLAY RATES 


Opportunity Exchange Section 6 WR ss i biivekeanchdécdcives eee 


Each additional inch............ 400 Address your advertisements and replies to 










Positions Wanted Advertisements 
50% off rates quoted 





Hardware Age, Classified Oppor- 





Average 10 words to a line 


Allow One Line for Keyed Address 
Samples of merchandise, literature, omtatems etc., 








Each additional line.......... - £0 
All Capitals, Minimum of 5 lines.. 4.00 Discounts for Classified Advertising — mae ~—aaliee tanaed 
Each additional line.......... . £0 4 insertions, 10% off; 8 insertions, 15% bi pred 
off Hagpware AGw is published each Thursday 


Remittance Must Accompany Order 


‘ad radon poy Agen te ordinary reforwarding postage should not 











Forms close Nine Days previous to date of 
lication 








t~ ee 








BUSINESS OPPORTUNITIES 





For Sale. Thoroughly established hardware store on busy thoroughfare 
& mune city. Stock inventories about $25, _—- Turnover $50,000 
Strictly saleable up-to-date lines, including Marine Hardware, Auto 
— ies, Fishing Tackles, Paints, etc. Building 24x100 ft., two story and 
basement, with private living cn steam heat and ail improvements. 
Sidewalk elevator for store. verland delivery truck goes with 5 
Reason for selling poor health. This is worth ‘ermal Write, M. P. 
Dunne, 209 Liberty Square, South Norwalk, Conn 


AN OPPORTUNITY IN FLORIDA. Hardware Business for sale: 
established 12 years in growing tourist town in Central Florida. Good 
clean stock and up-to-date fixtures. Will require $25,000 to handle. No 
trades considered. Investigation is invited. Address Box H-641, care of 
Harpware Acz, New York. 


















HELP SPECIALISTS 


FOR THE HARDWARE INDUSTR 
ayes arrscat AEE xan 
ATED AND GUARANTEED 
FOR TEN TIMES T WEEKLY SALARY INVOLVED. 
ABBYE aupersane AGENCY, INC. 
Remington Building e 
118 W. 42nd Street 











For Sale. Hardware Store. City of 15,000. North Central Indiana. 
Leading hardware store. In business over 60 years. Annual business 
oun $100,000. Owners have other interests demanding their time. Full 

rticulars on application. Address Box H-653, care'of Harpware Acz, 


ew York. 
For Sale. Hardware and Paint Store, located in Iowa. Stock and fix- 
Reason 


tures will invoice about $7,000. 20,000 population to draw from. 
for selling will be given to interested buyer. Address Box H-654, care of 


Harpware Ace, New York. 








Wanted to buy stock and a of poe retail hardware store, small 
live town, southern Michigan, northe:a ork or central New England. 
Must have good reason for sellin — pat thorough investigation. Give 
full information first letter. Address Box H-649, care of Harpware Ace, 
New York. 

FOR SALE—Hardware. Established business in one of the best towns 
of 10,000 in Ohio. A good manufacturing town located in a good farm- 
ing community. Reason for selling, poor health. Address all communica- 
tions Box H-660, care of Harpware Ace, New York. 


SPACE TO LEASE. The Barton Company, leading a ee store 
of Manchester with best location in New Hampshire to lease 
for departments which do not conflict with our own. Address = Dex H-661, 


care of Harpware Acz, New York. 


HELP WANTED 














Wanted — ipetenest ER Men 


proven ability—Salesmen, Managers, Quotation Men, Bsti- 
i < a Order “Clerks, “Shipping Clerks, Packers, 


ABBYE EMPLOYMENT AGENCY, Ine, ° 


Remington Building 
118 West 424 Street aves 7374-5-6 











SALES MANAGER WANTED 


Old established company, largest of its kind in the world, seeks a 
man to manage sales of that part of ite product destined for home 
consumption. This is a real ity for a producing salesman 
——, with the neveuare jobbing trade, department stores, 
—— buyers, etc. Write in confidence to Box H-655, care of 


Harpware Acs, New York. 





















ADVERTISING MANAGER WANTED—A large manufacturer of 
light steel products desires ~~ wan | a — of steel business to take 
charge of advertising. State and compensation desired. 
All communications confidential. "ines en 7232-A, care of HArpwaRE 


Ace, Otis Building, Chicago, III. 





Ni Retail oe . Trade to sell our line 
WANTED—Salesmen calling on rdware Eee tine 


f Tool Ra Rubbish Burners and Ca Com 
or roet ution. GRAND RAPIDS E PRODUCTS CO., corner 
ret and Front, Grand Rapids, Mich. 





i. 


MANUFACTURERS 


The goods you make are made to be sold. I can sell th 
Commission only. Will finance my sell expenses, maintais 
office and sample room. You.can’t lose and I won't. aa — 
sented one comeney for 30 years in New York. 

H. Wood, 1 Hudson St., New York A dity. 














Address F: 
boom 

AVAILABLE SEPTEMBER FIRST. Exper retail hard 
executive with successtul record of seventeen years, ey new ammo. 
tion. Has managed business doing ee annually in mill supplies, 
housefurnishings, shelf hardware, an Ities. tudent of ssoderh 

merchandising and ~ Mg FP methods. etropolitan territory preferred. 
State vill particula: dress Box H-636, care of Harnpware Aca, 





HARDWARE MAN—12 years’ retail experience, knowledge shelf 
builders’ hardware, tools, seints, plumbing and electrical supplies, #4 
permanent connection with opportunity for advancement. ton tae com- 
plete charge of builders’ hardware department, blue prints, s bal 
oo oe a references. Address Box H-662, care o _ penined 

cz, New Yor 





MR. MANUFACTURER—Are you getting desired results in Southeast: 
ern States? A thorough! equipped young man of executive calibre having 
close connection with Pb rs this territory for good reasons change 
September 15. Present remuneration secondary consideration. Highest 
references. Address Box H-648, care of asewens Acz, New York. 





General Manager of Wholesale and Retail Hardware will be accessible 
September 1. handle any and all departments of Hardware, either 
wholesale or retail. Would like to settle in the west, or middle west. 
Thirty years old, married, with family. Can furnish cxeelient references. 
Address Box H-651, care of Haapwane Acz, New York. 





SALESMAN with wide aogusinenies. among hardware merchants of New 
York State is desirous of establishing himself with a leading manufacturer. 
I know the hardware business having had expert training in store layout 
work afid understand hardware equipment. Available September 15th. 
Age 34, married. Address Box H-656, care of Harpware Acz, New York. 


HARDWARE SALESMAN WITH OVER 18 YEARS’ EXPERIENCE 
in general builders’ hardware and paint, wishes patie as salesman, salary 
or commission, or somé agency for the State of New Jersey. First class 
reference. Address Box H-663, care of Harpware Acg, New York. 








Builders Hardware man. Capable buyer and estimator. Sixteen years’ 
experience both wholesale and retail. ill consider assistant’s job, with 
er opportunities for advancement.. Married, age 37. Address Box 

-658, care of HarpwARE mae se." New York. 








SALES REPRESENTATIVES WANTED 


Sales Representatives Wanted i Rgstere, Southenstora, Southern, Sox 
western and Pacific States. Also. Canadian Canadian Representative to nel 


hardware line to a < only. terri covered, name | lines 
handled now and ref Mddrons Box H6S care of Hazpwane Acs, 


New York. 
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Classified Opportunities 





SALES REPRESENTATIVES WANTED 


SALES REPRESENTATIVES WANTED 





MANUFACTURERS of full line of household specialties want local 
representatives in all important cities to handle line on commission. De- 
— houses, premium concerns, are all big users. State experience, 

nes handled and territory covered. We want none but those who can 
“make good.” For such our pro Address 
“S. H.,” care of Harpware AGE, 


sition is an excellent one. 
ew York. 





Salesmen calling on jobbers of house furnishing goods and department 
store trade. We have a high grade household specialty that sells and 
repeats. Unoccupied territories, New England, Minnesota and adjacent 
states, Kansas and the South. Commission basis. Address Box H-659, 
care of Harpware Ace, New York. 





Sales Representatives Wanted. Traveling salesmen to visit retail hard- 
ware dealers, territory adjacent Philadelphia. Write full details or call in 
person. Chas. M. Ghriskey’s Sons, 504-8 Commerce St., Philadelphia, Pa. 





COMMISSION SALESMAN IN EACH STATE for manufacturer of 
hand tools and hardware specialties. Advise territory covered and houses 
represented. Address Box H-638, care of HarpwAre AcE, New York. 





Wanted: Sideline salesmen calling on retail hardware trade to sell 
nationally known line of canvas and leather tool bags. Address R. H. 
BUHRKE COMPANY, 4538 Fullerton Avenue, Chicago, III. 





Experienced salesman for western New York to sell the well known 
Star Line Barn Equipment, Door Hangers, Hardware Specialties and 
Wheel Goods through the hardware and implement trade. Opportunity to 
make bonus. Prefer man acquainted with this class of trade and now 
living on territory. HUNT, HELM, FERRIS & COMPANY, INC., 
P. O. Box 231, Albany, New York. 





SALESMEN WANTED—We are manufacturing several attractive 
hardware items and want to connect with good men who will consider a 
— side-line proposition. Straight commission. Protected territory. 
n answering tell us whether you are now selling retailer, wholesaler or 
= — CLARK MFG. COMPANY, 427 North-13th Street, Philadel- 
phia, Pa. 





Manufacturer of builders’ hardware has opening for representation in 
several Southern States where trade has been established. In _ reply- 
ing state exact territory covered, lines now carried and firms represented. 
Address Box H-647, care of HArpware Acez, New York. 





Wanted by nationally known manufacturers of cutlery, tools and other 
hardware lines, a representative to call on retail hardware dealers in the 
State of Missouri. Address Box H-657, care of Harpware AcE, New 
York. 








- 


to handle. 


SIDE LINES FOR SALESMEN 
Many good salesmen are looking for profitable “Side Lines” 


What have you to offer? Give details—insert 
Opportunities Section” of this paper and you’ll be reasonably sure to find a 
reliable salesman to represent you. 


your ad in the “Classified 








Ask your jobber for 


CALDWELL SASH BALANCES 


Thirty-five years of service is assurance 
of quality 


CALDWELL MFG. CO. 
52 Industrial Se. Rochester, N. Y. 





Seymour Smith “Handy Grass Shears” 


A complete line of 
Grass Shears, 
Pruning Shears and 
Tree Pruners. 
ABSOLUTELY 
>. GUARANTEED 
Send for New 


Manufactured by Catalog. 
SEYMOUR SMITH & SON, INC., Oakville, Conn. 
Sales Representatives: John H. Gralam & Co., 113 Chambers St., New York 











best Hammer” 


D. Maydole, 1843 





The popularity of Maydole Hammers among Carpenters, 
Machinists and Mechanics attests the fact that we've 
ma: set by the founder of this 
business over 80 years ago. 

THE DAVID MAYDOLE HAMMER CO. 








Send 

for @ STERLING e 
Samples la dieatides eill 

ror Ts ay | 
Test Diamond Saw & Stamping Works 
Them Buffalo, N. Y. 








Norwich New York 
Plain or enameled 


STRATTO de 
HANDLE 


For Small Tools, Utensils, Electrical Geeds, Etc. 
Enameling, both behed and eir dried. 


STRATTON MFG. CO. Stratton, Maine 


HACK “LENOX” saws 
rN a 


“The Tools in Lhe Plaid Bae” 
AMERICAN SAW & MFG. CO. SPRINGFIELD, MASS. 


MACK SAWS ~ BAND SAWS - SCREW ORIVERS - GLASS CUTTERS 











UNIFORMITY 





Welding Compound is best by every | 
test. akes ing of any steel as 
easy as Iron. it and increase 
your sales. 


Made only by 
ANTI-Borax Compounp Co. 
Fort Wayne, Ind. 








Permanent magnet which holds 


Robertson “Horseshoe Magnet” Hammers 
fe oe tae ets 


(the highest offered) at the Panama-Pacifie Exposition. 


Good profit. 
Name and design trade marks registered U. 8. Pat. Off. 


ARTHUR R. ROBERTSON 94 Portland St., Boston, Mass. 
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time. 


Will It Cost? 


There's no need to wonder what the cost of 
Lupton steel Hardware Display Equipment 
for your store will be. We'll be glad to tell you 
—exactly. What is more, our planning depart- 
ment will tell you what the very latest display 
methods for hardware stores consist of and how 
you can equip your store in the most modern 
way by a small investment from time to time. 


You place yourself under no obligation when 
you ask our planning department for the facts. 
Write today. 
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Or they will tell you how this complete, 
efficient and convenient steel shelving system 
can be installed in your stores in a few week's 


‘ 


Here’s our get-acquainted 


OFFER for SEPTEMBER 


Lupton all-steel 
Drawer Counter Cabinet 


Provides handy storage for small 
bolts, nuts, washers, etc., which 
need classification but take up 
little space. Each drawer con- 
tains 12 compartments 4” x 3”, 
which can all be labelled. 
Makes a smart andtrimappear- 


ance on your counter. Made in 2 sizes—3 drawers, $7.00, 6 
fo b. Philadelphia. Immediate delivery. 


DAVID LUPTON’S SONS COMPANY 
2211-s E. Allegheny Avenue, Philadelphia 


f Lupton 


STEEL SHELVING GROUPS 
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SASH CHAIN 


Proper sizes in correct 
finishes for all weights 
of double hung sash. 


HALTER CHAINS 


Hodell, Bulldog and Sam- 
son patterns in 444 and 
6 feet lengths, polished 
bright or nickeled. 


The time to sell 
Cow Ties is right now 


AARMERS may not chain Cow Ties, that 
trade in the fam- never fray and are 





ily flivver for the always sanitary. 
latest model Scoot- a a 
ing Six this year, but , 4 have heavyrings and TIE OUT CHAINS 


they will en snaps that defy chaf- Made in 20, 30, and 40 
give their live stock In Hodell, Samson, Bulldog ing and yanking. feet lengths, | swivels 


packed hal 
the same good care = Pens (hacked half every 10 feet. 


as always. Farmers usually 


Thatmeansbetterequipment buythem on sight—ifthey’re in 
wherever it’s needed. Frayed sight. A dozen on your counter ppriecaentn — 
ropes that are as unsanitary as__ will leave in a hurry—and leave on pressure and balloon 


re * tires, ready-made; in 
they look will be replaced with a good profit behind. : continuous lengths 
for sale in Hodell 
« Service Station. 
Ask for Folder 
and price list. 


THE CNM PROVUCTS £9 
Est. 1886 
3934 Cooper Ave. Cleveland, Ohio 
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